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The trademarks brush buyers 





DEFENSE 






The Wooster reputation for quality and perform- 
ance will mean more than ever to you this year. For, regardless of materials 
shortages, brush buyers know that they can count on best possible quality 

and top value when they ask for Wooster. 


That’s why it pays to line up with the trademarks brush buyers trust— 
the Wooster trademarks, backed by confidence built up through a 
hundred years of satisfied users. Whether they appear on Wooster Defense, All 
Pure Bristle or 100% Pure Nylon Brushes . . . if they say Wooster or Foss-set, you 
know they’re the trademarks brush buyers will look for again and again! 


WOOSTER BRUSHES ¢ 


poss:se T THE WOOSTER BRUSH COMPANY * WOOSTER, OHIO + SINCE 1851 Woweas 
Im aweTHIne 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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Here's your answer to V-Belt 
Inventory Problems 


ANT to stop worries about your V-belt problems? Then 
AW turn to the Goodyear FHP assortments. With 
Goodyear, you don’t have to carry any hard-to-get, slow- 
moving special size belts—the odd sizes for which there’s 
infrequent demand. All you need do is turn to Goodyear’s 
handy Alternate Replacement Belt Chart. 


Look for the listing of the special belt—and along side of it 
you'll find a standard Goodyear belt that will do the job. % 
That means lower inventory 2 
because you can handle more cus- 
tomers’ needs with fewer belts. 
Dealers tell us they’ve found up to 
20% faster turnover with the 1951 
Goodyear FHP V-belt assortments 
—backed by a full set of sales helps. 


Write today for your FREE COPY 
of the handy Alternate Replace- 
ment Belt Chart—and full details 
on the 1951 Goodyear FHP Y-belt 
sales program. Address: 
Goodyear, Dept. 742-C 
Akron 16, Ohio 


Send for your 


FREE 


copy of this problem-solver 
— the handy Alternate Belt 
Replacement Chart 


Go0oD 


THE GREATEST NAME IN RUBBER 
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“A Nicholson File for Every Purpose” is the 
caption over which this cartoon appeared in one of a 
series of advertisements in The Saturday Evening Post. 
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The right teeth 
make a big 
difference 


Proper design, even height, uniform sharpness 
and correct hardening of teeth are tremen- 
dously important in lengthening the life and 
increasing the efficiency of files. Such qualities 
become even more significant as preparation 
for the national defense calls for steel conser- 
vations and maximum tool wear. 


Enlarged ‘‘horizon'' (cross 
section) of the teeth of a typical 
Nicholson file. 


How to select, use and care for 
The right file for the job 
is interestingly described 
with words and pictures in 
Nicholson’s famous 48-page 
book, “Fire Fitosopry.” 
FREE ... send for as many 
copies as you need for judi- 
cious placing among your 
sales force. 


Nicholson products meet that call because 
they last longer. Nicholson has always given 
uppermost thought to the designing, cutting 
and heat-treating of the myriads of tiny teeth 
which are the vital “business ends” of one of 
the nation’s most indispensable hand tools. 


Thus, it can be said that Nicholson and 
Black Diamond files “speak through their 
teeth.” And what they say is, “Twelve perfect 
files in every dozen.” When you handle such mer- 
chandise, you do so proudly—and profitably. 

For the right assortment for your trading area, 
consult your wholesaler. 


Ch 


se, NICHOLSON FILE CO. * 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND > 


U.S.A. (In Canada, Port Hope, Ont. ) eee 
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‘ AMERICAN 


— CHAIN ! Jam wa 


If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUTA 
FULL LINE...AND THAT'S THE 


MERICAN GHAIN LINE 


@ With the American cHaIN "Sales-Maker” 
and "ACCO-PAKS” you can set up a modern, 
profitable chain department in a small space. 
The display above shows 18 sizes and types of 
chain which can be cut to desired length. It also 
includes bagged TENSO TIE-OUT CHAINS and 
UTILITY TOWING CHAINS. There is even an 
ACCO DOG CHAIN ASSEMBLY hanging on the 
Sales-Maker next to the customer. FREE... 


@ You'll sell plenty of chain if you get it out BUT GOOD! 
where your customers can see it... pick it up... peer se pa 
feel its strength. Chain sells all year, especially 
at this season. Check your stock. Call your 
AMERICAN CHAIN distributor today. Set up 
an attractive display. You’ll get chain business. 


and old store owners. 


| “Fingertip Facts 
about Hardware Chain" 


Write today for 


| your copy. 
“The best thing of its 
kind ever published "’ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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How Good Are Letters 
To Congressmen? 


On a number of occasions we have suggested 
that you write your Congressmen telling them 
your feelings on various matters. Now, most 
hardwaremen are not what you’d call letter 
writers. And many have the idea that writing 
letters to Congressmen doesn’t mean anything. 

Believe me, we wouldn’t take your time sug- 
gesting you write if we weren’t thoroughly con- 
vinced that letters to Congressmen from voters 
back home DO mean something. But one letter 
doesn’t create much of an impression. It takes 
many letters to get action. 

Any person who has had contact with Wash- 
ington will tell you, as we have, that today’s crop 
of politicians is extremely pressure conscious. It 
is very unfortunate, but if is nevertheless true. 

If the hardware trade wants to have its prob- 
lems considered, then it must make itself felt. 
Very few dealers can take the time to go to 
Washington, so the next best thing is to write 
your Congressmen. Even the master politician, 
Harry Truman, acknowledges the effectiveness of 
mail to Congress, for he recently asked all Demo- 
cratic ward bosses to get the voters in their wards 
to write to Congress for action on the adminis- 
tration’s defense powers bill. 


We often wondered how many dealers did write 
their Congressmen. So we asked you to send us 
carbon copies of such letters. From the carbon 
copies we received, we feel that more dealers are 
writing than is generally thought. But still, too 
many are letting George do it. 

We have published some of the letters we re- 
ceived. Space limitations do not permit publishing 
them all. However we receritly obtained a com- 
plete file of one such series of letters and it serves 
to show just what happens to your letters to your 
Congressmen. 


Joseph Fondrk, who manages Fondrk’s Hard- 
ware in Leechburg, Pa., wrote his Congressmen, 
after doing his best to try and understand OPS 
orders and operate a store at the same time. His 
was a reasonable, constructive letter, asking only 
that a little practical common sense be applied to 
OPS orders. 


HARDWARE AGE, AUGUST 9, 1951 


- pust Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


A week later he received an acknowledgment 
from his Representative and the statement that 
his letter and its suggestions would be passed 
along to OPS with the recommendation that the 
thoughts it contained be given careful considera- 
tion. 

Then in the following week he received a letter 
from the OPS official directly concerned with 
hardware prices noting that Fondrk’s letter had 
been sent to OPS by the Representative and would 
receive careful consideration from OPS. 

Let’s assume that the comment from OPS was 
double talk. Well, it was double talk only because 
they received one such letter. If they, and the 
Congressmen, had received thousands of such let- 
ters, it would have made a deep impression on 
them and, more important, on the Congressmen 
seeing them. 

Some 25,000 hardware dealers read the state- 
ments on this page. But only a very few have the 
initiative to take action in an effort to protect 
their rights. Suppose half, or even a quarter, of 
these dealers were, today, to write to their Con- 
gressmen to express their views on OPS. You 
would assuredly see action, especially with elec- 
tions coming up. 





Oil Fields and 
Hardware Stores 


The oil fields of Iran may seem a long way 
from America’s hardware stores, but they’re a 
lot closer than you realize. And the role America 
is playing in the Iranian situation gives us a clear 
picture of just what the Truman Fair Deal is 
planning for us. 

The Fair Deal has never given up its narcotic 
dream of nationalization, despite the fact that 
every nation that has fostered national ownership 
of industry has suffered sharp drops in the stand- 
ard of living. And small independent retailers are 
among the first to feel the axe of socialism. Did 
you ever see a picture of an independent hard- 
ware store in Russia? You might refresh your 
memory by rereading “What’s Happening to Re- 
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tail Stores Behind the Iron Curtain,” HARDWARE 
AGE, March 9, 1950, p. 123. 

The real shock from Truman’s role in the 
Iranian situation is the final realization that de- 
spite his pleas for unity during the emergency, 
he has never given up for one moment his dream 
of socializing America, and that he doesn’t hesi- 
tate to perpetrate a crude double-cross of Ameri- 
can businessmen who follow his suggestions. 

Some time ago the administration sponsored a 
so-called “Point Four” program which was de- 
signed to encourage the investment of money by 
Americans in backward countries to help raise 
their standards of living. 

Those American businessmen who took Tru- 
man’s request at face value, are now realizing that 
the administration has absolutely no intention of 
doing anything to protect those investments from 
expropriation by any foreign country that is in- 
clined to take such action. In fact, the adminis- 
tration is actually encouraging Iran in its ex- 
propriation of a foreign-owned oil company. 

It’s all a matter of record. After the Iranians 
had driven the British owners out of their oil 
properties, President Truman wrote to Iran’s 
Prime Minister and told him, “You know of our 
sympathetic interest in this country in Iran’s 
desire to control its natural resources.” He also 
said, “I still hope . . . that ways could be found 
to recognize the principle of nationalization . . .” 

In other words, any nation in the world can 
take over foreign investments and the present 
administration is going to pat them on the back 
and say that’s fine, go right ahead. 

We don’t have any great sympathy for Britain’s 
experience in finding nationalization, which she 
has sponsored, biting her back. But it is a sorry 
spectacle to see the President of the United States 
encouraging and abetting expropriation. 

Will that be his attitude toward all the Ameri- 
can investments abroad, some of: which were made 
on his encouragement? 

The administration’s attitude in the Iranian 
case is clear-cut proof that its Fair Deal program 
is far from dead. And any independent retail 
merchant who believes he can live with the social- 
ism that the Fair Deal is planning is living in a 
Fool’s Paradise. 





Merchants .. or 
Speculators? 


Those of us who listened to the panel discus- 
sions at the NRHA Congress in Detroit heard 
some good advice. Reviewing, in my mind, the 
comments of the panel members and the conver- 
sations in the hotel lobby, one statement in par- 
ticular stands preeminent and seems especially 
appropriate to today’s conditions. 

It is not a new thought; but like all funda- 
mentals, it is an obvious and simple expression, 
but one that many dealers seem to have forgotten. 

The statement is: 

“Never forget that you are a merchant, 
not a speculator.” 


Many of today’s problems arise directly from 
ignoring that obvious truth. If we had acted as 
merchants we would have kept in mind the 
dangers of tieing up all our funds in inventory. 

We'd all be better off if we had tried to sell 
goods as energetically as we worked to squeeze 
an extra dozen out of our allocations. We’d all be 
better off if we had put as much effort into plan- 
ning promotions as we put into locating addi- 
tional warehouse space. If we had all spent as 
much time in improving store displays as*we did 
in trying to outguess everybody else, perhaps we 
wouldn’t have so much trouble sweating out this 
lull. 

Now, despite all our brilliant guessing, we have 
the banks reluctant to make extensions, we have 
manufacturers and wholesalers cutting back our 
credit limits, and consumers are showing very 
little interest, indeed, in that merchandise which 
we so laboriously accumulated. 

After leaving Detroit, I went to Atlantic City 
to visit the Housewares Show. This is always an 
impressive and instructive visit and it presents an 
ideal opportunity for getting a cross-section of 
business opinion. 

At this year’s show we saw excellent examples 
of the two choices which merchants have today 
.. . and the consequences of the decision on these 
choices. 

Some manufacturers with exhibits at the show 
apparently felt that all they had to do was set 
up their merchandise, then sit back with a pencil 
and an order book and all the buyers would rush 
in to place orders. 

But ... it didn’t work out that way. Because 
all these men did was sit... and sit . . . and sit, 
and moan about how bad business was. 

There were other manufacturers at the show 
who remembered that they were merchants and 
they came to the show with aggressive promo- 
tional plans, with new and improved merchandise, 
with new packaging, with new ideas for helping to 
sell more goods. 

These people didn’t find it hot and slow. They 
wrote business. Some of them wrote up darn good 
business. 

There you have the two choices. 

You can squat on your bottom and hope that 
things will change. Or you can use those skills 
which you have used successfully jn the past and 
stimulate your customers into buying. 

There is business around. But you have to go 
after it; it just isn’t going to come to you. Con- 
sumers have money, plenty of money, but the price 
cutting spree earlier this year has made them 
bargain conscious. They want to at least feel that 
they’re getting a bargain. They can be enticed 
into spending. Every day some merchant is prov- 
ing that. More hardware dealers can prove it, too, 
if they will keep in mind that they are merchants, 
not speculators. 

Profits still come from turnover, not inventory 
volume. Your inventory may well be very valu- 
able six months from today, but that doesn’t pay 
off today’s rent. 

If you’re looking for some ideas, read over the 
panel discussions at the NRHA Congress as they 
are reported in detail in this issue. You'll find a 
lot of real commonsense in them. 


HARDWARE AGE, AUGUST 9, 195! 


BALL 
BUI 


Loc 
are f 
exce: 


Thi 
busie 
ures 


are t 
ard | 


{DO 





Type of buildi 
. and door 


——— 
large departr 
store entrance 
large office & 
entrance 


Theater entrai 


Schoolhouse «¢ 


Schoolhouse | 
G 


Store or bank 
Office buildin 
toilet door 


Schoolhouse 
corridor door 


Office buildir 


corridor door 


Store toilet ¢ 


+ One 
t Bas 
** Led 
15 
indi 


TI 
basi 
Sell 
all i: 


fider 
gooc 





HARDV 








‘ly from 
acted as 
‘ind the 
ventory. 
1 to sell 
squeeze 
’d all be 
ito plan- 
ig addi- 
pent as 
“we did 
haps we 
out this 


we have 
we have 
ack our 
ig very 
2 which 


tic City 
vays an 
ents an 
tion of 


tamples 
» today 
n these 


e show 
vas set 
, pencil 
'd rush 


ecause 
nd sit, 


» show 
ts and 
promo- 
andise, 
ing to 


_ They 
1 good 


2 that 
skills 
st and 


to go 
Con- 
price 
them 
] that 
iticed 
prov- 
[, too, 
ants, 


ntory 
valu- 
t pay 


r the 


they 
ind a 


1951 








The LOCKWOOD 


BALL-BEARING DOOR CLOSER IS 
BUILT FOR BUSY DOORS 


The busier the door, the more 
outstanding its performance .. 


Lockwood Ball @ Bearing Door Closers 
are free from wear and tear caused by 
excessive internal friction. 


The following table lists some of the 
busier doors in a busy world. The fig- 
ures for yearly operational frequency 
are taken from U. S. Commercial Stand- 
ard US22-40, “Builders’ Hardware”. 


+{DOOR FREQUENCY CLASSIFICATION 






































T of buildi OPERATIONAL FREQUENCY Full life expectancy of 
wos don ag *Lockwood | Lockwood Ball @ Bearing 
Yearly Guaranteed Door Closers 
lerge department 
store entrance 1,500,000 3,000,000 
large office building 
entrance 1,200,000 2,400,000 
Theater entrance £450,000 900,000 
Schoolhouse entrance 225,000 450,000 3 
Schoolhouse toilet 8 
door 225,000 450,000 = 
Store or bank entrance | 150,000 300,000 < 
c 
Office building = 
toilet door 118,000 236,000 2 
Schoolhouse & 
corridor door 15,000 30,000 
Office building 
corridor door 22,000 44,000 
Store toilet door 18,000 36,000 














+ One opening and one closing equals one cycle of operation. 

t Based on one show per day. 

** Lockwood Ball @ Bearing Closers have been in operation for nearly 
15 years. Laboratory tests plus actual performance in service have 
indicated clearly that full life expectancy is practically unlimited. 


The above figures point up the value of the 10 
basic features of design described at the right. 
Sell Lockwood Ball @ Bearing Door Closers for 
all installations and you can have complete con- 
fidence of customer satisfaction and resultant 
good will. 





















Here are 10 basic features of design in 
the Lockwood Ball @ Bearing Door Closer: 


6. Shaft and pinion in 


1. Ball-bearing shaft 


~ aa: one piece 
2. enw ch panama 7. Continuously notched 
ratchet 
3. Minimum of internal 8. Patented leak-proof 
friction » gland 
4. Minimum resistance 8. Climatic (all-weather) 
t : liquid 
© opening 
10. Maximum closing 
5. Oversized shaft power 
Check these features against all other makes 
of closers . . . Lockwood invites comparison. 
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*Guarantee: Lockwood Ball @ Bearing Door Closers, when prop- 


| erly installed are unconditionally guaranteed for two years. 








LOCKWOOD HARDWARE MFG. CO. 


FITCHBURG *« MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Higher Prices, Less Goods Seen 
As Result of New Defense Act 


Extension of President Truman’s power to control 
prices, materials, and instalment credit for 11 more 
months is calculated to give retailers the best break 
they’ve had thus far under the mobilization pro- 
gram. 

Price control officials are working their slide rules 
and charts overtime trying to figure out how retailers 
and wholesalers are to be permitted to regain their 
customary mark ups as authorized by the new law. 

OPS is required to guarantee every trade its cus- 
tomary percentage to mark up. The new law permits 
OPS to work out a formula for each trade. In the 
case of hardware retailing, officials are searching 
records for a suitable calendar period during the past 
year to employ as a base. 

At the Federal Reserve Board there is considerable 
muttering about “a new round of inflation” as a pos- 
sible result of the relaxed controls (Regulation W) 
over instalment buying, but the Board plans to make 
the best of what it considers a bad situation and 
promises rigid enforcement of buying rules. 

Regulation W now requires 15 pct down and pay- 
ment in 18 months on electrical appliances and house 
furnishings. For house repairs, the required 10 pct 
down payment continues in effect, but the maturity 
period is extended from 30 to 36 months. 


OUTLOOK—Higher prices and fewer goods | 


to sell will be the first noticeable effects of 
the new control law in the months ahead. New 
allocation orders to manufacturers will re- 

k quire greater production of military goods 
and further cut-backs in output of civilian- 
type goods. Huge inventories in many parts 
of the country should begin to move rapidly 
sometime this fall, in the opinion of govern- 
ment observers. 


Search for More Revenue Inspires 
Another Attempt to Tax Co-Ops 


Federal Taxes will be levied on undistributed earn- 
ings and non-cash patronage dividends of exempt co- 
operatives, if Senator Williams (Del. Rep.) obtains 
passage of an amendment he has introduced on Capi- 
tol Hill. 
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The amendmena would have the effect of producing 
a possible $300 million annually in much-needed addi- 
tional revenue. It is designed to meet complaints that 
exemptions allowed Co-ops are permitting them to 
complete unfairly with private businesses. 


Support for the basic aim of the amendment was 
expressed to members of the Senate Finance Com- 
mittee by O. Glenn Saxon, a Yale economics profes- 
sor testifying for The National Tax Equality Ass'n. 
The speaker contended that many patronage divi- 
dends are not actually based on patronage. Many 
farmers, he said, get such dividends from profits made 
by a Co-op oil well, for example, rather than from pro- 
ceeds of agricultural product sales. 


Principal difference between the treatment of Co- 
ops and private corporations, as pointed out by Sen- 
ator Millikin (Colo.-Rep.) is that a corporation pays 
Federal taxes on any profit it retains after granting 
discounts or making rebates to its customers. As 
Millikin, ranking Republican on the Committee, sees 
the issue, small, independent businesses are at a con- 
siderable disadvantage because of Co-op freedom for 
expansion. 


OUTLOOK—There is no unanimity of opin- 
ion among finance committee members on 
what should be done about cooperatives. Wil- 
oh liams is optimistic about eventual Senate 
es agreement to his amendment. Strongest talk- 
ing point for taxing Co-ops, with appropria- 
tions still in doubt, is the amount of Federal 
revenue now being missed. Williams hopes 
enough citizens will demand Congressional 
action to swing House support to his side. 


As Price Wars Die So Does New Fair 
Trade Protection For Small Stores 


Talk of a new Fair Trade Law is fading at the 
Capitol in the wake of big retailers’ decisions to call 
off price-cutting warfare. 

The price armistice which appears to be currently 
in effect in many areas leads Congress to conclude 
that there’s no hurry in enacting new legislation to 
protect small retailers. 

Senator John J. Sparkman (Ala.-Dem.) recently 
called off his “thorough investigation” of the effects 


(Continued on page 108) 
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EXCLUSIVE QUALITY GIVES YOU THE 
FASTEST SELLING HOUSEWARE 
LINE IN AMERICA 


NATIONALLY ADVERTISED 





ARISTO MATS 
ARE 
FIRST AGAIN 
NOW ON 


COLOR 
TELEVISION 

























¢ ARISTO-MAT sales are larger. 
¢ ARISTO-MAT profits are bigger. 
¥ ARISTO-MAT buyers are satisfied customers. 


There is nothing like a satisfied customer to bring you more 
business — and more business means more and bigger profits for you. 


Made of U. S. STEEL, ARISTO-MATS ALL-Purpose 
Stove and Utility Mats give your customers the most 
beautiful protection that money can buy. 


The ARISTO-MAT line is pre-sold through national advertising and 
is a sales tested line that is in demand by your customers who want 
only the best. ARISTO-MATS not only protect stove tops and other 
fine surfaces, but add beauty and charm to every kitchen and add 
extra work space, too. 

Stock the complete ARISTO-MAT line. 
Display ARISTO-MATS in your windows... 
and use our Display Merchandisers. 

Check your stock and order ARISTO-MATS 
often. 


’ Sl 
Pee ge 
SSS 2 
me 







GET THE FACTS 
FROM YOUR JOBBER 
OR 
WRITE DIRECT 


PHOENIX TABLE MAT COMPANY @¢ Chicago 7, Illinois 
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LATEST 


Improved Can Opener 


Shown at the Atlantic City 
Housewares Show was this Dazey 
No. 80 Series can opener with the 
newly developed Electronic Lid 
Lifter. It can lift any lid up to a 





gallon can, and will not allow the 
lid to fall or remain in the contents 
of the can. Mounted on a swivel, it 
can grip any size lid at any angle. 
Dazey Corp., Warne & Carter Ave., 
St. Louis 7, Mo. 





Gas Heater Line 


This new “3380-Series” gas 
heater, with 30,000 BTU input for 





all types of gases, has a cabinet fin- 
ished in two-tone grained walnut 


‘12 


porcelain enamel, 


tube construction, and conversion 
to different types of gas is easily 
done. Model 330-RU has Robert- 
shaw-Grayson “Unitrol’’, retailing 
for $87.00; Model 330-RB has a 
Baso Safety Pilot, retailing for 
$69.95; and Model 330-R has a con- 
stant pilot, retailing for $59.95. 
Locke Stove Co., 114 W. 11th St., 
Kansas City 6, Mo. 





Saw Teeth Gauge 


This dial gauge for checking the 
set of circular saw teeth enables 
instant checking within 0.001 in. 
the set of any type of saw blade 





tooth. It is two-faced, precision 
built and guaranteed. Unit retails 
for $18.50, and fits into a combina- 
tion gauge for checking the setting 
of planer, jointer, and, shaper 
knives. PTI, Inc., 401 Broadway, 


.New York City 13. 





Floor Conditioner 


This twin-brush floor condition- 
er, No. FP-33, scrubs, polishes, 
waxes, and buffs. There is a %4 hp. 
AC-DC motor, and twin 6 in. brush- 
es that rotate in opposite direc- 


with a large 
radiant front of fire resistant glass. 
This series has inclined convector 


INFORMATION ON NEW PRODUCTS AND SERVICES 


tions. Unit weight is 10 lbs. The 
steel housing is circled by a white 
plastic bumper, and the handle 
stands by itself. Retail: $64.50. A 





eae 





kit of attachments, available at ad- 
ditional cost, includes steel wool 
pads and coarse and fine sandpaper 
discs. Merchandising aids are also 
available. Red Devil Tools, Irving- 
ton, N. J. 





Decanter Set 


This Han-De-Canter beverage 
set has one 44-oz. decanter with 








a flexible red plastic snap-on cap, 
and four six-oz. juice glasses. Each 
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in hardware merchandise... 


set is packed in a brown and yel- 
low corrugated display carton with 
a die-cut cover, which folds back to 
make a display unit. Cartons have 
Libbey Safedge trade-mark im- 
printed on them. The decanters are 
designed for mixing and measur- 
ing, as well as storing and serving. 
Retail: about 98¢ a set. Libbey 
Glass Division, Owens-Illinois Glass 
Co., Toledo 1. Ohio. 





Plastic Coaster Set 


These plastic coasters are leaf 
shaped, and have a special ribbed 
bottom to prevent sticking to 





glasses or furniture. They may 
also be used as individual servers, 
and will hold any size glasses. 
Eight colored coasters come in a 
printed display carton. Suggested 
retail: $1. Superior Plastics Div., 
Commonwealth Plastics Inc., 414- 
480 N. Oakley Blvd., Chicago 12, Ill. 


Tool Chest 


The new Proto master tool chest, 
No. 9997, measures 27x12x15 in., 
and has two full-width 2% in. deep 
two-compartment drawers, four 
half-width 1% in. deep three-com- 
partment drawers, a full-width top 
section partitioned into three com- 
partments, and a 21% in. tote tray 


HARDWARE AGE, AUGUST 9, 1951 


FOR THE HARDWARE DEALER 


with three compartments. It is 
heavy-gauge steel with welded con- 
struction, double-walled sides, dou- 
ble-reinforced top and bottom, and 





rounded corners. Slide stops pre- 
vent drawers from spilling, and a 
tumbler lock provides the chest 
with three-way protection. Plomb 
Tool Co., 2209 Santa Fe Ave., Los 
Angeles 54, Calif. 





High Speed Wood Bits 


These new wood bits, called Whiz 
Bits, are for high speed drilling of 
hard or soft woods, plastics, mica 








and fibre-board in electric or pneu- 
matic portable drills and presses at 
speeds of 450 to 3500 rpm. They 
bore at angles from 45 to 90 deg., 
(Continued on page 94) 









TO HELP YOU 


SELL 








AND OTHER DEALER 
SALES WELLS 


Five assorted screwdrivers come 
in this new gift package, called 
Vaco All-Purpose Screwdriver Gift 
Set. The box lid is transparent 
cellulose acetate, and the 1014x64%4x 
1% in. box is lined with blue velour 

hat 


es 


i 


paper and partitioned to keep each 
model in place. The screwdrivers 
have breakproof, shockproof, fire- 
safe handles, and the shanks are 
forged chrome vanadium for long 
service. Retail price: $4.50. Vaco 
Products Co., 317 E. Ontario St., 
Chicago 11, III. 





Painting Booklet 


This illustrated six-page booklet 
tells how the use of the right brush 
on the right surface helps conserve 
brushes and cut painting costs. 
Called “How to Make Bak-O-Blend 
Brushes Work Better — Last 
Longer,” the booklet shows the 
need for proper cleaning of paint 
brushes, and answers various ques- 

(Continued on page 103) 
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$210 
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$190 


$180 


(add 000,000) 


Source: Dept. of Commerce 











Increased Business 
Of Hardware Stores 


Reverses the Trend 


While hardware stores are in the 
same boat with other retail busi- 
nesses which have been in the trade 
doldrums since early this year, 
their sales records show up better 
than those of stores in most other 
trades. 

The decline in hardware sales, 
which started in February, came 
to an end in May, and preliminary 
reports for June, from larger 
stores in the biggest cities, indi- 
cate that sales were even better 
at the half-way point in the year. 

It is safe to predict that there 
will be a strong tone to the retail 
hardware trade from this point to 
the end of the year. Once past 
the “dogdays” there should be the 
usual seasonal revival in trade 
which carries into the Christmas 
selling season. 

Despite increased buying power 
as result of the stepped-up defense 
effort, people just haven’t been 
buying new automobiles, major 
appliances and other major items, 
mostly because of stiffer credit 
requirements. 

Consequently, there is a grow- 
ing cash reserve in the hands of 
potential consumers, and much of 
this reserve will find its way into 
the tills of merchants of both hard 
and soft lines. 

The present situation calls for 
increased merchandising efforts to 
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» May Dealer Sales Up $5 Million 
» Wholesalers’ Sales Hit $250 Million 
> Hardware Inventories Heavier 


move the heavy stocks on the 
shelves of dealers and wholesalers. 

Manufacturers of consumer 
goods are increasing their promo- 
tional efforts to help alert dealers 
to help themselves. 





Retail Hardware 


Sales Rose in May 


Retail hardware sales show- 
ed an increase in May, when 
they were $5 million greater 
than they were in April. They 
were $35 million higher than 
they were in May 1950. May 
sales, on a seasonally adjusted 
basis were $211 million. 

The total, for the first five 
months of this year was 
$1,125 million, an increase of 
34 pet over the first five 
months of last year. 


(add 000,000) 


1951 1950 1949 1948 
Jan. $244 $167 $185 $202 


Feb. 241 168 181 198 
Mar. 223 164 171 196 
Apr. 206 166 177 200 
May 211 176 183 198 

1125 841 897 994 
June Bs 189 177 198 
July .. «6©2100—O77——s‘1%8 
Aug. oat 210 165 200 
Sept. a 198 168 196 
Oct. éas 192 166 191 
Nov. — 191 165 188 
Dec. Ars 213 173 191 


$2244 $2088 $2354 














June Retail Sales 
Slightly Under May 


June sales of all retail stores 
were estimated at $12.3 billion, 
about 3 pct above the same month 
of last year. The estimate, by the 
Dept. of Commerce, is that the 
total volume of sales in June, 
after adjustment for seasonal fac- 
tors and trading day difference, 
showed only a small decline of 
about 1% pce from May. For 
most groups of retail stores sales 
were relatively stable. 


Hardware Wholesalers 
Sales High in May 


The estimated sales of whole- 
sale hardware distributors in May 
were the highest ever made in that 
month, and at $250 million was 
just $1 million less than in April. 
The previous high for May was 
made in 1948, when the estimated 
sales amounted to $233 million. 

The cumulative total for the 
January-to-May period was $1,355 
million as compared to only $990 
million in the first five months of 
last year. 


Hardware Stores Beat 
Last June by 5% 


Large independent retail] hard- 
ware stores showed a 5 pct increase 
in sales in June, over the same 


(Continued on page 126) 
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There's turnover in RB&W's 
“upside-down” package! 





Profits aplenty are packed for you in each unique 
RB&W “upside-down” package. 

Displayed on your shelves, the attractive red and 
green colors catch customers’ eyes . . . and the easy- 
to-order-from label (big black type, white back- 
ground, with the product pictured) clinches the sale. 

When you open the package to fill the order, the 
clever “upside-down” feature comes in mighty 
handy. You can’t spill a single RB&W bolt, nut, screw 


BURDSALL 


RUSSELL, 
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or rivet .. . the label’s upside-down so the cover will 


be always underneath and the bottom won’t drop 
out. Its strong, light, Brightwood construction can 
take constant opening and closing without bending 
or breaking. 

Stock and feature the complete quality line of 
RB&W bolts, nuts, screws and rivets . . 
hardware staple that’s always in demand, never out 


. a great 


of style, sure to build traffic. 


&®& WARD BOLT AND NUT COMPANY 


Plonts at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los An- 
geles, Calif. Additional soles offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Dallas, Oakland Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


PCAN OS EFAP ASL 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 











16 















100th ANNIVERSARY PYREX SPECIAL 
ALL 8 PIECES Only 98: 


(Regularly priced at $T-32J) 
ET THIS SET of 8 sparkling pieces of PYREX Ware—the 


original top-quality glass cookingware—at an impor- 

tant saving. You'll find dozens of uses for every piece in the 
set. Get several to use as gifts. 

The beautiful 1-quart casserole, newly designed, with 
smart, wide, easy-to-grasp handles. 

Then there’s the casserole cover—it doubles as a hand- 
+ some baking or serving dish. 
THEN there are 6 custard cups—so handy, so good-look- 
“y ing with fluted edges. 5-oz. size. 


And you get all 8 wonderfully useful PYREX Dishes 
for only 98¢! Regularly $1.39. 


Get this special set now. Get one for yourself. Get several 
others to use as gifts. 





| Special prices, too, when you buy them separately . . . 


1-QUART CASSEROLE 

WITH UTILITY COVER (Reguiarty QO) Only 56 sacn 
S-OUNCE CUSTARD CUPS (Regularly 89¢ for six) Only 390% 
You'll never match these bargain prices . . . better do your 
shopping now! (This offer good for limited time only.) 


THERE’S ONLY ONE PYREX WARE—LOOK FOR THE NAME STAMPED IN THE GLASS 
Other PYREX Ware treasures—needed in your cupboard! 





serene 


PYREX Oven Rooster 





Flameware Saucepan 


PYREX Pie Plate 
Bakes pies quickly—with a 
light, flaky undercrust. 84-inch 
size 29¢. 10'4-inch size 49¢. 


PYREX Round Cake Dish 


For cakes, of course! Perfect 
too, as a shallow casserole, for 
serving vegetables or dessert. 


84-inch size 59¢ 


PYREX Clear Bowl Set 
A nest of three clear glass bowls 
for mixing, serving, or for bak- 
ing. 1-,144- and 2)4-quait sizes. 
$1.39 


See how the Sunday roast is 

cooking. Use top and bottom 

as separate baking dishes. 
3-quart size $1.39 


With flat bottoms and lock-on 
covers. l-quart size $1.95. 
2-quart size $2.45. 


14-quart size $2.25 


FREE 
Be on 


adverti 
10th. T 





*x*Am 








914-inch size 39¢ 





PYREX 
Flameware Double Boiler 


For perfect sauces and frost- 





PYREX Hostess Set 


—in color! VY_-quart covered 
érole with 4 individual ram- 





ings—or use as 2 


1}4-quart size $3.45 











ekins. Red or yellow. $2.95 








PYREX 
Flavor-Saver Pie Plate 


High fluted edges retain juices 
and flavors. 10-inch size 69¢. 


9-inch size 59¢ 


PYREX WARE-« prooucr or CORNING GLASS WORKS 


‘Works, Corning, N.Y. 





~ PYREX 
Colorware Casserole 


In gay red or sunny yellow. 
1A-quart size $1.95. 


2Y4-quart size $2.25 











hs vote york Vee 
| 


wes 
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* 
PYREX Color Bow! Set 


Four bowls—for mixing, bak 
ing, serving. Each bowl a dif- 
ferent color. $2.95 
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AND IT’S COMING YOUR WAY! 


a This promotion will bring customers into your store! 


This full-page stopper ad will appear in the Here are bargains that will mean 
September 15th issue of the SATURDAY EVE- store traffic for YOU. 
NING POST (on the newsstands September 12). 





The retail prices on these popular PYREX WARE 
Full-page ads which will promote the entire dishes are reduced from September 1, 1951 to 

PYREX line and feature these special bargain November 30, 1951! After November 30, these 

prices will appear in the October issues of GOOD _ prices return to their previous levels. 

HOUSEKEEPING, LADIES’ HOME JOURNAL, 

WOMAN'S DAY, and COUNTRY GENTLEMAN! 


Large space newspaper ads—during the first 
part of September will promote these bargains. 





YOUR MARK-UP IS PROTECTED! 


You may purchase these items from 
your regular PYREX WARE distributor 
from now until November 15th at the 
reduced prices less the regular PYREX 
WARE discounts! 


PYREX television programs will feature this 
promotion. 











FREE ADVERTISING AND DISPLAY KITS! 


Be on the lookout for your FREE kit of display and 
advertising material that will reach you about August 
10th. The kit includes: 


* A mounted reprint of the SATURDAY EVENING Be sure you’re ready when 


POST advertisement! 


* An 11"x 14" point-of-sale display card featur- this special offer breaks! 


ing the special reduced prices. ORDER TODAY ! 


* A special tie-in newspaper mat, usable as a 1-, 
2-, or 3-column advertisement. 


* An order form to help you fill in your PYREX 


WARE stock. PY 2 r xX pre 


Use this FREE promotional material 
to make YOUR store 
PYREX WARE headquarters! 





A product of 
Corning Glass Works 





**PYREX"’ is a registered trade-mark in the U.S. of Corning Glass Works, Corning. N. ¥ 
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“He's looking for a way to send Back 
the empty glasses now that 


EVERYTHING HINGES ON HAGER /“' 


> e —a } si 
C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® : 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience a 
= a 
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Better Homes & Gardens offers you an opportunity 


or 








~ HRetterHomes 


soup com te WneesO atin . and Gardens 


August 1951 + 2Se te Canate te 


, From the editors of this 
¥ a great magazine 


3% million BH&G family readers . . . 34 mil- 
lion home-owning, home-loving families . . . 
these are your best sales prospects! These are 
the families that come into vour store . . . ask 
vou for items they’ve read about in the pages 
of Better Homes & Gardens—their favorite 
magazine. 


For years, BH&G’s expertly written, clearly 
illustrated how-to handyman articles have 
been a major feature for our men readers. 
AND NOW ... BH&G’s editors have gathered 
all the how-to information a home owner 
handyman needs to keep his home in good re- 
pair, well maintained . . . to do remodeling 


- é —— ———— . jobs, to have a hobby centered in his home .. . 


and they have put it all in one terrific book! 





j' 
BIG BH&G has been pre-selling customers for 
you for years... now BH&G OFFERS YOU 
A BETTER-THAN-EVER SELLING OP- 
PORTUNITY! Your customers want this book 
‘ . they want this information that is backed 
*® by BH&G’s experience, prestige and know- 
q , how 
$$ 





See how you can cash in 


r 9, 1951 
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@ Storage 


© ‘Windows and Doors 


THE BH&G HANDYMAN’S BOOK 
IS LOADED WITH SALES-MAKING 
MATERIAL... 


® 1660 how-to-do-it illustrations 


@ Floors 


@ Exterior Repairs 
and Yardwork 


@ Furniture 
and Accessories 





@ 510 pages telling what tools and materials 
to use . . . how to use them. 


® Power Tools 


@ 227 articles covering all types of repairs 
and “how to” ideas and techniques 
@ Lumber 


@ Handy ring binder cover 
@ Tabbed index 


-® Washable cover 
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and make your store 


HANDYMAN’S HEADQUARTERS! 





Create Sales. The HANDYMAN’S BOOK will introduce you 


to your neighborhood home owner .. . it will tell him ‘‘how to” 
solve his home maintenance problems . . . what materials to 
use. . . and your store will tell him where to buy. Here is a 


sales combination that means repeat sales month after month. 


Build Traffic. Make your store Better Homes & Gardens 
“Handyman’s Headquarters.”’ Let the BH&G handyman cus- 
tomers in your area know your store is the place for him to 
uy... the HANDYMAN’S BOOK makes sales even before 


your customers reach your store. 


} 


Handy Sales Reference. The HANDYMAN’S BOOK answers 
all the maintenance and repair questions your customers ask 
... is a perfect in-store reference book both for salesmen and 
customers. The HANDYMAN’S BOOK will help you clinch 
the sale . . . create EXTRA sales. 


Build Prestige among the 3% million Better Homes & Gardens 
families. Cash in on the BH&G families in your area—7 out 
of 10 who own their own homes . . . have the desire and in- 
comes to keep their homes in top condition. BH&G families 


will be among your best customers! 


Reach Home Owners. Your best prospects are home owners— 
only home owners who make repairs and improve their home 
in their desire for better living will read the HANDYMAN’S 
BOOK. Ready-to-buy . . . eager-to-buy . . . able-to-buy 
customers mean more and bigger sales! 


For Big Profits. On cach HANDYMAN’S BOOK you sell you 
receive your regular mark-up PLUS the hundreds of other sales 
that this book will create ... you will get both immediate 


and long-range profits from the HANDYMAN’S BOOK! 


Gift Item. The HANDYMAN’S BOOK is the perfect gift for 
the handyman. Here is a gift that will be used every day... 
will be a big sales maker in the hands of your customers. 









Better Homes & Gardens Book—more than 
150,000 books sold in less one year! 


Better Homes & Gardens Garden Book—over 
140,000 copies sold in ten weeks! 


Y 


And now 
ANOTHER BEST SELLER!! 


The Better Homes & Gardens Handy- 
man’s Book. 


The Handyman’s Book is the one book that 
the Handyman will read .. . follow carefully 
. . . use as a guide to buy merchandise! 


SEE NEXT PAGE FOR 
DETAILS ON HOW YOU CAN 


TIE IN WITH THE 
HANDYMAN’S BOOK! 




























With each order of 25 books or more 


you get these FREE PROMOTION MATERIALS! | — 



















Use these materials to 
let the customers in your area 
know your store is 
HANDYMAN’S HEADQUARTERS! 


¢ GIANT 18” X 23” REPLICA OF THE 
HANDYMAN’S BOOK 


for your TWO FULL COLOR POSTERS 


WIN 
edihdl « THREE FULL COLOR BLOWUPS 
"(18 X 23°) of the October BH&G. cover 






'¢ TWO COLORFUL WINDOW BAN- 
for INTERIOR ~ oo erent ee 
DISPLAYS 50 SPECIAL LL HANDYMAN’S 

oe Kee ‘ eae +e 
100 cea ent = STRING + 


TAGS for Better Homes & Gardens—ad- 


pvileg, | | 











for NEWSPAPER 
ADVERTISING 


The Handyman’s Book will be back 


Phone or write your hardware ead Va Pe BH& announcing the Handyman’s Book. 
jobber today—order your __@ A special advertisement in BH&G October issu 


Handyman’s Books and make _ announcing that the Handyman’s Book will be 
your store Handyman’s available in hardware stores. 






Headquarters in your area. © Full 


If your jobber doesn’t stock the ° Full 
HANDYMAN’S BOOK write ad 
issue 


Merchandising Division @ Pre-holi 
Better Homes & Gardens in 
Des Moines 3, Iowa 
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A MESSAGE TO MYERS DEALERS: 
Complete Line 
Covers Every Need 
and Preference! 






It’s what a prospect hears about Myers 
Water Systems—the highly favorable 
comments of owner after owner —that 
brings him into your store as a ready-sold 
customer. 





( 

| 

| 

| 

| 

| 

| 

But in turn, it’s what owners don’t hear | 
that keeps them sold on Myers. Continued | 
quiet operation speaks louder than any | 
words about Myers superior quality .. . | 
soundest design and strongest construction | 
. ». quality that pays off year after year | 
in more water per dollar. 7 
| 

| 

| 

| 

| 

| 


Yes—quietness rates highest among the 
most-wanted water system features. That’s 
just another reason why a Myers dealer 
th can sell rings around all competition. 


Complete Merchandising Program 
Covers Every Proved Sales Aid! 


x The F. E. Myers 


a 





\\ % 
x & Bro. Co. 
. bi Dept. W-53, 
<4 Ashland, Ohio 
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HOW TO IMPRESS SOAP DISHES AND WIN FRIENDS 


AUTOYRE PH 


In our experience, the best way to make friends 

is to take the other fellow’s point of view. We look 

at bathroom and kitchen accessories through the eyes 

of the retailer and his customers. That's why, when we stamp 
out a soap dish, you can be sure > designed to stand 


out on the counter anc 


MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 


‘Designed to Make the Passer Buy”’ 


THE AUTOYRE COMPANY e OAKVILLE, CONNECTICUT 
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HOW 10 SELL MORE NIGHTLATCH 
ze 





ro epiters 


eeeneeenennnen | 


nl 


_———— yasfe. 
j , ‘Mit on s to » keep them saf on / 
e a milllo goin of you" life! 


Youd giv 
ie ere $ ed 


| Well l, ft 
Post 


Newsstand date 


Sept 26 









with the issue of 


Sept. 29 
14,000,000 - 





rere. 


POST. 


Oe ee 
‘ame oneal 


_* i 


F144 lo ufe 
Have thes extra 
protection 


fomcget 
sm your house 


You, and about 14 million others, will see this attractive It’s rich in eye-appeal and human interest, but it also 
ad (reproduced in facsimile here) in the SATURDAY EvE- tells a convincing sales story for YALE nightlatches— 
NING Post this autumn. And because it’s such an excel- _and it tells a vast audience that you will be ready to 
lent “stopper” for store windows or counters, we're supply them. So, mail your old nightlatch board Topay. 
including a reproduction of it in our big promotion kit. Tie in on this money-maker YALE has planned for you. 


YALE & TOWNE 


YALE is o registered trade mark. 
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HAN YOU'VE EVER SOLD BEFORE! 


tf is a big money-making deal for you! 





This is all you do to cash in on 
the biggest nightlatch promotion 
in YALE history 





We'll send you this “Big 3 Package” 


1. FREE! This colorful, hard-selling nightlatch board that 
fits neatly on your wall. It shows your customers six popu- 
lar YALE nightlatches and deadlatches—all easily detach- 
able for demonstration. 


STREAMLINED EXTRA 
LONG THROW 
OEAD BOLT 
a CANNOT BE 
PRIED 


2-An initial replacement supply consisting of 1 #21, 1 #36, 
1 #80, and 1 #042 nightlatches, 1 #197 and 1 #2 deadlatches. 


3. FREE! A package of dramatic window streamers and in- 
formative counter folders (use them for envelope enclosures, 
too) to point up the entire nightlatch promotion, help in- 
crease store traffic, and establish your store as local head- 
quarters for the finest in security hardware. 


PIN. TUMBLER 
SPRINGLATCH 
FOR RESIDENTIAL 


lake these three easy steps today! 


1+ Take off the latches on your old board. 


2. Fill out the double mailing tag you will receive from us or 
your distributor. Be sure to fill in your jobber’s name on 
the tag. 


ADEQUATE 
3- Wrap up the old board and mail it to us together with your > — 
check for $29.00 (covering only the cost of the merchandise, , Sm 
all the rest of the promotion package will be sent you with- 


out charge). 





Act today! Be sure you’re well supplied! 


THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN. 
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REL OF MONEY ON 


New Streamline Case Opens 
At A Touch! 


é= VW PP SUPER-SPEED 

VV TTC razor 

AND IMPROVED 10-BLADE DISPENSER WITH 
USED-BLADE COMPARTMENT 





Display Gillette Your een Mounted in Two 
Products And Identify Your Store 
With The Nation’s Greatest Sports Classic! 


ET SET now for the greatest air promotion of 

them all — Gillette’s thrill-packed broadcasts 
of the 1951 World Series! This year’s radio and 
television audiences will be bigger than ever. 
Practically all men who patronize your store will 
be reached with hard-hitting commercials... 
told over and over about the Gillette products on 
your counters, They’ll hear plenty about the Super- 
Speed Set, glamorized with a rich, new Styrene case 
that pops open at a touch. Stock and display the 
full Gillette line... you'll make money hand over fist! 


it Means More Profits When You Sell 
Gillette Blue Blades In Dispensers 


@ Throvghou! the World Series, we'll urge men to buy 

Gillette Blue Blades in the new Dispensers with used-blade 

compartments. 

10 for 49¢. 20 for 98c. In original package, 5 for 25¢. 

Your cost per carton, 10s or 5s (100 blades). ......$3. 
Your cost per carton, 20s (200 biades)........ Pe tee 
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Women love Bruco- 


Mow more ethan ever! 


Millions of homemakers have fallen in love with the 
revolutionary Bruce idea of ¢eleaning floors as you wax— 
all in one easy operation. 

And it’s an even bigger hit now that they can get 
this same wonderful cleaning magic with either /ight or 
heavy wax base. Famous Bruce Floor Cleaner for 
linoleum and lightly-trafficked wood floors. New Bruce 
Cleaning Wax, with three times as much wax, for 
wood floors requiring extra protection and gloss. 

Stock up now on both! Put Bruce Cleaning Wax 
alongside Bruce Floor Cleaner—exactly the way they’re 
featured in Bruce’s powerful national advertising —and 
cash in on this ready-made opportunity for extra sales. 


floor products 


BY THE WORLD'S LARGEST MAKER OF HARDWOOD FLOORS 
E. L. BRUCE CO. + MEMPHIS, TENN, 
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What Makes Selling FEDERATED SOLDER Profitable? 







REPEAT SALES! 





VOLUME SALES! 
























d nationally 
pon Nu-Glaz 





isiios users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 


performance of Federated Solders is tops. Same fine p 
: : ? d Speed Load. | 
For display purposes, Acid Core Solder is packed in a bright blue and white package; [8 Compoun 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed wy Lally 
on each carton. Available in all commercial sizes and compositions. Listed by _ f#llon drums. | 


Underwriters’ Laboratories Inc. mu of ¢ 


Siddidiét WMiatls Diwiien 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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No Building is 
Weatherproof 
until it is 








CALKED 


a 


ae 


hy, \ 


































a SELL 

Mprya Nu-GLaze 

Meee =INSTEAD OF 
PUTTY 


Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vetised, nationally known 
d nationally used. Stock 
pon Nu-Glaze today! 


Same fine product as in 
Speed Load. Nu-Calk Calk- 
ing Compound is available 
in'% pint, pint, quart, gal- 
lon, 5-gallon cans. Also 55- 
tallon drums. Nu-Calk is the 
Wandard of calking quality 

















I 
b 











Loads or bulk calking. 





Easy to use 
Here 


NU-CALK SPEED LOAD enjoys such 


Yor tae matier 


Experienced calking appliers still favor 
our CG-3 Standard Calking gun’s easy 
trigger action and powerful piston action. 
Fitted for use with either Nu-Calk Speed 


OKLAHOMA CITY 


here’s the 
most efficient, 
most popular 
calking load 
on the market! 


Na (ALK 


SPEED LOAD 


YES! And ever 


some of the reasons why the new, improved 


easier to sell! 
are 
nationwide 
pularity. The{specially designed cap insures perfect 
ntact with gun nozzle 
i Gla ntainer is air-proof, mois 
ture-proof, practically uum packed. With 
SPEED LOADS the user’s hands never 
touch the 
Soetoro) ae) 


can't pull loose from fiber 
ine-lined c¢ 


vac 


Always has a 
and easy 
trigger action 


Sesh ereletare! 
even flow 





HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 


Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95, Show it and 
you'll sell it! 


Your order will be shipped same day received! 


PACKAGED 10 LOADS TO A CARTON 


There are 10 
Speed Loads 


e e ch : 
( . one gal.) 
onl 4 cartons to 
each case. Please 
order in multi- 
cae 4 cartons. 

ull freight al- 
lowed on orders 
of 8 cartons or 
more. 








MACKLANBURG-DUNCAN CO. 


1, OKLAHOMA 











Pittsburgh 


Maintenance 


--- DUSTERS --- 


Pipa: up on the big demand for Pittsburgh’s Light- 
ning Line of maintenance brushes. They’re sturdy 
° ; - attractively packed and easy to sell. Pittsburgh 
gives you a complete line of brushes for every need, and 


TURNO Pittsburgh’s reputation for quality assures big profits 
and fast turnover. 


ASSURED e FOR THE ADDRESS of your nearest Pittsburgh 


Branch write: PittsBurGH Piate Giass Co., Brush Divi- 
sion, Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 


PirtssurcH / . i 
ME srusnes 


BRUSHES ° PAINTS ° GLASS ° CHEMICALS ° PLASTICS 






PITTSBURGH PLATE GLASS COMPANY 
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Superflame Dealer Sales 
Hit New High for 3rd 
Straight Year! 


Proven Plan Sells Space 
Heaters By The Hundreds — 
Success Stories From 
All Over The Nation 


It amazed everyone two years ago. 
It proved even more effective again 
last year. Enthusiastic dealers from 
all over the country sent similar 
reports . . . “Sold entire stock first 
day”... “Sold 80 Superflames the 
first week” . . . “Sold 53 Super- 
flames the day the ad broke’. 


Queen Stove Works, Inc. with their distributors 
and dealers have developed a sure-fire sales 

otion that has never failed to pay off 
in almost unbelievable sales of Superflame 
heating appliances. Volume heater sales re- 
sulted for every participating Superflame 
dealer. Factory, distributors and dealers 
alike have been amazed at the power packed 
into this greatest money-making promotion 
in space heater history. In both of the past 
two years it has cleaned out inventories and 
kept the factory busy day and night to keep 
up with the flood of dealer orders. 


What Happened Made History 


When Queen decided to launch a sorting, 
new, all-out aggressive promotion they fe 
that the new $34.95 Superfan Portable 
Blower in combination with Superflame Oil 
or Gas Heating Appliances would make an 
offer that customers could not resist. All 
Superflame dealers were furnished a com- 
plete sales kit and they immediately started 
their advertising. What happened astounded 
the entire industry. Superfan with Super- 
flame made the most powerful quick-acting 
sales promotion in space heater history. 


Dealer Profits Hit All-Time High 


Superflame dealers, from the smallest to the 
largest, reported the greatest sales increases 
they had ever seen. Results the second year 
were even more sensational. Surveys made 
show that in some cases Superfiame dealers 
captured as much as 95% of the space 

~ , heater sales 
in their area. 
Dealers who 





to sell space 
heaters in Au- 
gust were sell- 
ing them by the 
dozens . . . in 
aa et some cases, by 
the hundreds. 
Factory pro- 
duction records 
in 1950 shat- 
tered all pre- 
vious records. 


Greater Than 
Ever In 
1951 


A brand new 
sales kit and a 
new sales pro- 
gram is ready 
now to make the 
1951 “Super- 
flame -Super- 











"The most successful news- 
Paper advertising we ever 
did” is typical of reports 
teceived from Superflame 
dealers. Pictured abgve is 


one of the powerful hews- 
Paper mats included in the 
1951 "Early Bird” Promo- fan’’ sales pro- 
tion Kit. motion bigger 
and better than ever before. Superflame 
dealers have already placed more future 
heater orders than at any time in the past. 


Promotion Now Starting 


Superflame dealers throughout the country 
are already marking up new early season 
sales records with this ‘Early Bird” pro- 
motion! Complete advertising and sales kits 
have been distributed to all Su me 
dealers. They contain all of the material 
Necessary to make 1951 their greatest 
Superflame year. 


BY / 






only $4.95! 

















“"FUEL-SAVER”’ 


OIL HEATERS 


SUPERFLAME Oil 
Heaters have the su- 
per efficient “Fue/- 
Saver” that increases 
radiating surface 
100% .. . decreases 
chimney loss 40%... 
actually saves up to 
Ys on fuel! 15 value- 
priced models to 
choose from. 


THE BIGGEST MONEY-MAKING 
PROMOTION YOU'VE EVER SEEN 


NO RED TAPE—IT’'S LIKE FALLING OFF A 
LOG—COMPLETE ADVERTISING AND SALES 
KIT FURNISHED. 
It has just started. There is still time ¢ 
started with this monapduling offer! — 
Write for the name of your Superflame dis- 
tributor. Get the full details on this proven 
“Superflame-Su an” promotion and how 
ros can REAP THE FULL PROFIT PO- 
ENTIAL with the Superflame line! 
EASIER SALES! FASTER SALES! MORE NET 
PROFITS FOR EVERY DEALER! 
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@( YOU SAVE Your Customers $30.00 


YOU GIVE Your Customers a COM- 
PLETE forced air heating system for 


YOU GIVE Your Customers the world's 

most versatile air circulator for only $4.95! 
~ YOU WILL smash all sales records with this sensational "Early Bird Sale" Offer! 

It’s twice proven as the biggest money making promotion ever developed for 
? space heater dealers! Superfan fits under heater . . . gives forced air comfort... 


saves up to 25% on fuel bills! Superfan has dozens of year around uses. Keeps 
folks cooler in hot weather! SAFE! No dangerous fan blades! 


men, Siperflome 





ENIOME 
TNE 






With Any 
SUPERFLAME 
Oil or Gas Heater 
or Floor Furnace 
Selling for Over 
$74.95. 
























Superflome 


‘'GAS-SAVER””’ 
GAS HEATERS 


Exclusive Double 
“Gas-Saver” gives 
your Customers more 
heat from every pen- 
ny’s woth of gas! No 
other gas heaters have 
so many “quick-sale” 
features! 7 models 
from 18,000to 
75,000 BTU input. 


LET US RUSH You 


THE DETAILS Now! 


To: QUEEN STOVE WORKS. 
, INC, 
Dept. +A 81 , Albert Lea, esis 


0 Rush details and sales pro 









Superflame “Early Bird"’ SALE! en eatn ity 


D Send details ho : 
SUPERFLAME FRANCHISE, oo" &” EXCLUSIVE 


' 

l 

l 

I 

Oo ne name of my nearest SUPERFLAME 
! 

l 

| 

| 


A 
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SELL MORE 
STEEL TAPES 


























Front and rear views of the all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. % 
NCREASE your sales of WYTEFACE®* Steel Tapes and Tape either one of the two assortments which come to you packed 
Rules by putting this merchandiser to work in your store. in this handsome display. \ 

It takes less than 1 square foot of space, yet: You, as a hardware dealer, already know the sales ad- 
* It displays a popular assortment of WYTEFACE Steel Tapes vantages of WYTEFACE Tapes. The black markings on the 
and Tape Rules where more customers will see white background are easy to read in any light. 
and buy them. The patented white surface prevents rusting and 
¢ Its glass front and sturdy metal construction dis- ab will not crack, chip or peel off—and it is easy 
courage pilfering. to keep clean. . 
¢ It has a roomy back compartment which holds With this merchandiser, you can sell WYTEFACE 
a complete stock. ae, . Steel Tapes and Tape Rules faster than ever before. 
e It has sales helps printed on the back to aid aunties Equipment For complete details, ask your jobber or write 
your clerks in making sales. oy at a Keuffel & Esser Co., Hoboken, N. J. 
Next time you order WYTEFACE Steel Tapes Measuring Tapes. * Trade Mark, Wytelace Steol Tapes are protected by 
and Tape Rules and Refills ask your jobber for U. S. Patent 2,089,209. 
KEUFFEL & ESSER CO. . 
EST. 1867 


NEW YORK © HOBOKEN,N.J. * CHICAGO © ST.LOUIS © DETROIT * SAN FRANCISCO © LOS ANGELES * MONTREAL 
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2 Griliant New Counter Displays 
TO SUPERCHARGE YOUR SALES 


of SIMONDS Hacksaw and Pulpwood Blades, 
Crosscuts, Files, Bits and Shanks 











— ches F , sd 
Send for Catalog Sheets : - 


and Sales Plan on these 2 new Simonds Displays 


SIMONDS 


SAW AND STEEL CO. 
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A TERRIFIC ADVERTISING 
COMBINATION OF ALL THESE 


ov® 


See : GREAT MAGAZINES 
a Plus XK 
Sy SCIENCE THE COMIC WEEKLY 

N\\\ Wn AMERICA’S MOST POWERFUL 

eller om es SINGLE ADVERTISING FORCE 


hols in Sates 


FOR YOU! 






ee 


Pate ung = uaa osc 


motion that. pre-sells this new 
MA Stock ‘em and sell ‘em home tool as never before! 
wan at the same time with 
this colorful one = doz. 


counter display...TV-12. 


— NEW, compact sales- 










compelling 4 doz. unit IT TACKS! 
self-vending display ... — 
TV- 


Takes the place of 
hammer, tacks, glue 
and string by doing 
hundreds of jobs 
easier, faster, safer, 
cheaper! 





hitting newspaper ad mats, written from 

rein emma Wake caer eh aude “mona 
campaign, Dynamic point-of-sale stickers 

Bot tention « nore Lid aig 





Contact your jobber SP FED products company, inc. 


or write direct to: 32-01 QUEENS BLVD. © LONG ISLAND CITY 1, WN. 2g» Swe . ) 
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| PREPAID. Orders of less than $20.00 f. 0. b. 
Mill, Lawndale, N. C. or Marietta, Minn. Orders 
of $20.00 to $50.00, freight allowed to $1.00 
| per cwt. Freight prepaid does not include ex- \ 

tra charges incurred outside carriers regular 1] 
zone of delivery. 


| ORDERS OF $50.00 OR MORE, FREIGHT ! 
| 
| 








— — SS ~ 





ESTABLISHED IN 1873 
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You can put your confidence in- 


MIK 


Quality Twines and Cordages 


SEINE TWINES 
SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 
CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 


Samples furnished on request 


Qne dependable 


Lal, 
f A 





source of supply 


One brand name 


MIKE 


One standard of quality 


—the best 


We think enough of our chalk line to 
modestly admit that it is the best chalk 
I} line on the market. 


78 years of “know-how” are concentrat- 
ed in every item in the MIKE line with 
special accent on quality—the kind of 
quality that starts with experience and 
ends with customer approval. 


Our dealers have also found this kind 
of quality pays handsome profits. 





Marietta, Minnesota 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 
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y Rate the 


oil heaters 


you sell... 


Do they measure 


upto” Fanfeelion 








Here’s your chance to rate the oil space heaters on your floor! 


Check this list of important features and advantages... see how close they 


come to Perfection—the only space heater which rates a perfect score. 


ALL THESE SELLING 
POINTS! 


Patented pilot burns over 
40 hours on one gallon of oil 


A real pilot—not just a 
low fire 


Pilot burns constantly, elimi- 
nating bother of relighting 


“Midget” Pilot makes auto- 
matic controls truly practical 


"Multi-Heat” burner pro- 


7 
ry ‘ 
RY vy vides full range — high to 
& A low fire 
= < 
Oo & 
G Anactual blower, not merely 


ne 


mc 
mC 





a fan 


Efficient radiator extracts 
extra heat from fuel 


Built-in plunger cleans fuel 
line without heat interruption 


Automatic draft regulator 
for steady, even combustion 


PLUS THESE BIG 
AOVANTAGES! 


Built for the most service — 
the least servicing 


J Ga A heater for every income 


Olu 


BIC) 


Heaters for both gas and 
oil fuels 


Backed by extensive na- 
tional advertising 


Supported by eye-catching 


C] [y display pieces 
LW 





Promoted by point-of-sale 
dealer aids 


Benefits of co-operative 
advertising plan 


¥/ Carload discounts on as- 
sorted products 


Made by a well-known, well- 
respected manufacturer 


you CANT BEAT 





(Write us for further information on the 
complete line of Perfection heaters) 


PERFECTION STOVE COMPANY 
7239-C Platt Avenue « Cleveland 4, Ohio 





BiG 
OM 


OIL AND GAS 
HEATERS 


HARDWARE AGE, AUGUST 9, 195! 


























| 
! 
| 
| 
o8 | 
felch 
! 

! 


O GAS 
ERS 


nation on the 
ion heaters) 


JST 9, 195] 





in season all the time — 





DERI 
VOGUE ENAMELED WARE 


ELE AL | 


“—E 
when you feature FEDERAL’ 


nationally advertised 


VOGUE wuite-rop ROASTERS 


with magic Black Bottom! 
(OPEN STOCK) 










They're 
FEDERAL - 


the nation’s 





No. WB-10 OVAL ROASTER 
Size: 15 x 107, x 7% 


Holds 7 Ib. fowl or 9 Ib. roast 
Packed 2 dozen—Weight 20 Ibs. 














best-known brand 
of enameled 
ware! 












No. WB-112 ROUND ROASTER 
Size: 12 x 62 


Holds 4 Ib. fowl or 7 Ib. roast 
Packed one dozen—Weight 28 Ibs. 







. Pittsburgh, Pa. 














the profitable 


FEDERAL 


line of 
best-selling 


BLUESTONE 
ROASTERS 


(OPEN STOCK) 


For every need—in every size! 
Federal gives your customers a 
choice of round, oval, or oblong 
roasters . . . popular Bluestone 
with White Spray .. . in sizes to 
hold everything from a 4-Ib. fowl 
to a 25-Ib. roast. Offer your cus- 
tomers a complete assortment. 


Put them in your windows! Pile 
them on your counters! Feature 
them in your local advertising! 
They'll pay off in profits! 


noasTs™ 


No. B-1 OVAL ROASTER 
Size: 15 x 107, x 7% 


Holds 7 Ib. fowl or 9 Ib. roast 
Packed 2 dozen—Weight 19 Ibs. 


No. B-2 OVAL ROASTER 
Size: 18% x 12% x 8%e 
Holds 13 Ib. fowl or 18 Ib. roast 
Packed % dozen—Weight 26 Ibs. 














No. B-3 OVAL ROASTER 
Size: 20 x 13% x 9! 
Holds 20 Ib. fowl or 25 Ib. roast 
Packed 1/2 dozen—Weight 32 Ibs. 








No. B-O OVAL 3-IN-1 ROASTER 
Size: 12% x 8% x 5134 
Holds 4 Ib. fowl or 7 Ib. roast 
Packed 1 dozen—Weight 23 Ibs. 


BLUESTONE OBLONG ROASTERS 


No. B-220 OBLONG ROASTER 
Size: 15% x 10% x 8 
Holds 10 Ib. fowl or 12 Ib. roast 
Packed 2 dozen—Weight 26 lbs. 








JUMBO OBLONG ROASTER 
Size 18 x 13 x 8% 


Holds 20 Ib. fowl or 25 Ib. roast 
Packed % dozen—Weight 20 Ibs. 


BLUESTONE ROUND ROASTER 








No. B-12 
ROUND ROASTER 
Size: 12 x 6% 
Holds 4 Ib. fowl 
or 7 |b. roast 


Packed one dozen 
Weight 26 Ibs. 





alll 





FEDERAL ENAMELING & STAMPING COMPANY : Pittsburgh, Pa. 
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It won’t be long now. Mothers will soon be packing 
hearty school lunches. 

And again, ‘““Thermos” brand will be the most 
popular choice in School Lunch Kits. 

Mothers like the sanitary interiors of these kits, 
the easy-to-clean rounded corners. Children are 
proud of the handsome, colorful looks. Everyone 
appreciates the efficiency of Thermos brand bottles 
—vacuum glass insulation keeps hot things piping 
hot or cold things delightfully cold. 

“Thermos” is the name that means most to your 
present customers—those who are packing the 
School Lunch Kits—and to your future customers 


—those who are carrying them off to school. 


THERMDS 


TRADE-MARK REG. U.S. PAT. OFFICE 


THE VACUUM BOTTLES 
\ EVERYBODY ASKS FOR 


“THERMOS 


—— 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 






ER 
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JUUP 
TEST 


-.. Jumps your weatherstripping profits! 


It’s amazingly easy to demonstrate the superior- 
ity of INNER-SEAL weatherstripping to other brands. 

Just show customers the “Jump Test.” Cut a 3 in. 
strip, lay it flat on your counter, then bend it in half 
so both ends meet. Let it go, and it really jumps. . 
proving INNER-SEAL’s springiness. That's why, un- 
like felt, it seals tighter in any weather, takes tough 
treatment and bounces back for more. 

Once you prove INNER-SEAL’s superiority, cus- 
tomers will gladly pay the little extra it costs. And 
you make more per sale than with ordinary weath- 
erstripping. 


Get the profit-packed INNER-SEAL package, com- 
plete with counter display, sales helps. See your 
jobber. 

Display the brand known by millions coast to coast! 
Feature INNER-SEAL on your coun- 
ter, and cash in on our constant, 
catchy cartoon advertising. It’s 
reaching millions, including your 
customers, in BETTER HOMES & 
GARDENS, AMERICAN HOME, POPU- 
LAR MECHANICS, POPULAR SCIENCE, 
PATHFINDER, SUCCESSFUL FARM- 
ING, SMALL HOMES GUIDE. 


Patented construction! Seals tighter! Lasts longer! 


TOUGH AND SPRINGY . . . live 
sponge rubber bead! > 
FLEXIBLE, INSTALLS EASY . 
woven spring-wire attaching 
strip makes it a cinch to fit the 2 
sharpest corners with a continu- 
ous seal, 


(NNER-SERY 


RESISTS WEAR... 

Lj ©) coated with water- 

. proof neoprene to 
preserve it against ab- 
rasions, temperature 
extremes, grease and 
oil. 


Werryenc nO 


STAYS LIVELIER LONGER...SAVES MORE FUEL 


INC., BRIDGEPORT 1, CONN. 
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| CLEANER Coros 























Watch your customers go for 
this PLASTIC TAPE that sells itself! 


Here’s a natural self-seller—‘‘Scotch’’ No. 33 Elec- 
trical Tape! Stretchy and smooth, the black plastic 
backing attracts plenty of customers. And that same 
tough plastic resists water, oil, acid, alcohol and outdoor 
weathering—makes this tape ideal for dczensof home jobs. 

It’s tops, especially, for all kinds of wiring insulation, 
since “‘Scotch”’ No. 33 Electrical Tape has a dielectric 
strength of 10,000 volts, carries the UL seal. 


Many of the uses are illustrated on the attractive red 
and yellow Display No. 196 that holds 12 rolls, takes up 
a minimum of counter space. 

It will pay you to give this tape a chance to sell itself on 
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your counter. Order ‘“‘Scotch”’ No. 33 Electrical Tape from 
your wholesaler today. It’s the newest home repair tool. 





The term “Scotch” and the plaid design are registered trade marks for 
the more than 100 adhesive topes made in U.S.A. by 
Minnesota 


pressure-sensitive 
Mining & Mfg. Co., St. Poul 6, Minn.—also mokers 
Rubberized Coating, 


SCOTCH 


Electrical Tape 
No. 33 


. ce : 
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make mine 
the entire { 
line” 


when they order 


HOMKO —finest made, fastest selling 
most popular well rounded line of lawn equipment 





RMY 18 
TRIMMER TYPE 
ROTARY 

POWER MOWER 





18” airfoil shaped blade. . . cutting 
height 1” to 3%”. Front wheels 
19” airfoil shaped blade gives lawn | swivel... all wheels set inside cut- 


smooth, even cut... cuts high grass | ting swath. Powered by Clinton 
and weeds. Cutting height 134” to 


1.4 HP Vertical type direct drive 
3%”. Well guarded... maneuvera- | engine. RMH 18 with standard 
ble. Powered by nationally known } Horizontal type 1% HP engine. 
2 HP, 4 cycle, air cooled gas engine. | Belt driven. 













am FLD ANY 
18” MECHANICAL CLUTCH LAWN SWEEPER 
POWER MOWER 


Mower operates by raising or lower- 
ing handle... stops when operator 
lets go. Speed control throttle near 
handle grips. Powered by nationally 
known, 4 cycle, air cooled gas engine. 
Also LP 230-20” and LP 430-24” 


Extra large 614 bushel heavy canvas 
basket. Picks up leaves, grass clip- 
pings, etc. 24” adjustable brush 
revolves on ball bearings. Comes 
completely assembled. Folds flat 
for easy, compact storage. 











demand dependable HOMKO...TRULY A QUALITY PRODUCT, 
WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 









WHENEVER YOU NEED 





be sure to refer to your copy of the Wilcox- 
Crittenden 1951 Catalog “K”. It’s packed full 
of information on the complete W-C line of 
Heavy and Shelf Hardware, which also in- 
cludes Pulleys, Wire Rope Sockets, Connect- 
ing Links, Thimbles, Eye 
Bolts, Ring Bolts, Blocks, 
Turnbuckles and _ count- 
less other “Dependable” 
Fittings. This catalog will 
be sent free on request 
Write for it todav. 


WILCOX-CRITTENDEN 


“A Century of Dependability” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONN. 




















2725 SECOND AVENUE DES MOINES 13, 1|OWA 














NATIONAL GUARD 


ALUMINUM 
THRESHOLDS 





HOMEOWNERS 













NATIONAL GUARD 
Thresholds and 


Door Bottoms 


Correct Design—Quality 
Materials — Precision 
Manufacture . . . that's 
why National Guard can 
be counted on for posi- 
tive weathertight protec- 
tion—and lasting custo- 
mer satisfaction. 

See your jobber or write 
direct for catalog showing 
complete range of weather- 
strip products. 


NO. 435 
LZ0ItI#z”»-2 


NO. 424 
DOOR BOTTOMS 


No. 300-8 Brass and Felt 
No. 300-Z Zinc and Felt 


ae 
arr eae 


NATIONAL GUARD PRODUCTS, Inc. 


P. O. Box 1520 e Memphis 1, Tenn 


540 Jackson Ave. ° 
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1 — Quality 
Precision 

that's 
Suard can ’ 
be peste 4s f _ The Charm and Beauty of Old Colonial in popular “Heart” design... 
H + 
‘ali 7 with modern mechanical features made famots by Amerock. Production is being 
. p Bot distributed regularly and fairly to established Amerock jobbers. 
7 weather- ; 

, : oe ; genuine 
— AMERICAN CABINET HARDWARE CORP. wali fails ROCKFORD, ILL. 





a |( 





Colonial abies Hardware . 
LES ||) by Amerock 





HARDWARE 
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SCREWS 


a (Slotted or Phillips Heads) 








Al cradone Inc., WEBSTER, MASS. 


a Exclusive Sales Representative 


do a first-rate fastening job amar aa a 


In their own league Southern wood screws are 
the champs. They’re the finest fasteners on the 


market — proved customer-pleasers and repeat- CONGRESS LUBRALIFE 
business-getters. A profitable line for you to ia 
PILLOW coms 

















hy se ke 


handle. 


Southern screws are noted for their easy driving coun 
quality, sturdiness, and absolute uniformity. A BLOCKS hanc 
unique and highly accurate inspection routine with 
assures you a full measure of perfect screws, in forg: 
every box. Only the very best materials are used Yeu 
‘n their manufacture. TYPE A plac 
Thanks to expert packaging, Southern screws are Self-aligning and permanently lubricated sponge wort 
easy to stock and handle. Bulk screws come in iron section acts as a wick lubricating the shaft And 
indestructible steel cans with sealed locking cov- by capillary action. Vibration proof rubber grom- 





mets with static dissipator are available. Flange 
type bearings also available. Write for details. 


PULLEYS CIN 


ers—an exclusive Southern feature. 





Investigate the Southern line with its wide range 
of sizes and finishes. Write today for our new 


catalogue. : 
cine 
FACTORY WAREHOUSES and V-BELTS 
4100 Dell Avenue 325 West Ohio Street mo 
North Bergen, N. J. Chicago 10, Ill. Available from stock from FHP CIN 
280 Decatur, S.E. up to 200 H.P. 
Atlanta, Georgia P gla 
P sas 
World’s Largest Manufacturer wo 
of FHP Pulleys sin! 
* 


SCREW COMPANY 


104 RICKERT STREET 


STATESVILLE, NORTH CAROLINA CONGRESS rIAMOND FY PIVES 
BORED 
@ oo © ®m @ ® 3750 E. OUTER DRIVE, DETROIT 34, MICH. 


"by 


WRITE FOR CATALOG 
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NEW PRODUCT 
NEW PROFIT 
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Four reasons YOU should stock CINCH 

1. Greater profit. 

2. Less shelf space. 

3. Free glazing points. 

4. Attractive 

lithographed cans. 

Your customers will want CINCH glazing 
compound as soon as they see it on your 
counter. Unlike putty, it’s clean and easy to 
handle. Free glazing points are packaged 


with every can—the item that’s always 
forgotten. 







You can reduce inventory for CINCH re- 
placesall grades of putty. You need have no 
worry about CINCH getting hard in the can. 


ORDER FROM YOUR JOBBER OR 


MAIL THIS COUPON 
TODAY 


And you make more profit on every sale. 











CINCH glazing compound makes every job a 
cinch. It is faster, easier, cleaner to use... it’s 
more permanent.. . it won’t crack or crumble. 
CINCH is far superior to putty for replacing 
glass . . . it is excellent for wood or metal 
sash. Use CINCH for nail holes... for cracks in 
wood, brick, or cement... for caulking around 
sinks, bathtubs, and plumbing fixtures. 





tHe BIDDLE co. 
612 South Main Street, St. Louis, Missouri 


Please send us a free 1 Ib. sample and complete informa- 
tion about CINCH Glazing Compound. 


POT DOI cvciscnseccensccnsecessves scienaiiatanbtapaalinaetainsmnionviiaeuinints 
xi paisupecstipepapcenbvebocvonnhetenewsnnenibintentes cisnenocieieupecene 
ST cdi osvictnniulsinipesavsovenbensticeratteesevben i 


m BIDDLE .o. 


612 S.MAIN ST. ST.LOUIS 2, MO. 
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WORLD'S LARGEST EXCLUSIVE PUTTY MAKER 























Advertised in Country Gentleman, 
Popular Homecraft, The Home Craftsman 
and Popular Mechanics. 





Ever Home Owner 4 Hespect 


THE SARGENT BERNARD PARALLEL-ACTION PLIER 





It’s a plier, a cutter, a wrench — the tool with a hundred uses. 
Parallel vise-like jaws for firm square grip. 

Compound leverage doubles cutting power. Cutters on 
the outside where they are easier to use. Finest tool 
steel; sizes 444”, 5144”, 614” and 8”. 

Cash in on the demand for this ever popular plier. 

Ask the Sargent jobber for details or write us. Dept. 1H 


Sargent and Company 


New York NEW HAVEN, CONN. Chicago 
Builders Hardware and Fine Tools since 1864 
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Complete Line.. 


another reason why 


AMERICAN 
is the top “BUY-LINE” 


All types of Slotted and Phillips Screws, made to the 
industry’s top standards of quality . . . packaged for easy 
identification and stock-keeping . . . and nationally 
advertised to keep the line moving off your shelves... 
that’s the deal you get from American. 

Who could ask for anything more? 


AMERICAN SCREW COMPANY 


WILLIMANTIC, CONN. 


Plants ot . / Werehouse ~ 
Willimantic, . ond 
Conn., and at offices at 
Norristown, Pa. Chicago 
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YAVe 


Doggone!Nt's time to order Christmas housewares again 


a 
S) ——— ; :, 
= wae i | 
; Especially those colorful, fast selling, trusted . . . 


NESCO CHRISTMAS TREE HOLDERS 











Bright * Gay * Merry * Permanent decoration * Keeps \ 
tree fresh * Prevents needle loss * Reduces fire hazard \} 
° Leakproof construction * Steady © Sturdy ¢ Salable 


Order from your Nesco distributor today! 


Se 


Here’s another naty 


AIR FLO R 


ral money-maker from NESCO 


ADIATOR Covers 


x. } 
be } 








lengths. 
Utor will help YOu selec; 


and ssortment ¢ 


or your the right quantity 


\ Your Nesco distrib 
our supply now! 


Store, Order y 








201 N. Michigan Avenue, Chicago 1, Illinois 
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Here are oil-burning circulators 
power-packed to sell 


* 
\) Wherever you look on Preway circu- 

| lators — anywhere on any model — 
you'll find engineering leadership that 
spells out SALES. If your customer’s 

j first interest is in comfort and conven- 

“ience, Preway provides the most wanted Burns cheap, ; 
features for better, easier living; if your 7 ; 
customer is looking for operating econ- to deliver low cost heat wir 
omy — low-cost heat — Preway gives 
you a performance presentation that can- - : 
not be duplicated elsewhere; and if your The Preway air-activated burner is 

A . a great performer — provides per- 
customer is budget conscious, wants to Sect canine 
buy on price — Preway gives you the tion at all 
most attractively marked ticket in the flame settings 

even with low 


industry. grade oil. It all 
With so much to TELL in the way of - adds up to 
lower operat- 


engineering advancements, with so much - = oe 
to SELL in the way of basic, functional f ne ig ane - 
merchandising, it’s no wonder that the 

short, well-balanced Preway line moves 

faster than any other line on the market. 

Hundreds of alert dealers from coast to 

coast are catching their competition flat- 

footed off base with these hard-hitting 

oil-burning circulators. That’s why Pre- 

way is already among the big three in 

space heater production. Write today for The Heat Miser 


full information. 
saves on fuel 
PRENTISS WABERS PRODUCTS CO. Sega 


2851 SECOND STREET N., WISCONSIN RAPIDS, WIS. Ai- 
4: 


Here is a built- 
in, well-engi- 
neered fuel econ- 
omizer that acts 
like a booster on 
a boiler — makes 
every B. T. U. 
wosk harder. 





Look at this Weather 
Wizard Heat Propeller 





Preway offers, 
as optional equip- 
ment, a powerful 
blower attach- 
ment that carries 
heat on to. dis- 
tant areas. It 
greatly increases 
heating effi- 
ciency. 
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GOLDBLATT 


Mason Tools 


Give You... 







ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
; — Easy, convenient. 
* Greater Profits ° Faster Turnover ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 


f “© Satisfied Customers * Repeat Sales . sasiiiiea iatiiaain ox diliandn 


nine —- “ offer attractive dealer discounts. 









SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 








1920 Walnut St. Kansas City 8, Mo. 





( “OLDRLrr 
ta | 
FIRST CHOICE OF THE TRADE FOR 65 YEARS 


IT'S MODERN IN DESIGN 


THE 










MAIL 
BOX 


NO. 88 


A_ triumph of mail box styling 
with. _ Superior craftsmanship 
providing beauty, distinction 
and general utility in a practica! 
mail receptacle to adorn the 
modern home. 

Adequate in size to accommo- 
mg large envelopes and cirsu- 
ars. 


IT HAS SO MANY FEATURES 

® Distinction in every line. 

@e Mechanical improvements 
that appeal to the postman. 

® Gravity letter slot — always 


the home-owners - 
gun... designed to 
meet contractor 
specifications 







een” Home owners , closed: “Eps 
. ames everywhere are buying aoe an. combination lock 
and using this low-priced, compact Caulking Gun! © Top hinged door — always 
It’s a bear for wear, and so easy to operate. © Thin—not obtrusive. 
DESCRIPTION 


No cleaning required when used with CALBAR 


“Hole-in-Top” Cartridges . . the compound Material: 26 Gauge” 





Material: 26 Gauge 
Packed: One in carton. 








never touches the inside of the gun. AVAILABLE FINISHES 
sed om Write today Black Enamel, Aluminum. 
rite for name of your nearest distributor. for literature Brushed Brass, Hammered 
Bronze and Hammered Alum: 
num. 
CALBAR PAINT & VARNISH CO. 
Manufacturers of Technical Products PATENT NOVELTY co. 
2612-26 N. Martha Street * Philadelphia 25, Pa. |} Dept. HA FULTON, ILLINOIS 
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LOSCO 


IS SETTING OFFA 


that will send your sales 
of Model 4-D Step Stools 
sky-high 


Plan now fo make every day In 


October “4-D Day” in your store 


Here’s an event that’s sure to make sales history 
in your store . . . Cosco’s all-out autumn pro- 
motion of Model 4-D Cosco Step Stool . . . the 
leader in America’s leading line. Backed by the 
heaviest concentration of advertising for any 
single event or product in the entire industry’s 
history. Make the most of this great opportu- 
nity to set new sales and profit records in your 
store all through October. Give your store strong 
identity as Cosco headquarters in your com- 
munity ... plan your own local tie-in campaign 


now. Make sure you have plenty of Model 4-D’s 


on hand... order now, in all six colors. 





HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
Household Stools, Chairs and Utility Tables 
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Model 4-D COSCO Step 
Stool: Rubber-treaded 
steps swing in, swing out 
... it's a seat—a ladder 
° . . —all in one. Duran up- 
holstery in six smart col- 


ors; chromium finish. 


Big space ads in 7 leading magazines carrying 16,019,329 selling 


messages... FREE sales aids for your store... order now! 


Generating the power for this 
giant, profit-building promo- 
tion will be colorful, big space 
ads in October issues of Better 
Homes & Gardens, Good House- 
keeping, Household, House Beau- 
tiful, House & Garden, and 
Country Gentleman, plus a 
full-page, two-color “send-off” 
ad in the September 29 Saturday Evening Post... 
16,019,329 powerful, Model 4-D selling messages in all. 
And for your own local promotion, Cosco provides— 
absolutely free—mats of complete ads for local newspaper 
use ... product mats or photographs and copy suggestions 
for creating your own ads .. . radio commercials . . . and 
colorful posters for your floor or window display. Order 
all these aids right away ... make this the biggest profit- 
harvest on record. 





53 

















Mal 


li 


( 











f 









“‘He’s spen trying to 
wear out his TROJAN JIG SAW BLADE’ 


Trosan Blades’ long life is far 
from a myth. They seem to 
wear forever, whether in 
hand or power sawing opera- 
tions. Ackermann-Steffan , 
Trojan Blades are made in 
130 different types for every 
conceivable job. Insist on 
Trojan by name. 

















PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 


54 












NATIONAL'S Fast Selling 


WEATHER PROOFING 


PACKAGES 


< meat & FeLT DOOR SWEEPS 


Brass, brass-coated steel or aluminum 
and waterproof felt in an easily installed, 
home comfort item. A sure stop for un- 
der door drafts. Durable, adjustable. 
Screws included. Smart package shows 
good value at a glance. 


packaGED WEATHERSTRIP 
DOOR & WINDOW SETS 


With National’s weatherstrip sets any 
handyman can winter-proof doors and 
windows neatly and completely. Kits 
contain all materials and instructions 
for one door or window. Six standard 
doors, four windows. Odd sizes made to 
order in quantity. 





Write or Wire for Discounts t wt 


NATIONAL METAL PRODUCTS 
1025 Chateau St. 


METAL SCREENS « 
DOOR AND WINDOW SETS e@ 


. 


O. 
Pittsburgh 33, Pa. 


e 
SPRING BRONZE a THRESHOLDS 
DOOR SWEEPS e BINDING 














DEFENSE ITEMS 
WRENCH BOXES 


a | speciat 4b 

V+ Yeo 
PORTABLE UNITS 

TOOL CABINETS 


| 
— = 


UTILITY KITS 
CASES—CHESTS—CABINETS 
Here are the world’s finest metal 
boxes. They're better constructed— 
better looking. Known for their fine 
materials—workmanship—attractive 
design. These boxes out- 
look—outlast—outsell 
competition. 


TEST 
INSTRUMENT CASES 


VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 


TOOL CARRYING CASE 
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Beautiful 
as well as Practical 


WESTINGHOUSE 
ELECTR NOUSEWARES 


Academy Gold Medal 
for 1951 





Beauty Means Business! Particularly in 
gift buying. Since Westinghouse Electric 
Housewares are rapidly increasing in 
ee Stage as gifts, their acknowledged 

eauty will pay off big for you this Fall 
... where it counts most... in your till! 

Westinghouse Appliances are beauti- 
fully styled. As the Fashion Academy 
letter said: “Westinghouse has elevated 
these everyday products from utensils 
to prized vn possessions ... appli- 


WESTINGHOUSE ELECTRIC CORPORATION e 














HARDWARE AGE, AUGUST 9, 1951 


ELECTRIC APPLIANCE DIVISION e 


Westinghouse ELECTRIC HOUSEWARES 
(Fede Chote FOR EVERY GIFT OCCASION 


ances such as these contribute high 
fashion to the home and more pleasure 
to gracious living.” 

Put beauty to work for you. It’s smart 
and profitable to group these beautiful 
gift items ... by grouping them, their 
impact is multiplied ... give the gift 
shopper a chance to make a selection. 
Expose Electric Housewares in a setting 
of beauty and you'll see how “Beauty 
Makes Business”. 


MANSFIELD, OHIO 


--.of course, 
it’s electric! 

















The Greatest All-Purpose Utility 7 a — ) q 
Light for Sportsmen... Farmers \) | :  ® 
... and All Emergency Needs! ff © . 


This great new Coleman Model 200 Lantern has won 
immediate favor with outdoorsmen, farmers, dairymen, 
industrialists, and others as the greatest all-purpose 
light on the market. Also highly popular as a depend- 
able standby light of great value for all emergency 
needs—power failures, storms, floods, etc. No finer | 
light for outing trips of all kinds—adds hours for fun | 
and relaxation, Single mantle—floodlights 100-ft. area. i 

Compact design for easy handling. Sturdier built to ff ; 
take plenty of hard use. Larger fuel fount for 8 to 10 f E a ACRY 
hours lighting service from one filling. Instant light- ff | “ . protects, 
ing. Storm-proof. Safe. ows ‘if 

: . K mes...! 


Sell It With Reflector for , a. \ ee thing las 
Added Profit! ” : | 


Coleman Reflector and Lantern 
make a combination deal that ap- 4 
peals to customers, and nets you 
extra money. Easily attached Re- 
flector makes highpowered spot- 
light of lantern and doubles its 
usefulness. 

All Coleman Lanterns light in- 
stantly; make and burn their own 
gas from gasoline, 








Model 220D (left)—A big powerful g@@famaa Pe tiiss20: 

2-mantle lantern equally good for out- cee Endorsed IS AE 
ings, night-time farm chores, and emer- LEADING eter hal 
gemey ee. . FARMERS) LEADING 


Model 228D (right)—Same as Model : Or a 


220D, but with wide reflector top. 





Timely Products to Push for Profit Now—Order from Your Jobber 








Folding ——~= Marine St 
> Speedmaster arine stove 
Camp ' 7 y P Stove .% Pe Better meals, more cone 
Stove * ~e yy - venience for boat owners 
Cooks like a 4 Good eats } afloat or ashore. Two 
city gas range; fast — 3 \ “ burners. Kerosene and 
folds up, . alcohol models. 


carries like 
a suitcase. 
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The BIG, NEW WORD in the hardurane business... 
Gare 
~ > é 


iylon-ize’” tools and sports ceysh Guy 
wipment to prevent rusting. 





ALUMINUM 


Acayuie spaaY 
A o-Hammabte, 


Ne, teem trates ‘net & 


Use aluminum 
Krylon wherever 
you'd use alumi- 
num paint. 


ACRYLIC SPRAY 
protects, preserves, beau- 
files... makes most any- 


hina | “Krylon-ize’” metal or wood 
thing last longer lawn furniture to protect and 


beautify it. 





MANY USES IN EVERY HOME! 


Just when you need it most —an exciting lutely nothing—like Krylon on the 
new promotion for a product with many market. It won’t change color, dry out, 
uses in every home, and a market big or crack. Krylon is available in crystal- 


re cone 
owners 
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as all America! 

At the push of a button, Krylon 
Acrylic Spray seals, protects, preserves 
a thousand things—almost anything 
made of metal, paper, leather, or wood. 
It wraps objects in a long-lasting, water- 
proof Acrylic coating that seals out air 
and moisture, protects and preserves 
indefinitely. There’s nothing—abso- 


clear, bright white, and aluminum. Just 
press the button on the aerosol can and 
spray it on! That's all there is to it. No 
spetial skill required. 

You'll sell Krylon easily —right from 
the start. And you can count on sales 
growing and growing—there’s almost 
nothing in your stock with so many 
uses for so many people! 


HEAVY ADVERTISING MEANS HEAVY DEMAND — 
BIG COLOR ADS IN SATURDAY EVENING POST! 


Krylon backs you up with a full arsenal 
of promotion aids. Counter display 
that’s short on space and long on sell— 
consumer literature—and an advertis- 
ing campaign big enough to create real 
local demand in every city and town! 
Consistent advertising, including half- 
page, two-color ads in the Saturday 
Evening Post—greatest ence: 


force in America. Big ads in Popular 
Mechanics, Popular Science, Science and 
Mechanics, Mechanix Illustrated (the 
“handyman”’ will go for Krylon like a 
six-year-old for bubble gum!). Put the 
small space counter display by your 
cash register, on the counter, in your 
heaviest traffic area. Krylon is worth 
the best spot in your store! 


cz: poste bitten Sproy tow, Argon on dit 


—_» Now TURN THE PAGE FOR FULL DETAILS 








KRYLON 


THE ACRYLIC SPRAY 


that seals, protects, beautifies 
a thousand things! 


OL 
CRY¥srai CLEAR, Are Kou, 





A av 
ne Eggo # pipes from ‘“‘sweating.’’ Protects and pre- 
te and moun serves valuable papers—discharge and legal 
cones ‘ papers, Social Security card, etc. Water- 
proofs and protects porch and lawn furni- 
ture. Your customers will experiment with 


CRYSTAL CLEAR KRYLON 


is waterproof; grease-, acid-, salt-spray re- 
sistant; non-flammable. Will not discolor, 
dry out or crack. Everyone in the family 





will use it. Perfect for the “handyman.”’ it—find many uses not mentioned here. Can 
Keeps metals from pitting and rusting — be used on almost any metal, wood, paper or 
shop and garden tools, aluminum, children’s playground leather surface not painted with synthetic or automo- 
equipment, sporting equipment, metal screens. Prevents bile paints. Retails $1.95 per.can 


“7 ' f, a sekung 4 6 w 
Kit — aie uit son 7 = Ana | Dow 
fe if Bost “4 | Ky we 
wna! ug hte ho finish ay i emit 


WHITE KRYLON ALUMINUM KRYLON 


is pure Titanium Dioxide with a pure Acrylic base, for offers you at last a non-flammable aluminum. It can be 
wood, enamel and metal surfaces. It does not contain sprayed wherever aluminum paint would be used. It has 
“extenders.”’ That makes it a whiter white. Does not dis- / all the basic qualities of Krylon, plus a rich aluminum 
color. Dries quickly. Completely waterproof. Won’t color. A big seller for spraying radiators and other metal 

j crack, wipes clean with damp cloth. fixtures, both inside and outside. 
Use as paint or enamel for kitchen cabinets, wood- Retails $2.25 per can 





work, porch and lawn furniture; as ‘“‘touch-up”’ on re- 
frigerators and other enamel surfaces. 


Retails $2.25 per can 















KRYLON, INC. 


with every case of Krylon. Put it near your 2601N. Broad St., Phila. 32, Pa. 


cash register and cash in! Dandy consumer 
folders free too. 













Small-space display with big sell—free e 










9016 Litho. in us 


Krylon, Inc., 2601 N. Broad St., Phila. 32, Pa. 
Your Krylon promotion looks good to me! Please have a 
local jobber supply me immediately with Krylon 
Starter Assortments, cost to me $17.20 each, retail value 


$25.80. 

















Name 









Address 





City 












Name of my jobber. 
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S and pre- 
ye and legal 
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lawn furni- 
iment with 
i here. Can 
d, paper or 
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95 per can 


b — 


1% ait 
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It can be 
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25 per can 


INC. 


ila. 32, Pa. 


Litho. in U 
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MORE WINDOW GLASS SALES 


Here’s an attractive illuminated sign to flag down 
window glass customers in your store. Talk about 
waving the flag—this red, white and blue reminder 
says, “Wait a minute—you need window glass, 
don’t you? Well, we’re headquarters, handling 
nationally advertised L-O-F Glass, the finest that 
money can buy. Get those panes here—now.” 
It’s as easy as that—and you’ve made another 
profit-building sale. You'll sell more putty, putty 


knives and glazing points, too. 

And of course you'll want a good stock of the 
easier-cutting L-O-F Window Glass. For advice 
on what quantities of the fastest selling sizes to 
stock, call your nearest L-O:F Distributor. He'll 
tell you how you can get your sales-building il- 
luminated L-O-F sign, too. Libbey-Owens:Ford 
Glass Company, 5281 Nicholas Building, Toledo 


3, Ohio. 
















pot Now! 


HARDWARE AGE, AUGUST 9, 1951 








LIBBEY: OWENS - FORD 
a Gaede, New GLASS 














Use this coupon to get full 
information on how you can 
obtain this illuminated sign. city 





REQUESTED BY 


IMPORTANT: Mail this coupon te your L-O-F Glass Distributor 


Please give me details on how | can obtain my L-O-F illuminated indoor sign. 


COMPANY NAME___ , _ — 


(Please Print) 


STREET ADDRESS_ — — 


25a ___£.1557An... 



















Gilmer 


BELT BIBLE 


your guide to 
more V-Belt 


It’s compact, conve- 
nient, complete! Tells you quickly 
and correctly what Gilmer V-Belt to supply for prac- 
tically every kind and make of light-duty, V-Belt- 
driven equipment—washing machines, oil burners, 
stokers, water-gas pumps, power lawn mowers, 
wood-working machines, power tools, tractors, many 
others, including the /ate models in each classification. 


You should have your Gilmer Belt Bible NOW! It 
will help you sell more V-Belts, increase your V-Belt 
profits. And the Gilmer Belt Bible is yours for the 
asking . . . without charge, without obligation. Your 
copy will be sent to you promptly upon receipt 
of coupon below. 





L. H. GILMER COMPANY 808 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 

























A BIG SELLER hecause 


It une a Hundred Uses 
Sheffield 


WATER 
PUTTY 


im” 6CRACK FILLER 
@ Sticks to Anything 


@ Mixes Easily with water 
..- Will Not Shrink 


@ Becomes Hard as Stone 


7 Ce 


re Shettielel 


nd 
sete x, 


i onan tise 


SE BNE 


ne eect tial as 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently te 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ng and smoothing job! Feature 
t strongly ...and watch your 
ales grow . . . because your 
customers are looking for some- 
thing like this every day! 


Shetticld Zrmze 


PAINT CORPORATION 





CLEVELAND 19, OHIO 





OIL RANGES 
AND HEATERS 





DEALER REPORTS: 


. customer will 
settle for nothing else 
but GLASWIK." 


STOVE REPAIR MAN 
WRITES: “| have used your 


GLASWIKS altogether 
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i 1 for a few years—think 
1 | they are really the 
| L. H. GILMER COMPANY | | best." 
| 808 Tacony, Philadelphia 35, Pa. 1 | HOUSEWIFE REPORTS 
| : 
| Please send me at once a FREE copy of the NEW Gilmer Belt Bible | | “| have enjoyed 3 | TREATED SPUN GLAS: 
years perfect service 
| | out of my present KINDLERS 
| COMPANY NAME | GLASWIK Kindlers.” FOR OL BURNING WICKLESS STOVES, 
| ST. & NO | | RANGES AND HEATERS 
- & NO.____ 1 | ATLAS ASBESTOS COMPANY Anas assesros company, moeTs wauts, 08 
| CITY ZONE STATE | North Wales, Penna. 
| ATTENTION OF | 
I | WRITE TODAY FOR INFORMATION 











ne ’ 


AUSE 
Ses 
ele 
ER 
ry 


LLER 
nything 


ith water 
shrink 
as Stone 


+ in fact 

} use for this 
does every- 

rmanently te 
rf metal sur- 
erfect patch- 
job! Feature 
watch your 

ecause your 





ng for some- 
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, RANGES 
HEATERS 


CKLESS STOVES, 
EATERS 





NORTH Wats, FA 
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6y GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware .. . 

quality produced by 

Re Griffin. 
Bi Scr DOOR NEEDS THREE! 


~“GRIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26. Illinois 

9344 Woodward Avenue, Detroit. Michigan 

(15 Broad Street, Boston, Massachusetts 

1355 Market Street, San Franciseo 3, California 
917 St. Charles Avenue, Atlanta, Georgia 
6687 Golf Drive, Dallas 5, Texas 

4524 East 60th Street. Seattle. Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Nichols Parkway, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16. Maryland 
1620 Garfield Street, Denver 6, Colorado 
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th The 


‘em The Heater Wi 


LIFETIME 
BURNER: 


Sell 





Customers want a heater 
they can depend on. 
Royal answers this with a 
CAST IRON LIFETIME BURNER! 


® The Royal 1960 
Vented Circulator 

is a sure-fire 
winner. Built around 
the Royal Lifetime 
Burner, this heater 
comes equipped to 
do the best 

gas space heating 
job money can buy. 





THE ROYAL 1960 


Available in 20,000, 40,000 and 60,000 B.T.U. sizes without radi- 
ants and 40,000 and 60,000 B.T.U. sizes with radiants, The latter 
models have Pyrex glass fronts to allow complete vision of glowing 
radiants. 


Available on all models above is a 100% Safety Pilot, thermostat 
and the Robertshaw-Grayson Unitrol combination safety pilot and 
thermostat at extra cost. 


ROYAL MAKES A FULL LINE 
OF THE FINEST GAS HEATERS 


Royal Gas Logs are 
proven favorites be- 
cause of their beau- 
ty and dependabili- 
ty. It takes a close 
look to tell them 
from real oak logs. 
22,000 and 30,000 
B.T.U. sizes. And- 
irons available at 
additional cost. 





For convenience of installation, 3 orifices, for natural, manu- 
factured and LP gas are sent with each order. 


WRITE FOR CATALOG SHEETS TODAY. We will gladly give you 


additional information and name of your nearest Royal distributor. 
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AMER-G/7S SLIDING DOOR HARDWARE 


R E P L AC E A B L E | When you sell Coburn Sliding Door Hardware you have the 


| advantage of a complete line of hardware for straight-sliding, 
Al R Fl LT iz 4 | sliding-folding, around-the-corner and roundhouse doors. 


Inclosed track * brackets « hangers * handles ¢ guide rolls 
An Engineered product of guides ¢ stops * binders © chafe strips © bolts * hinges 
For full information send for Catalog #200 


a AAT A COBURN PRODUCTS 


ae pe Filter | A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP, 


21S CENTRALAVE. © OMPANY, INC. LOUISVILLE 8, KY. | Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
pie % ee eer ee ‘ | New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 


| Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal, 


wi emus |G VEAWAY! 
that 
builds 


future 
sales 


Order a supply now 
of Desmond’s new free 
VISE APPLICATION 
folder, for across-the- 
counter or mail dis- 
tribution, to promote 
Desmond-Simplex 
Utility Vises. Your 
customers will value 
this picture-guide to better use of vises. And you'll profit, too, 
in both immediate and long-range sales. Desmond-Simplex 
tional metropolitan newspaper advertising cam- Steel Channel Slide Utility Vises not only offer the best vise 
paign, bringing more customers into your stores value in terms of specific features; they are backed by proven 
to buy WHITNEY’S Seeds. Write for your infor- aids: to selling that pay off in constant repeat profits . 
mation on prices, advertising plans and FREE Available from your Hardware Wholesaler. 


Dealer Helps today. 























WHITNEY’S 
SUPER: 
neFINED LAWN SEED 


e Fall means sowing season . . . people looking 
for WHITNEY’S Seed to grow beautiful lawns. 
With the new transparent plastic package display- 
ing WHITNEY mixtures, your customers can see 
before they buy. Tie in your sales with the na- 











, THE DESMOND-STEPHAN MANUFACTURING CO., URBANA, OHIO 


ERNIE FS (0ND-SIMPLEX VISES 




















The completely practical GARDEX 





* Holds anything with a handle 
* No springs—lasts indefinitely 
* Supports extremely heavy weights 


The most convenient handle holder 
ever developed! No nail or hole in 
the handle required—holds any 
shape handle—practically any 
weight. Made of metal—goes up 
anywhere. Sell 4 at a time in 
sturdy, individual carton. Sells 
steadily all year for steady, easy 
profits. Packed in attractive dis- 






CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles, 


Wise for free y 
TOOLS FOR CRAFTSMEN 
GREENLEE 


Hand Toole Quick 


ae File GRE NLEE 





















List price, 











Box of 4 play carton. 
_ CNS > Order today, from... Neue egages ge 
Carton of &S 
24 Boxes : sayass GARDEX INC. 
$12.00 EE | Michigan City, Ind. GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 
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JEL & IRON CORP, 
575 Madison Ave,, 
hicago * Denver 
, Oakland 6, Cal, 
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eeee OUTSTANDING! 


Your badge of admission to the NATIONAL HARDWARE SHOW gives you a strong grip on the Industry and 
its markets. 

Here is your opportunity . 

Meet and talk to leading manufacturers. 

Feel, see and compare the world’s largest array of hardware and allied products. 
Get the latest trends on price, delivery and production. 

See new products shown to trade for the first time. 

Secure new lines and franchises on products. 

Learn about the latest merchandising plans and packaging presentation. 

Discuss your own personal merchandising problems with manufacturers. 

Secure a complete guide to intelligent buying for the coming year. 

BUYERS—plan now to attend. Fill out and mail the registration coupon. Your admission badge, 
admit you without further registration, will be mailed to you. 


OCT. 8, 9, 10, 11, 12 -- GRAND CENTRAL PALACE, NEW YORK CITY 


which will 

















—------ Registration Coupon-—————— 4 
Save time by registering NOW. Fill in and mail this registration 1 
NATIONAL coupon and your admission badge will be mailed to you. Please check | 
below if you wish us to make hotel reservations for you. 
(PLEASE PRINT) l 
Name. Title. t 
Firm { 
Street | 
City. State i 
SHOW Type of Business " 
Please check below the classification of your business. 

(1 Wholesaler OD Retailer (0 Dept. and Chain Store Buyer . 

0 Importer-Exporter OD Mfgrs’ Agent O Manufacturer 0) Other 
331 MADISON AVE., NEW YORK 17, OC) Please send us your hotel reservation blank. . 1 
MURRAY HILL 2-4802 Minors under 18 yrs. of age will not be admitted under any circumstances i 





r 
| 
| 
| 
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| 
| 
1 
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PURE MANILA 
ROPE-IN 


FACTORY- 
SEALED 





















1/4" 5/16" 3/8" 1/2" dia. f 


100-foot connected coils. PS Roperand”; 
Approx. 15 Ibs. of rope in each box. f aa j 







Handy Coils—mill-fresh “American Brand’’ Pure Manila 
Rope in factory-sealed boxes. They’re a strong sales leader 
that boosts larger rope sales, too. Dealers like Handy Coils 
for the counter display feature which attracts customers 
and reduces selling costs. You'll like them because they 
don’t have to be repacked to fill orders. Just put on your 
own label—that’s all! 

Handy Coils are convenient 100-foot coils, all connected 
so the whole box-full can be used in one piece. Coils can 
quickly be cut apart for small sales—no weighing—no 
measuring. The time and labor that Handy Coils save 
means more profit. Handy Coils are easy to stock—easy 


to check for inventory. Write for complete information “A 4 Ee d’’ 
r A merican Dpran 


about Handy Coils and delivery schedules. 


Specify “American Brand” Pure MANILA AND SISAL ROPES 
Manila Rope when you buy full coils. 





. 
American Manufacturing Company, Brooklyn 22, N. Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
SALES OFFICES: BOSTON . CHICAGO e HOUSTON * NEW ORLEANS . PHILADELPHIA . SAN FRANCISCO 
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A Report on the 52nd 
NRHA Congress 











NRHA Congress Discusses 





Merchandising In a Defense Economy 





Panel discussions on merchan- 
dising and management problems 
highlighted the 52nd annual Na- 
tional Retail Hardware Associa- 
tion Congress, held at the Hotel 
Statler, Detroit, Mich., July 9 to 
12. Attendance at the Congress 
totaled 655 registrants, including 
dealers and their families, whole - 
salers, manufacturers and other 
guests. 

In addition to a well balanced 
and varied entertainment program 
provided by the hosts, the Michi- 
gan Retail Hardware Association, 
& number of ball fans took ad- 
vantage, on Tuesday afternoon, of 
the All Star Baseball Game at 
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Ay NRHA officers—Seated, left to right: Rivers Peterson, managing director; Carl A. 
Miller, president; John Skolfield, vice president. Standing, left to right, H. H. Meyer, 
Melvin Kraemer, M. E. Ozee, directors; Louis Hill, advisory committee; A. B. Hill, E. W. 
Brasch, Robert H. Westbrook, directors; W. C. Judson, advisory committee. Carl 
Graeff, L. A. Luedtke, directors; J. D. Reynolds, retiring president. : 








Briggs Stadium. Many conven- 
tioneers returned to the headquar- 
ters hotel late that afternoon with 
hoarse voices created by their par- 
tisan cheering when the Nats 
trimmed the Americans, 8-3. 
Delegations from 35 of the 37 
state or regional associations affi- 
liated with NRHA were in attend- 
ance. Several speakers warned 
that regardless of the outcome of 
the Korean situation an increasing 
amount of material would have to 
be devoted to use in defense equip- 
ment. Although a decline in hard- 


ware sales was forecast it was 
emphasized that farm area volume 
would be the least affected. It 
was evident from discussions and 
formal addresses that all speakers 
thought there would be a good vol- 
ume of business for those who go 
after it and work hard toward that 
end. Strong warnings were issued 
on the danger of Communism’s 
spread here and abroad. 

NRHA President Reynolds wel- 
comed delegates at the roll call 
at Monday night’s official opening 
as did officials of the Michigan 
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NRHA Congress 





association. J. Paul Hayden, Cas- 

_sopolis, Mich., president, Michigan 
Retail Hardware Association, ex- 
pressed the official welcome of the 
host association. 

In a review of the past year at 
the Tuesday morning session, 
President Reynolds declared that 
even though the independent re- 
tail hardware store is in one of 
the most encroached upon fields it 
has “withstood this competition 
and has emerged as the leading 
distributor of hardware, being 
considered one of the most de- 
pendable and reliable outlets in 
every community.” 

Although no announcement was 
made as to the 1952 meeting place 
for the 53rd NRHA Congress, a 
discussion of changes in the by- 
laws of the organization resulted 
in a vote to consider the matter 
of rearrangement of the present 
districts of the association at next 
year’s conclave. 

The election of officers on 
Thursday afternoon saw Carl A. 
Miller, Kendallville, Ind., step 
from the vice presidency to the 
presidency of NRHA. In a brief 
address he pledged his continuing 
efforts in behalf of the hardware 
dealer in meeting his problems in 
the coming year. 

John Skolfield, Gardiner, Me., 
was elected vice president and 
E. W. Brasch, Levelland, Tex., was 
elected a member of the board of 
directors, other members being re- 
elected. A complete list of mem- 
bers of the board of governors— 
the officers, directors and advisory 
committee members—is published 
elsewhere in this issue. 

The convention was entertained 
on Monday evening by the Chevro- 
let Glee Club. Following the for- 
mal meeting a reception was 








OFFICERS of the 
NATIONAL RETAIL HARDWARE ASSOCIATION 
Elected July 12, 1951 at Detroit, Mich. 


President 
*Carl A. Miller, Kendallville, Ind. 


Vice President 
*John Skolfield, Gardiner, Me. 


Managing Director 
Rivers Peterson, Indianapolis, Ind. 


Directors 


*E, W. Brasch, Levelland, Tex. 

Carl Graeff, Dayton, Ohio 

A. B. Hill, Portsmouth, Va. 
Melvin Kraemer, Marysville, Kan. 
L. A. Luedtke, Fairmont, Minn. 
H. H. Meyer, Shawano, Wis. 

M. E. Ozee, Miami, Fla. 
Robert H. Westbrook, Riverside, Calif. 


Advisory Committee 
J. D. Reynolds, Carthage, Mo. 
W, C. Judson, Big Rapids, Mich. 
Louis L. Hill, Postville, lowa 


(*Newly elected) 








tendered President and Mrs. J. D. 
Reynolds. Tuesday afternoon, the 
time of the All Star Baseball 
Game, was also the occasion for a 
trip to the Ferry-Morse Seed Co. 
seed breeding station at Oakview. 

On Wednesday afternoon many 
conventioneers made a bus trip to 
Greenfield Village and the Edison 
Institute, Dearborn, Mich. That 
evening the annual banquet and 
floor show were presented in the 
Grand Ballroom. Unusually lively 
music during the dinner prompted 
many delegates to participate in 
an impromptu dance between the 
tables. Many state and college 
songs were played during the din- 
ner hour, with delegates from 
different sections of the country 
rising to their feet to sing of the 
glories of their states or give praise 


to their alma mater. Detroit’s for- 
mal celebration of its 250th anni- 
versary, including the unveiling of 
a huge birthday cake in Grand Cir 
cus Park, fireworks and other fes- 
tive presentations could be seen 
from the ballroom windows. 

Heading the Michigan ente- 
tainment committee were Chair- 
man and Mrs. Frederick J. Gartner, 
Wyandotte, who were assisted by: 
Mr. and Mrs. Edgar N. Kalthoff, E. 
Detroit; Mr. and Mrs. Frank J. 
Hartge, Detroit; Mr. and Mrs. 
James Edington, Detroit; Mr. and 
Mrs. William E. Buelow, Detroit; 
Mr. and Mrs. Earl Feitz, Detroit; 
Mr. and Mrs. H. Wendell Neelands, 
Clio; President and Mrs. J. Paul 
Hayden, Cassapolis; and Secretary 
and Mrs. H. W. Schumacher, Lan- 
sing. 





Washington Developments Reviewed by Noble 


The Na- 
tional Pro- 
duction Au- 
thority has 
done an able 
job in arriv- 
ing at a Con- 
trolled Mate- 
@ rials Plan, in 
a hurry, con- 
tended W. R. 
Noble, Wash- 
ington, D. C., 





W. R. NOBLE 


resident representative for NRHA, 
at the Thursday morning session. 
He told of the confusion in the 
trade because of CPR provisions 
and reported that the House Tax 
Bill, then at the hearing stage be- 
fore the Senate, had nothing in it 
providing for tax equality for co- 
operatives. He said, however, that 
the Senate’s proposals would in- 
clude such provision. 

Mr. Noble also reported that 60 
dealers attending the convention 


had already sent telegrams to their 
Congressmen urging support of 
the Herlong amendments to the 
Price Control Act which would 
prohibit inclusion of cost absorp- 
tion and profit control provisions 
in the law.. The wires had been 
sent in response to the suggestion 
of Rivers Peterson, managing di- 
rector, NRHA, at the previous 
day’s session. 

Of the Defense Production Act, 

(Continued on page 89) 
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J. D. REYNOLDS 


Hardware 
Retailing 
Today 


By J. D. REYNOLDS 
Carthage, Mo. 


Retiring NRHA President 


Despite the fact that the hard- 
ware dealer is in the most en- 
croached upon business, said Re- 
tiring NRHA President J. D. Rey- 
nolds, Carthage, Mo., in his ad- 
dress, Tuesday morning, the hard- 
ware dealer has ‘‘withstood this 
competition and has emerged as the 
leading distributor of hardware, 
being considered one of the most 
dependable and reliable merchants 
im every community. This, to me, 
is a very enviable position for the 
hardware man.” 

In a review of various associa- 
tion activities he also told of some 
of the meetings he had attended 
while in office. Of a luncheon, 
May 1, he and other hardware trade 
association officials attended, he 
commented on a talk by Edward 
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In his president’s address Mr. Reynolds urged 

all to get down to earth and work. Warned that 

hardware dealers trying to plan their activities 

will find little help from “the confusion among 
the bureaucrats.”’ 


Phelps, assistant director of price 
stabilization, of whom he said, 
“During his discourse, he admitted 
the controls were complicated and 
that they would be made more 
workable, stating that they did not 
wish to work any undue hardships 
on any merchant, or organization. 

“When asked by our managing 
director about whether the hard- 
ware retailers had been _inter- 
viewed as to their views, he admit- 
ted publicly that information had 
been sent, but erroneous, that the 
hardware trade had been inter- 
viewed and this was to be corrected 
by sending letters to all Congress- 
men rescinding the previous infor- 
mation. He also stated that Thurs- 
day of this week a committee of 
hardware retailers had been in- 
vited to meet with their hard lines 
division. 


Hardware Committee 


“Mr. L. A. Ferguson as chairman 
of our hardware committee, dis- 
cussed the controls and how they 
affected our dealers from A to Z. 
We were treated well and at the 
end of the eight-hour discussion, 
Mr. Ferguson gave a very good 
summary and it pleased us very 
much in that it gave us practically 
everything we desired. But when 
we asked if we could send this con- 
clusion out to our many members 
in order to stop so much work and 
worry, they stated they did not 
have the authority, but that at the 
end of another meeting in two 
weeks, they would perhaps know. 
You all know what was accom- 
plished through the efforts of 
your Hardware Association Com- 
mittee. I think they did a very ex- 
cellent job, under the circum- 
stances, and should be highly 
commended. They spent time and 
energy for yours and my cause.” 

Of government activities, Mr. 


Reynolds stated, “Washington 
seems to be all confused. Every bu- 
reaucrat operates independently, 
one selling against the other, and 
as there are many of these bureau- 
crats you can readily see why the 
confusion. No one seems to know 
anything about any other bureau- 
crat. By such confusion, it is very 
hard to get anything constructive 
accomplished. In other words, hard- 
ware dealers, trying to chart a 
course for their operations for the 
next six months or year, find little 
help from the confusion among the 
bureaucrats.” 

Declaring that we must all put 
into play every bit of common sense 
we possess, he stated that, “We all 
have large inventories, perhaps 
lacking somewhat in the critical 
items we would like to have. We 
must go back to the selling job, 
which we are capable of doing, 
selling the stock we have on hand. 
We must get our inventories in a 
balanced state. 

“The appliance departments of 
our stores are no doubt in a rather 
dilapidated condition; caused by 
overstocks in so many new outlets, 
making it necessary for their stock 
reduction to pay their obligations, 
or to make ready cash available to 
pay for new merchandise. This 
causes many wild trades and makes 
it very hard for the old fashioned 
dealers to make any money out of 
their appliance departments. 

“We, in our own store, refuse to 
enter into this phase of wild trad- 
ing as we feel our entire trade is 
entitled to fair treatment, no mat- 
ter when they purchase from us 
with no favors to the few based on 
conditions at the time of purchase. 

“The hardware man of today is 
an experienced specialist. He can 
serve the buying public the best 
and thereby has an advantage to 
maintain. We must all get down to 
earth and work.” 
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New NRHA President 











Carl A. Miller— 


A Hardwareman With a 
Versatile Background 


Among the leading citizens of 
Kendallville, Ind., is Carl A. Miller 
who was elected as the National 
Retail Hardware _ Association’s 
president at its 52nd annual Con- 
gress at the Hotel Statler, Detroit, 
Mich., July 9-12. Highly civic mind- 
ed, he has long been active in nu- 
merous organizations operated for 
the benefit of his community and 
has also served his country in the 
U.S. Army and as a government 
statistician in the nation’s capital. 

Born in Archbold, Ohio, June 14, 
1897, he lived in the Buckeye state 
until his father moved the family 
to Kendallville, Ind., while Carl was 
in his freshman year in high 
school. Since that time he has 
looked to the Hoosier state as his 
home. Following his graduation 
from high school, a friend sent him 
to a school for morticians, . but 
upon completion of the course he 
concluded that he did not care for 
undertaking as a means of liveli- 
hood. 

Soon after our entry into World 





War I he moved to Washington, 
D. C., where he entered government 
service in a statistical unit with su- 
pervision over 10 men. During his 
Washington days he married a for- 
mer classmate from Kendallville. 
Shortly after his marriage he en- 
tered the United States Army. 
Upon his honorable discharge from 
the armed forces he returned to 
Kendallville and has since con- 
tinued to live in that town. 

In 1919 Mr. Miller took charge 
of the Kendallville hardware store 
purchased by his father and con- 
tinued managing it until his 
father’s retirement in 1925. For 
the next two years he operated his 
own plumbing, heating and sheet 
metal business in Kendallville, but 
his interest in the hardware busi- 
ness was a strong one. He acquired 
a hardware business in a small 
town, near Kendallville, in 1927 and 
moved the stock and fixtures of the 
store to Kendallville consolidating 
his hardware acquisition with his 
plumbing business. Not long after 





Mr. and Mrs. Carl A. Miller. 


he moved his fixtures and stocks to 
the building at 203 S. Main St., 
Kendallville, presently. oceupied. by 
his store. Successful operation in 
the new quarters soon permitted 
Mr. Miller to acquire the property. 

Several years ago Mr. Miller be- 
came sole owner of The Miller- 
Lynch Co., continuing operation 
under that name. Today Mr. Lynch, 
his former partner, continues ac- 
tive in that business, being em- 
ployed by Mr. Miller to head the 
plumbing and heating department. 
The store enjoys good volume in 
general hardware lines, with paint 
its biggest producer. 

A member of the Indiana Retail 
Hardware Association since 1919, 
he was its president in 1939 and 
became a member of the NRHA 
board in 1942. He was elected vice 
president of NRHA at the Seattle, 
Wash., Congress last year. 

Mr. Miller’s present store and 
shop staff numbers 10 men and 
women, two of whom have been 

(Continued on page 90) 


The Millers in the 
doorway of the 
home they built and 
into which they 
moved last April |. 
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A Panel Discussion of 





Store Management Problems 








Hardware Clinic 


The Tuesday morning session 
was highlighted by a session of the 
famous Twin Cities Merchandising 
Clinic which, since its inception in 
1947, has earned an enviable repu- 
tation for putting its finger on cur- 
rent merchandising problem solu- 
tions. The clinic has been conducted 
in various cities more than 100 
times since its organization. The 
panel at this session included one 
non-hardware man, P. B. Juster, an 
outstanding clothing merchandiser 
from Minneapolis. 

The panel emphasized the need 
for continuous promotion by hard- 
ware stores to maintain and build 
sales volume. It was especially 
stressed that advertising should be 
considered as an investment, not 
just an expense, because a consist- 
ent advertising program builds 
sales for tomorrow as well at today. 

Customers’ memories are short, 
the panel members agreed and this, 
combined with the fact that there 
is a continuous turnover in people 
in a neighborhood demands that a 
dealer’s advertising program be 
consistent, preferably on a year 
around basis. 

It was generally felt that the 
average store does not do enough 
advertising. 

Laying out a definite budget was 
suggested, with the advice that if 
sales increased, then this budget 
should be increased, rather than 
reduced. It is false economy to see 
how much you can “save” from an 
advertising budget, the panel mem- 
bers felt. One panel member advo- 
cated spending 4 pct for advertis- 
ing, while another suggested that 
3 pet be considered the minimum. 

The need for planning in adver- 
tising was also stressed. This plan- 
ning in advance for special promo- 


70 


tions, seasonal events, etc., enabled 
a dealer to obtain the maximum 
from his advertising dollar. 

Planning of'an advertising cam- 
paign well in advance also permits 
tying in window trim, interior dis- 
plays, etc. 

A strong plea was made for clean 
stores and neat appearing, cour- 
teous sales help. It was pointed out 
that the most modern stores in this 
country are completely robbed of 
effectiveness if. the sales help are 
not also. neat. It is a proven fact, 
panel members agreed, that a neat, 
clean, attractive store is an im- 
portant sales builder. One panel ex- 
pert recommended the use of special 


were said to be very effective at 
such meetings. The question of 
whether or not to pay for attending 
these meetings is something that 
each store must decide for itself. 
But, as one panel: member put it, 
since such training is just as valu- 
able to the saleshelp as to the store, 
he would think that most worth- 
while sales clerks would feel it 
worthwhile to attend these meet- 
ings without pay. 

The first approach to a cus- 
tomer is of utmost importance in 
retail selling. Have a smile, show 
friendliness and remember it is in 
the first few seconds that you sel 
a customer, said one member. An- 





Panel Members 





Moderator: Fred Rockwell, Our Own Hardware Co. 
Willis G. Moulton, Farwell, Ozmun, Kirk & Co. 
R. M. Fleming, Janney, Semple, Hill & Co. 
York Langton, Coast-to-Coast Stores. 
P. B. Juster, Juster Bros. 








shirts withthe sales clerk’s name 
over the pocket. 

The importance of sales person- 
nel is generally overlooked. An ef- 
fective approach, backed up with 
adequate product knowledge, is the 
key to successful selling, the dealers 
were told. Store meetings are an 
important part of any sales train- 
ing program, one panel member 
said. He suggested that such meet- 
ings be held once a week, in the 
evening, with individual program 
responsibilities being assigned to 
various salesclerks in _ rotation. 
Sales demonstrations by manufac- 
turers’ or wholesalers’ salesmen 


other member of the panel stressed 
the importance of knowing names 
of customers as a means of build- 
ing and holding goodwill for a firm 
and for the salesperson. 

The military draft is posing new 
problems in obtaining good sales 
help and this in turn makes it very 
important that dealers be on the 
alert to prevent discourtesy from 
appearing among his clerks. 

One panel member said he 
thought it better to hire a local per- 
son and train him than to hire an 
experienced man from another com- 
munity. People from farms make 
the best salesmen, it was said, 
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partly because they are usually 
more familiar with hardware mer- 
chandise. Colleges and high schools 
were suggested as good sources for 
retail store personnel. 

Where part time sales clerks are 
needed, housewives were suggested 
as an especially good source. On 
the subject on women saleshelp, one 
panel members said that today it is 
a good idea to have at least one 
woman salesperson in every store. 

Discussing self-service and its 
effect on saleshelp needs, one of 
the experts said that he felt that in 
the average store probably 30 to 50 
pet would be the greatest amount 
of self-service volume that could be 





of the employees regular pay scale. 

Encourage suggestions as_ to 
store operations from your em- 
ployees and be sure others in the 
staff know whose ideas are being 
carried out. 

Extreme caution was urged in 
building up inventory at any time, 
since profits are realized on turn- 
over, not on speculation. It was 
generally agreed that the average 
hardware store is not sufficiently 
conscious of the importance of 
turnover. Commenting on the sup- 
ply question, one panel member ex- 
pressed the thought that dealers 
would find it to their advantage to 
concentrate their purchases with as 


NRHA Congress 





be good policy to mark down by 25 
pet any item that was in inventory 
for 6 months and continue marking 
it down 25 pct every six months. 

It is a good idea to shop your 
competition and know what it is 
doing, it was agreed, but don’t over 
do it. Running a store takes up all 
the time a man can give it and if 
you spend too much time shopping 
your competition, your own busi- 
ness will suffer. 

The need for a sound, definite 
credit policy was listed as one of 
big needs of the average hardware 


Retiring President J. D. Reynolds was made an Honorary Commodore of the Minneapolis Aquatennial, presentation being made 
by Willis A. Moulton, Farwell, Ozmun, Kirk & Co. Looking on are other members of the Twin Cities Merchandising Clinic, 
who participated in the panel discussion. Left to right: P. B. Juster, R. M. Fleming, Mr. Moulton, Mr. Reynolds, Fred Rockwell 
and York Langton. 


developed and that there would al- 
ways remain the need for well 
trained salesmen with good product 
knowledge, since many items do not 
lend themselves to self-service mer- 
chandising. 

Vacations were said to be an es- 
sential to any well organized em- 
ployee program. It was the consen- 
sus that one week with pay for one 
year’s service and two weeks for 
two or more years was a reasonable 
schedule. Sick allowances at the 
rate of a half day per month were 
said to be an average rate. One 
panel member reported of a store 
that held its first employee picnic 
recently and found it to be one of 
the best employee relation activi- 
ties it ever undertook in the way 
of improving morale. 

Touching on hospitalization and 
other benefits, it was emphasized 
that such additional benefits should 
be treated very definitely as part 
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few wholesale sources as practical, 
since they can then expect more 
consideration when they have prob- 
lems. This discussion led to the 
point that dealers are expecting 
more assistance from their whole- 
salers in doing a better merchan- 
dising job, and that wholesalers in 
turn are attempting to develop 
ways and means of being of greater 
help to the dealer. One wholesaler, 
it was said, has recently established 
the policy of requiring all of its 
new salesmen to take a specialized 
course in retail selling before being 
put on the road. A dealer should 
encourage such efforts on the part 
of wholesalers, but should concen- 
trate his purchases with a mini- 
mum number of sources. 

Going back to inventories, one 
panel expert stated as his opinion 
that heavy inventories have killed 
more stores than any other single 
factor. He suggested that it would 


store. Credit, properly used, can 
enhance the volume of any store, 
but impreperly used can eat up all 
a store’s profits, it was said. Giving 
unusual time to credit accounts is 
the same thing as cutting a price, 
one member of the panel pointed 
out. Thus a credit policy should be 
well understood by customers and 
should be adhered to by the store. 

In a summarization of the panel 
discussion, it was pointed out that 
every business is a selling business 
and retailers, especially, must con- 
centrate on becoming better sales- 
men. While we are still, to a degree, 
in a sellers’ market, we are defin- 
itely going back into a buyers’ 
market where salesmanship will be 
of the utmost importance in main- 
taining profits. In short, the panel 
said, a successful dealer is one who 
knows his business, is enthusiastic 
about it and is willing to serve the 
consuming public. 











A Panel Discussion | 





Sales Promotion Clinic 


The necessity for year ’round 
sales promotion of all types was em- 
phasized by members of the Sales 
Promotion Clinic, Wednesday 
morning, which was the first of two 
dealer panel programs. A continu- 
ing promotion program is neces- 
sary because one-third of the pres- 
ent families were founded in the 
past 10 years and they must be 
constantly remineded of your 
store, its wares and services. It is 
also needed because 85 pct of the 
people going to live on farms leave 
them within three years thus mak- 
ing it mandatory for the rural area 
store to be able to constantly at- 
tract new residents to its show- 
room. 

Advertising, it was agreed, 
should be closely tied to window and 
store displays. Wherever practical 
the featuring of a special at a low 
price should be accompanied by 
something on which there is good 
profit. 

An unusual form of low cost ad- 
vertising was shown by one panel 
member who has had penny post 
cards printed for various members 
of his staff to use in contacting 
their customers. These cards have 
a cut of the salesman as well as 
his name and space for a personal 
message. 

Several panel members empha- 
sized that if you have things people 
want to buy, at the price they want 
to pay, and at the time they want 
them, such customers will also pur- 
chase other goods they did not visit 
your store to buy. 

When offering bargains in a spe- 
cial sales campaign make certain 
your entire sales staff knows what 
the items are, suggested one panel 
member. And when you show a 
customer a special be sure he also 
sees a better quality item of the 
same type. Along this line the same 
dealer told of selling over 400 gal- 
lons of quality paint at a time he 
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Panel Members 


Service 





Moderator: W. J. Sheely, NRHA Merchandising and Management 


Charles L. Couger, Bainbridge, Ind. 
L. V. Huggins, Chapel Hill, N. C. 
Edgar N. Kalthoff, E. Detroit, Mich. 
R. M. Selkirk, Cobleskill, N. Y. 








offered another less expensive 
grade in his advertising. Large 
displays were advocated when a 
special is featured in advertising 
and dealers were urged not to use 
only shelf warmers for specials. 
Instead they should offer some- 
thing sparkling and new. 

Another panel member suggested 
that when a large chain store in 
a rural area offers a special that is 
the time for the smaller dealer to 
change his price immediately to a 
slightly lower figure. When the spe- 
cial has been withdrawn, by the 
chain, the independent’ dealer 
should then raise his price to his 
normal markup. 

Dealers were urged to plan pro- 
motions as far as 60 days ahead 
and to remember not to confine 
their advertising, in such instances, 
to bargain offers. Where possible 
it is desirable to use promotions 
in advance of the actual season. 
Keep prices in line with your com- 


Panel members in 
action here are 
C. L. Couger, R. M. 
Selkirk and W. J. 
Sheely. 





petition and let your customers 
know your prices are right. 

There was a variance reported 
as to the frequency of advertising 
by panel members and others par- 
ticipating in the discussions from 
the floor. One panel member uses 
advertising each day in a local 
paper in his rural area with som: 
insertions in the classified section 
and others in the display columns. 
Some merchants said that they 
spread their classified ads in differ- 
ent parts of those pages and others 
expressed a preference for a solid 
lineup, in a single section, of all 
of their offerings. 

A panel member, whose ads usu- 
ally feature merchandise, occasion- 
ally uses part of his larger ads to 
salute or honor a local citizen. In 
such ads the honored person’s pic- 
ture is used in a portion of the ad 
together with brief comments. The 
balance of such ads is used strictly 
to advertise merchandise. 
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A careful watch of inventories 
was suggested by the panel 
which conducted the Manage- 
ment Clinic at the Thursday 
morning session, with one mem- 
ber stating that his concern or- 
ders only a 30 day supply of any 
item. Another stated that by 
concentrating purchases with a 
very few wholesale sources, in- 
ventory will be no great problem 
as your wholesalers will take 
care of you on needed merchan- 
dise. Being sales minded at all 
times is one good way to cure 
your inventory problems. 

It was generally agreed that 
borrowing money from a bank to 
take advantage of discounts is 
justified. One member said that 
his concern found it desirable to 
borrow money in order to finance 
installment paper carried by the 
firm. The latter told of charg- 
ing one-half of one per cent per 
month—or 6 pct a year—on 
sales financed by his company. 

Dealers were urged to check 
receivables regularly, one mem- 
ber saying that he puts a red 
tab on all account cards that are 
due over 30 days for a follow up. 
A most successful collection 
method is to phone the customer. 
One of the best ways to over- 
come the problem of reposses- 
sions is to be careful at the time 
of sale for if you get a substan- 
tial down payment you do not 
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have a high repossession rate. 

Several phases of expense con- 
trol were discussed, with one 
merchant saying that the only 
way to keep going ahead is to 
seek for continuing greater sales 
volume while watching for every 
possible way to decrease ex- 
penses. Cutting down on dona- 
tions and use of part time help 
were other ideas advanced. An- 
other dealer reported that he 
has long had a sales incentive 
plan under which a salesman’s 
cost of selling is geared to his 
earnings with the man operating 
at low cost being granted a bet- 
ter salary. 

It was generally agreed that 
some form of expense control 
system is a vital need. 

One dealer reported that a 75- 
year-old salesman in his store, 
regularly assigned to inside sell- 
ing, makes it a practice to go 


Panel members 
Glendon Hackney, 
S. V. Kubly and 


W. Sweetnam. 


WILBUR SWEETNI 


out when things are quiet to 
seek more business in a variety 
of lines offered. To keep your 
expenses down be sure to com- 
pare monthly figures with the 
same month of the previous year 
and the month immediately pre- 
ceding that which you are check- 
ing. Another panel member 
reported that on all major ap- 
pliance sales in his company a 
one per cent commission is 
given. Under this plan, sales- 
men in departments other than 
the appliance section make out- 
side calls on their own time and 
are also pérmitted to sell in the 
appliance department. 

It was agreed that instalment 
selling is a good business aid if 
caution is exercised. . 

Although rent costs are im- 
portant, store location is an even 
more vital factor, it was gener- 
ally agreed, one dealer reporting 
that he had moved his store lo- 
cation three times before finding 
one that had the traffic he 
needed. It was a former garage 
which he altered and improved 
to meet the needs of his busi- 
ness. He pointed out that even 
if you are in an area attracting 
good pedestrian and automotive 
traffic this will not necessarily 
solve the problem of getting peo- 
ple into the store. You must 
also operate the kind of a store 
people want to patronize. 
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point is that this declining level of 
housing starts in recent months 
means a reduction in completions 
in the months ahead. This, in turn, 
means a smaller volume of sales to 
equip new homes. The housing sit- 
uation is an unfavorable one in the 
hardware picture. 


Available Supplies 


The supply outlook is  influ- 
enced by two factors: the level of 
inventories and new production. 
Current data for inventories are 
not published for hardware stores 
alone, but they are available for 
building materials and hardware 
stores combined. These inventories 
have risen to record levels in 1951, 
as the following shows: April, 
1950, $1,939,000,000; April, 1951, 
$2,693,000,000, a rise of 39 pct. 

In April, the total was 39 pct 
higher than a year earlier. Since 
prices have risen substantially less 
than this proportion, a significant 
increase in real inventories is in- 
dicated. During the same period, 
sales of these stores rose 20 pct so 
that the inventory-sales ratio is 
considerably less favorable than a 
year ago. At the same time, bank 
credit is being tightened so that 
these inventories are creating fi- 
nancial problems. This combination 
of developments is creating pres- 
sure for special sales. As I have 
stated to hardware men many times 
in the past, it is not your job to 
speculate in inventories. 

However, these large inventories 
should not create difficulties as 
great as in the past. They have ac- 
cumulated at a time when new 
production is destined to be cur- 
tailed. In fact, it was the anticipa- 
tion of this curtailment that 
accounted in large part for the ac- 
cumulation of inventories. As the 
armament program expands, less 
metal will be available to produce 
hardware supplies although NPA 
has indicated that allocations will 
be given to builders’ hardware, 
hand and garden tools, and farm 
equipment. Reductions in appliance 
production already have developed. 
Thus, production of television re- 
ceivers was cut from 175,000 units 
in March to an estimated 80,000 in 
May. Refrigerator output in April 
was 25 pct below the March level. 
Somewhat smaller reductions have 
taken place for other products. 
However, the real pinch is ahead. 
Up to this point, the armament 
program has been in the tooling up 
stage; it is headed now for the 
Mass production stage. The latter 
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stage eats up metals in huge quan- 
tities. The combination of large in- 
ventories and decreasing produc- 
tion should mean ample supplies to 
meet hardware store sales needs 
for the balance of 1951, although 
some areas of shortage may devel- 
op around the end of the year. 


Inflation Problems 


For the past several months, 
wholesale prices have been rela- 
tively stable and some modest de- 


clines have taken place. However, ’ 


sensitive raw material prices have 
declined almost 15 pct from the 
peaks reached earlier this year. 
Temporarily, at least, all is quiet on 
the inflation front. However, ad- 
ministration leaders have been 
warning that this is the calm be- 
fore the storm. During the fiscal 
year which ended June 30, 1951, 
the federal government had a budg- 
etary surplus of $3.5 billion. This 
favorable development reflected the 
combination of higher revenues, 
which resulted from higher in- 
comes and the increase in taxes, 
and the lag in defense spending 
while some types of non-defense 
spending actually decreased. In the 
months ahead, as the armament 
program expands, federal budget- 
ary deficits will develop. Since such 
deficits provide a fundamental 
source of inflationary pressure, a 
renewal of such pressures is prob- 
able later this year or in 1952. It 
would be extremely unwise to as- 
sume that the events of the past 
few weeks mean that the inflation 
threat has been eliminated. The 
magnitude of the problem will be 
determined by our actions in rais- 
ing taxes and by the types of taxes 
we try to collect. A Korean truce 
probably will mean a smaller in- 
crease in taxes and one that will 
fall short of our fiscal requirements. 





The Korean war is but one phase 
of a world-wide challenge to our 
way of life. Under its impact, we 
have had a sharp expansion in our 
defense program. Certainly, a much 


larger increase than Congress 
would have been willing to approve 
in the absence of such an armed 
conflict. The psychological impact 
of peace in Korea could be very sig- 
nificant—temporarily. Many con- 
sumers and business firms acquired 
excessive inventories because of 
the fear of shortages that would at- 
tend an all-out war, if it developed. 
Peace in Korea will mean that 
both groups will buy less and will 
try to work off their inventories. 
This will mean fewer new orders 
by business firms. The critical ques- 
tion is how well will this cutback 
in buying mesh in with the expand- 
ing armament program? The tool- 
ing up stage is so far advanced that 
I believe they will mesh together 
fairly well. The volume of conver- 
sion unemployment should be small 
and of short duration. Neverthe- 
less, a moderate inventory recession 
over the next few months would 
be one probable result of a truce. 
What will be the impact on gov- 
ernment spending? War output will 
continue to expand. However, pres- 
sure will probably develop to 
spread out production over a longer 
period of time. Prior to the inter- 
vention of the Chinese Reds last 
November, our program was much 
more modest than at the present 
time. In the absence of any new 
war scare, it will be difficult to ex- 
pand output above the scheduled 
levels. Under these conditions, after 
the appropriations are used up, it 
will be more difficult to maintain 
the projected rate of spending. 
What will be the impact on gov- 
ernment controls? It is probable 
(Continued on page 89) 
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Where Is All the Steel Going Today? 


By WALTER FLOTO 


Manager—Merchant Products, 
American Steel & Wire Co. 


Despite the steel industry’s increased produc- 
tion, which matches overall industrial produc- 
tion rises, the sharp increase in defense require- 
ments has greatly reduced civilian goods use of 
steel, says Mr. Floto. Decrease from 4 1/3 mil- 
lion tons in June, 1950, to 314 million tons in 
April, 1951, for civilian purposes, however, 
was not as great proportionately as it will 





WALTER FLOTO 


I suppose the only reason a steel 
man is invited to address an audi- 
ence these days is because those 
present are interested in what is 
going on in terms of steel distribu- 
tion. It is an important subject and 
a particularly timely one today. 

The outlook for steel in the event 
of a Korean truce is contingent 
upon the need for steel and other 
vital materials required to fulfill 
government contracts. All of us 
realize that the effort we must make 
and are making to prepare our- 
selves and our allies against future 
aggressions will continue. We know 
that this effort entails many sacri- 
fices; however, we still hope that 
those sacrifices will not touch our 
personal pocketbooks. 

On every side you hear reports 
of record-breaking steel produc- 
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tion—and on every side, at the 
same time, you hear complaints of 
shortages. So it is quite natural 
that a great many industrialists 
and distributors like yourselves 
should be asking, “Where is all the 
steel going today?” 

Let me put my finger on the key 
to the situation immediately and 
say, forthrightly, that the real 
cause of our mutual discomfort is 
that the people of this country want 
to eat their cake and have it, too. 
We, you and I and all of us, want 
to build up our military resources 
to the point where we need not fear 
any aggressor nation, but at the 
same time we want a lot more but- 
ter, as well as some jam, on our 
daily bread. 


Getting Down to Facts 


Now that somewhat brutally 
frank statement in itself needs ex- 
planation. Let’s get down to the 
facts in the case. 

The outbreak of overt Com- 
munist aggression in Korea on 
June 25, 1950, transformed the 
tone and tempo of American eco- 
nomic life. The first half of 1950 had 
had been a period of energetic re- 
covery from the mild recession of 
1949. By mid-year, the production 
of goods and services had reached 
a new peacetime high and employ- 





ment was nearing a record peak— 
a convincing demonstration of the 
recuperative vitality of a competi- 
tive enterprise economy. This re- 
covery, like the recession precedin? 
it, also had its counterpart abroad, 
particularly in Western Europe. 

But after the start of the Korean 
incident there was a _ complete 
change in the setting. This country, 
and its allies, faced a clear neces- 
sity to re-arm. For the indefinite 
future, it appeared, the western 
nations must be prepared at the 
least for sporadic hostilities, and 
at the worst for the speedy mobiliz- 
ation to meet the challenge of total 
war. Thus, from July onward, the 
dominant economic problem in the 
United States became one of wedg- 
ing an expanded military program 
into a productive machine already 
operating at practically full ca- 
pacity. 

So, with simple faith that to- 
morrow’s problems somehow, we 
go forward, making almost super- 
human efforts to produce guns and 
butter simultaneously—and both in 
such huge quantities that sheer 
volume alone may be expected to 
provide the solution to all our diffi- 
culties. We are turning out riflles 
and cannon and tanks and ammuni- 
tion for the Army as fast as we 
are currently able—and, at the 
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same time, pouring out huge quan- 
tities of automobiles and refrigera- 
tors and kitchen stoves and coffee 
percolators. We are building new 
military planes and guided missiles 
with unflagging energy —and, at 
the same time, erecting new houses, 
new commercial and institutional 
buildings and building new arterial 
highways galore. We are making 
strenuous efforts to improve our 
logistics facilities primarily to 
make adequate transportation 
equipment available to the military 
if, when and as they should need 
it—and at the same time expanding 
the output of electrical equipment, 
chemical process equipment, ma- 
chine tools, materials handling 
equipment, television sets and 
nylon stockings. 

Don’t misunderstand me. I’m 
not debating the propriety of these 
things. I’m not arguing the whys 
and wherefores of guns versus but- 
ter, or of guns and butter. I’m 
merely saying this is what we are 
doing today, and seemingly, this is 
what we want to continue doing, 
under the philosophy of a high 
employment level economy. 

Under such circumstances and 
with such desires, it is perhaps 
only natura] to find industry in 
general bursting at the seams in 
some spots and lacking nutriment 
in others. Indeed, it is a bit of a 
surprise to our industrial friends 
in other lands to watch us go 
through a period like this without 
wholesale derangements in our 
economy. Actually, the truth is 
that less than 5 pet of American 
industry’s productive capacity is 
suffering any serious difficulties in 
continuing to make and sell goods. 
Many of the goods made and sold 
are quite different than would be 
produced normally, but so com- 
petent are American industrialists 
in the matter of accommodating 
themselves to changing needs, that 
very few of them indeed are finding 
it impossible to fit themselves and 
their enterprises into the new 
scheme of things. 


Business Is Adaptable 


A dress manufacturer, for ex- 
ample, finds in military uniforms 
a new outlet for his energies; an 
automotive parts manufacturer 
takes on a sub-contract for tank 
parts; a structural fabricator be- 
gins to make Bailey bridges; an 
electrical appliance manufacturer 
gets a new lease on life making 
electronic equipment; a typewriter 
manufacturer plunges into the 
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making of component parts for 
artillery ammunition; a pressed 
metal jobbing shop sub-contracts 
the making of parts for military 
planes. The point I would make 
here is simply that most American 
business men are adaptable. If 
they find the going tough for the 
time in one direction, they veer off 
temporarily in another. And that 
is one of the reasons why American 
industry will always survive. 

So much for the broad _ back- 
ground. Now let’s get down spe- 
cifically to the problem of steel. I 
should like to make a brief com- 
parison for you of two months in 
the recent history of the steel in- 
dustry; June, 1950, as a typical 
period immediateley pre-Korea, and 
April, 1951, as a period typical of 
today’s situation. Both periods are 
fairly similar with respect to num- 
ber of working days, climatic con- 
ditions and other matters affecting 
operating characteristics. 

In June, 1950, the American steel 
industry produced a little over 8 
million tons of ingots, roughly 
equivalent to 5,850,000 tons of steel 
products. In April, 1951, the ingot 
tonnage was approximately 9 mil- 
lion ingot tons, roughly equivalent 
to 6,570,000 product tons. Two fac- 
tors explain the increase; a small 
increase in effective operating ca- 
pacity, and a higher operating rate 
for that effective capacity. 


Where Does Steel Go? 


In that 10-month period, then, 
ingot tonnage increased by 1 mil- 
lion tons and steel product tonnage 
by some 720,000 tons. And the 
question is, “Where did it go, and 
why did not the increase relieve the 
situation?” 

To answer that question intelli- 
gently we’ve got to look at the 
over-all economic situation with re- 
spect to steel use in both the 
months selected for comparison. 
The Federal Reserve Board Index 
of Industrial product for June, 
1950, stood at 199. (That means 
199 pct of the average for the 
years 1935-1939.) Preliminary esti- 
mates for April, 1951, will probably 
be in the neighborhood of 224—an 
increase of 25 percentage points 
over June. Or, stating this in a 
simpler way, the industrial produc- 
tion was somewhat more than one- 
eighth greater in April, 1951, than 
it was in June, 1950. 

Now, if you will let your mem- 
ories drift back for a moment to 
June of last year, you will re- 


member that, industrially speaking, 
this country was going great guns. 
Automotive production was hitting 
better than an 8 million unit per 
year rate, all sorts of consumer 
durable goods like refrigerators 
and other household appliances 
were pouring out of the factories 
in rivers. Building construction 
was moving remarkably rapidly, oil 
and gas pipe line construction was 
huge, industrial plant and equip- 
ment construction was rolling in 
high gear, railroads were strug- 
gling to get freight cars and Diesel 
locomotives and to rehabilitate 
their trackage, and other phases 
of industrial activity were at prac- 
tically floodstage also. 


Defense Needs Increase 


Take this picture of rampant 
energy from your memory, and add 





L. V. Huggins, Chapel Hill, N. C.., 

president, Hardware Association 

of the Carolinas, entertained with 
his musical saw. 


to it another 12% pct, or a one- 
eighth increase, and you will have 
a rough idea of what April, 1951, 
included. Then take the increase in 
steel production of 720,000 product 
tons from June to April and match 
it against the increase in industrial 
activity. This increase in steel out- 
put was exactly the same—12'% pct 
or one-eighth. 

So, on the face of things we 
should be able to say that the 
situation with regard to the supply 
of steel was no different in April, 
1951, than it was in June, 1950; 
for the increase in steel production 
exactly matched the increase in 
industrial activity, and the distri- 
bution of all the steel produced this 
year ought to match the distribu- 
tion of last year. 

But it doesn’t. Where’s_ the 
catch? Simply this: In June, 1950, 
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we had no Korean incident; in 
April, 1951, we had an N.P.A. in 
Washington allocating practically 
50 pet of our total steel output to 
certain very important uses either 
direcly or indirectly related to de- 
fense needs. 

We all realize, of course, that the 
needs for which such steel alloca- 
tion or set-asides are being made 
are not all new. Right along some 
steel has been going into direct 
military needs, such as for guns, 
tanks, ammunition, airplanes and 
so on. Some steel has been going 
for projects of the Atomic Energy 
Commission, for railroad freight 
cars, for pipe lines and for other 
uses now definitely designated as 
“programs.” And more steel has 
been distributed continuously 
through jobbing warehouses, and 
used for maintenance, repairs, and 
operations purposes. Take all the 
government directed tonnage and 
compare it with the volume of steel 
distributed in June, 1950, for sim- 
ilar purposes but without direc- 
tives, and we find a striking com- 
parison. To somewhat oversimplify 
the description in order to make 
the comparison clear, let’s call all 
these present priorities and their 
pre-Korea corresponding categories 
Defense, and everything else Ci- 
vilian. 

Then what we shall call Defense 
in June, 1950, amounted to about 
14% million tons of steel products, 
or some 25 pct of the total produc- 
tion of that month, while in April, 
1951, it amounted to about 314 mil- 


lion tons, or almost 50 pct of the 
total production. 

Thus, as you will see from these 
rough figures, the civilian take has 
already decreased from about 44 
million tons, or 75 pet of the pro- 
duction in June last year, to some 
8% million tons, or 50 pet of the 
production in April this year. The 
loss as you can see, is well over one 
million product tons per month, and 
will increase as the months go by. 

You will understand that this 
comparison is extremely rough, for 
many of the N.P.A. directed ton- 
nages cover today a great deal of 
what would normally be termed 
civilian activities—for example, 
steel shipping containers, oil field 
equipment, farm implements, ship 
repairs, etc., as well as the cate- 
gories of warehouse and converter 
tonnages. Likewise it is extremely 
difficult to get accurate figures on 
past and present usage in each of 
the various directed categories. 
However, the rounded data I have 
just given you are approximately 
correct, and will serve as a means 
of comparison between immediately 
pre-Korea and today. 


Compares 1951 and 1950 


At this point, then, let me sum- 
marize the outlines of the situation, 
as between June, 1950, and April, 
1951: 

1. Industrial activity and steel 
production both increased one- 
eighth. 

2. The steel distributed under 
N.P.A. direction in the month of 


May of this year exceeded 50 pet 
of production, at least as far as 
United States Steel is concerned, 
as compared with corresponding 
undirected usages pre-Korea of 
25 pet. 

3. The steel available for all 
other uses today, including in- 
creased production, is actually over 
one million tons a month less than 
pre-Korea. 

4. But in April, 1951, the civilian 
economy was still at practically the 
same level of activity as in June, 
1950. In other words, we made 
practically the same amount of 
butter in both periods, but in the 
latter period we had added D.O.’s 
and related programs accounting 
for double the amount of steel used 
in corresponding categories last 
year. 

This then is the broad over-all 
picture. It emphasizes one of the 
major difficulties inherent in eating 
your cake and having it, too. I 
have dwelt upon it at length only 
because it is necessary if you are 
to understand the problem we face. 

Now what about the future? 
Well, the picture is far from clear, 
yet certain facts do stand out. 


Military Needs Expand 


First of all, there seems to be 
no question but that direct military 
demand for steel will continue to 
grow, even if there should be an 
end to military action in Korea, as 
facilities for making guns, ammu- 
nition, tanks, planes, and other ma- 

(Continued on page 90) 





Resolutions Adopted by the 52nd NRHA Congress 


DEFENSE — Favored keeping 
in constant 


all facilities 
readiness to produce the 


best in war materials for 


defense but without un- 
necessary waste or stock 
piling, especially in obso- 
lete or obsolescent tools of 
defense. 


CONTROLS — Protested  un- 
necessary controls and 
restrictions on manufac- 
turing, distribution and 
pricing. Suggested discon- 
tinuance of the present 
controls plan when pres- 
ent extension of controls 
law expires. Urged that if 
present controls remain, 
the agencies and adminis- 
trators directing them be 
required to confer with 
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representatives of  busi- 
nesses affected. Asked that 
regulations issued or con- 
tinued in force be as sim- 
ple and understandable as 
possible. 


GOVERNMENT EXPENDI- 
TURES—Urged reduction 
of government expendi- 
tures, with elimination of 
unnecessary or _ overlap- 
ping bureaus and careful 
examination of appropria- 
tions for them. 


TAX EQUALITY—Asked inclu- 
sion of cooperatives under 
all tax laws, and inclusion 
of cooperatives’ dividends 
under the proposed with- 
holding provision for In- 
come Tax purposes. 


FAIR TRADE—Thanked manu- 
facturers who had en- 
forced their Fair Trade 
price agreements. Pledged 
cooperation with the 
American Fair Trade 
Council toward amend- 
‘ment of Fair Trade Laws 
to “cure the defect in the 
current laws shown by the 
recent Supreme Court de- 
cision.” 


TRADE RELATIONS— 
Thanked manufacturers 
and wholesalers for con- 
tributions to the irha 
advertising program. Ex- 
pressed thanks to manu- 
facturers and wholesalers 
who have helped associa- 
tion in effort to obtain 
taxation of cooperatives. 
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Who Believes in 
Private Enterprise? 





HERBERT R. DUSENDORF 


To me, private enterprise means 
“personal profit through individudl 
effort and the retention or spend- 
ing of those profits by the indi- 
viduals who rightfully earned 
them.” 

Socialism or Communism means 
“state profit through mass effort 
and the distribution of those profits 
by the men at the head of the 
state.” 

And that is the basic funda- 
mental difference between the Rus- 
sian system and the American sys- 
tem. If personal profit were to be 
restored in Russia, Communism 
would die and if personal profit is 
destroyed in America, Communism 
will take over and freedom will die. 

When the Pilgrim founders of 
this nation came to New England 
to escape persecution, they left be- 
hind them a welter of misery and 
despair and death. They were ac- 
customed to the comforts of civili- 
zation, but they feared life in 
their old countries more than they 
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NRHA Congress 





By HERBERT R. DUSENDORF 
Purchasing Agent, 
Nelson Co., 

Detroit, Mich. 


Collectivism tried here in 1623 was a failure 
and was succeeded by the free enterprise sys- 
tem, Mr. Dusendorf reminds convention. If we 
get socialism “‘it will be the last time that the 
people will have a choice as to the government 
they want.’’ He advocates teaching our chil- 
dren the true significance of the free enterprise 
system. 


feared an unknown ocean and a 
dangerous wilderness here. Al- 
though they had never heard the 
word, those people had come to 
America as Socialists. 

They had pooled their resources 
to provide transportation and, once 
here, they established a system of 
rationing out of their common prod- 
uct and storehouse that seemed, at 
the time, the best thing to do. 
Eventually, shortages, hunger and 
famine crept in, partly because of 
bad weather, partly because young 
men who were most able and fit 
for labor were reluctant to spend 
their time and strength to work for 
other men’s wives and children 
without recompense. Women 
pleaded illness, inability to work 
and the necessity of caring for 
their children, rather than do their 
share of the communal tasks; the 
strongest of the men received no 
more in supplies than he who was 
weak, not able to perform even a 
quarter as much as his strong 
neighbor could and so the food sup- 
ply fell lower and lower. 


Private Enterprise 


Finally, in 1623—Governor Brad- 
ford assigned each family a plot of 
land and gave them permission to 
raise as much corn and other crops 
as they could. The women now 
went willingly into the field, taking 
their children with them, and the 
strong men, knowing that they 


could sell what they did not need 
for their families, set to with a 
will. When the next harvest time 
arrived, blessed with good weather 
and hard work, there was plenty 
and to spare. Private enterprise 
had shown that it could succeed 
where collectivism had failed— 
and the American way of life drew 
its first breath. 

The first step in the development 
of private enterprise, the Ameri- 
can way of life was, then, the pro- 
duction and sale of foodstuffs, from 
the producer to the consumer. The 
second step was the sale of manu- 
factured and imported products. 
The cobbler, the coppersmith, the 
blacksmith who came here with the 
Pilgrims sold their handiwork di- 
rectly to the user. The importer 
who brought from -foreign lands 
the things which the crude facili- 
ties of this country could not 
manufacture, sold these imports 
“direct-to-you.” 

But civilization spread westward 
faster than new artisans could be 
trained, faster than new factories 
could be set up, faster than im- 
porters could provide their own 


distribution points. So traders, 
who bought from these various 
producers and importers loaded 


themselves up with goods of all 
kinds and traveled to the far cor- 


ners of the New World selling 

their wares. 
Then these traders developed 
79 











John Skolfield, new vice 
on his election by S. H. 


into peddlers and because the 
settlements were getting larger 
and closer together, these peddlers 
did not have to travel so far to dis- 
pose of their goods. They acquired 
buildings, opened stores and be- 
came retailers. The old general 
store came into existence because 
it was needed then as villages and 
cities grew larger and larger vari- 
ous departments outgrew the gen- 
eral store and became separate 
stores of their own, stores of all 
kinds, and they thrived and grew 
because they were needed by the 
citizens. 


Wholesaling Begins 


And then some of the store- 
keepers found that by purchasing 
in larger quantities, when trans- 
portation routes were open, they 
could buy at lower prices and by 
selling only to what had formerly 
been their retail competitors, could 
sell at a lower margin of profit, so 
they became wholesalers. The sys- 
tem of manufacturer to wholesaler 
to retailer to consumer was 
founded. That is the sole founda- 
tion of the American system of 
today. Each part of that system 
is a necessary part of it or it could 
not have lived until now. 

The basic foundation of the 
American way of life is the pro- 
duction, distribution and sale of 
consumer goods and that is the 
basic foundation of civilized prog- 
ress. Back in cavemen days or 
strictly agricultural days when 
man’s wants were few and each in- 
dividual produced everything he 
needed, there were no sales and 
there was no need for distribution. 
This applies today to those coun- 
tries which are mainly agricul- 
tural or to countries like China 
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Atkinson, Brooklyn, N. Y. 


where for centuries the people 
have lived in small, self sufficient 
bands or villages. 

It doesn’t make any difference 
what type of government a country 
has, socialistic, communistic, mon- 
archistic, democratic or republican. 
It must have, if it is to progress, 
a production point, a distribution 
point and a delivery point. It 
doesn’t matter by what name they 
are called — the fact cannot be 
escaped that there must be a 
production point, there must be 
a distribution point and there must 
be a delivery point, whether each 
point is individually, independent- 
ly owned or all three are owned by 
one head. 

The American form of govern- 
ment is not in itself responsible for 
the greatness of the American 
people. Give that credit to private 
enterprise because private enter- 
prise, born in 1623, was 153 years 
old in this country when, in 1776, 
the American form of government 
was established and private enter- 
prise was a big factor in instituting 
our form of government. Our gov- 
ernment did not create private en- 
terprise — private enterprise cre- 
ated our government. 

The high school and college stu- 
dents of today and all other young 
people of their age are the children 
who were born in the depression or 
in the immediate surrounding 
years. That generation of Amer- 
icans and every child born since 
cannot remember a single day when 
we were without a restrictive gov- 
ernment control of one type or an- 
other and they will be this nation’s 
leaders 15 to 20 years from now. 
All of their life that can be remem- 
bered by millions who have come of 
voting age in the past five years 


has been lived during a “‘hand-out” 
type of government. They do not 
know any other kind and they are 
making wages far beyond their 
wildest dreams. The majority of 
them fear any change in adminis- 
tration—they think it will bring 
hard times. Millions of these young 
Americans will no more vote for a 
change in administration than for 
a dictator or a king or than we 
would vote for a Socialist or Com- 
munist government for a welfare 
state. 

Have any of you ever talked with 
our children about capitalism and 
profit or have you assumed that 
they should be satisfied with the 
things you provide for them and 
should find out about private enter- 
prise elsewhere — perhaps from 
someone who will tell them only of 
its failings — and not of its bene- 
fits? Have you asked your high 
school or college student son or 
daughter their opinion of socialized 
medicine, of socialized housing, of 
socialized electric power? Have you 
ever asked them what they thought 
about Communism in Russia or 
Socialism in England? Ask them! 
You may be surprised. You may 
find a budding, misguided Socialist 
right in your own family! 

Have you ever told your children 
the truth about jobs; that jobs 
cannot be created by laws nor doles 
nor unemployment insurance nor 
regulations nor more-money-for- 
less-work; that jobs can be created 
only by the investment of capital, 
by the chance for profit of both the 
workman and his employer? Have 
you ever explained to them that 


there is no reason why anyone 
should start*a business — and so 
create jobs — unless tax laws and 


the attitude of workmen give him 
a good chance for a fair profit? 


Governments Spend 


Do they realize that it is out of 
the difference which a merchant 
pays for his merchandise and the 
price at which he sells it — his 
gross profit — there comes all the 
money necessary to pay the ex- 
pense of operating his business— 
plus taxes which is the only thing 
from which governmental em- 
ployees of all kinds get their in- 
comes? Are they aware of the fact 
that the only thing a government 
can give a people is what it takes 
from the people? A government 
does not produce anything. It 
merely spends what the people 
produce! 

There is probably not one farmer 
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jn the length and breadth of Amer- 
ica who. would not be insulted by 
even an intimation that he did not 
believe in the American system. 
But they believe that everybody ex- 
cept themselves makes too much 
profit. They look with suspicion on 
industry, large and small, yet they 
are perfectly willing to accept gov- 
emment subsidy for something 
they do not do from the taxes which 
industry and industry’s payrolls 
pay. 
Making Profits 


If we believe in the private en- 
terprise system, then we must 
believe in the right of everyone in 
that system to make a reasonable 
profit on what he has to sell, 
whether it’s merchandise, labor or 
services. We must believe in the 
power of competition to keep those 
profits reasonable—and unless we 
know, intimately, the problems and 
difficulties of the other fellow’s 
business, we have no more right to 
criticize his profits than he has to 
criticize ours. 

What have you men, who believe 
in private enterprise, consciously 
done in the past year to preserve 
the system which has brought us 
so much? If you have not con- 
sciously done something to help 
preserve the American system then, 
you may be sure that you have un- 
consciously done something to tear 
it down. 

Do you know that in 1933 there 
were existing and proposed 12 fed- 


erally owned, operat:d or financed 
power projects and that today, only 
18 years later, there are existing 
and proposed 700 of them? And, 
yet, do you know that the. real 
estate men and builders were not 
overly concerned about socialized 
electric power but awakened only 
when private enterprise was threat- 
ened in the building business; that 
doctors were not concerned with 
socialized electric power and so- 
cialized housing but awakened only 
when socialized medicine came in 
sight? And many of the people in 
those industries and professions 
still violate many of the principles 
of the system in which they think 
they believe and which they are 
fighting to preserve in their own 
line of endeavor! 

Did you approve or oppose the 
many measures which in the past 
17 years have constituted stride 
after stride in the march toward 
socialism? Or are you just sitting 
back, as those others have done, to 
spring into action only when some 
control which particularly affects 
you and your pocketbook comes 
into being? 


Our Last Chance 


If a majority of Americans want 
Socialism we’ll get it—but it will 
be the last time that the people 
will have a choice as to the gov- 
ernment they want. And there is 
no use swearing at the men now in 
Washington and blaming them. 





Consumer Trends Evaluated 


Don’t set your 
watch by what 
the other fellow 
is doing, said 
Dr. Arnold E. 
Schneider, 
head, Depart- 
ment of Busi- 
ness Studies, 
Western Michi- 
gan College of 
Education, Kalamazoo, Mich., in 
an address on business trends. 
Mingling humor and _ philosophy 
with some salient business sugges- 
tions, his was the concluding ad- 
dress at the final session of the 
Congress. Touching on the fallacy 
of government controls on business 
at this time, he pointed out that 
the dollar is only relative to time 
and place. Our big problem is 





A. E. SCHNEIDER 
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keeping a high level of employ- 
ment while paying off a portion of 
our huge national debt. 


Good factors to consider in ap- 
praising the future, he held, are 
that the consumer is increasing in 
numbers, enjoys higher earnings 
than before and has more leisure 
time in which he seeks to use an in- 
creasing variety of homework- 
shop tools, sporting goods and 
other good units of sale. He also 
cited the fact that 55 pct of the 
people in the United States own 
their own homes and that 21 pct 
of the population has moved to the 
suburbs, all of which leads to 
greater expenditures for home 
equipment. The’ size of the Ameri- 
can family is increasing as is its 
desire to spend money. 


New England 
Secretary Russell 
Mueller outlined 
plans for the irha 
advertising cam- 
paign at the 
Monday after- 
noon session. 





They are only doing the same thing 
management does every day—giv- 
ing the majority of their customers 
and stockholders what they want. 
And all that the major opposition 
party offers is to do the same 
things the present administration 
does, only do them better. That 
isn’t the solution. The thing to do 
is change the customers’ and stock- 
holders’ wants and the place to 
start is with ourselves. 

There is nothing wrong with big- 
ness in business unless it gets so 
big that it thinks it can ignore all 
of the fundamentals of private en- 
terprise and still preserve it. We 
cannot build anything if we keep 
destroying its very foundation. 

A total national system of fac- 
tory to consumer cannot work to 
the benefit of the consumer, 
whether owned by the government 
or by private industry. I think you 
will agree that there must be a 
manufacturing point, a distributing 
point and a delivery point, whether 
under private or public ownership. 
If the manufacturing point owns 
also the distributing point and the 
delivery point, each must pay its 
own way 4nd make a profit, but all 
of the profit generally goes to the 
manufacturing point. 


Socialism Approaches 


The quickest way to get to gov- 
ernment ownership of industry is 
for the manufacturing point to 
also own the distributing point and 
the delivery point. Then the gov- 
ernment needs only to take over 
the manufacturing point and the 
nation is socialized. It makes no 
difference whether all branches of 
the system are owned by the gov- 
ernment or by one segment of pri- 
vate industry, all except the top 
people are dependents — they are 
all employees — there is no inde- 
pendance! And where there is no 
independence, there is no freedom! 

(Continued on page 86) 
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This is the fifth of a series 
of articles by J. R. Keagy as- 
sociate editor of HARDWARE 
AcE, describing hardware store 
merchandising programs that 
won national recognition for 
the stores in 1951 Brand Name 
Foundation competition. The 
first article, published in H. A.., 
May 31, page 25, told how 
Valentine Hardwere won its 
award, The program used by 
Davis-Klunder was described 
June 14, page 76. The W. E. 
Aubuchon Co. promotion was 
outlined June 28, page 84. The 
Otto Herrmann methods were 


described July 12, page 48. 











gut chain of stores are schooled 
by factory representatives of the 
paint company, and prize contests 
are held among the branch stores. 
Newspaper, television, radio and 
house-to-house advertising is used 
to promote the line. The stores tie 
in with national advertising, and 
window and store interior displays 
are used in all of the company’s 10 
stores. 

The Vonnegut stores and the 
paint manufacturer have cooper- 
ated during 1950 by the following 
four methods. 


(1) Two nights were devoted to 
education and demonstration ° of 
paint products, one in which the 
salespeople did the “daubing” in 
order to sell themselves on the 
merits and salient points of each 
product. 

(2) An actual demonstration of 
insecticides for pest control around 
the house, yard and garden. 


(3) A TV program at the fa- 
mous Indianapolis 500-mile race 


Top—The copy on the focal point of 

this paint window read: “More than 

350 North Side homes were afforded 

added protection with 1818 gallons 

of Sherwin-Williams paint sold in 7 
days.” 


Center—The Sherwin-Williams paint 
line is promoted strongly in all the 
Vonnegut stores, with specially de- 
signed interior signs and with at- 
tractive displays. This one, using the 
house under a plastic dome and the 
small rooms in the wall are all hand 
made by a local artist. Each room 
is painted in S-W paints and labeled 
to show the colors used. 


Bottom—This photogenic cocker at- 
tracted many eyes to this mass dis- 
play of a nationally known dog food. 
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trials, demonstrating the qualities 
of good interior paints. 

(4) Many window displays of 
paint in all stores. 

Similar programs are used in an 
effort to promote other famous 
name products, although none of 
the others have been quite so ex- 
tensive. 


Mr. Carmichael figures that the 
Vonnegut stores received more 
than $3,000 in free newspaper space 
on the one paint line during the 
course of one year. 

Demonstrations are frequently 
used by the firm. One of the most 
successful of these was a June 
Bride television program. 

The whole program was built 
around the Sunbeam’ Treasure 
Chest which was presented by a 
group of college girls to one of 
their sorority girls who was be- 
coming a bride. Vonneguts hired 
a professional model to act as the 
bride and got the cooperation of a 
group of sorority girls to take the 
part of the members of the party. 

This program was not originated 
by the manufacturer but by Mr. 
Carmichael. 

A Sunbeam Corp. factory rep- 
resentative wrote to Vonnegut’s 
advertising manager, Ray Car- 
michel, “ ... it might be of interest 
to you to know that, since we have 
been holding Sunbeam Saturdays 
in your neighborhood stores, dem- 
onstrating Sunbeam appliances to 
the public and leaving the store per- 
sonnel much better informed on 
them, has resulted in a tremendous 
increase in your Sunbeam sales. As 
far as my records show, you are 
running 400 to 500 pct ahead of the 
years before we started these ad- 
vertised demonstrations . . .” 
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Manufacturers’ ma- 

terials are used for 

attractive _ interior 

displays such as 
this. 


Another letter, from the manu- 
facturer of a nationally-advertised 


line of aluminum cooking ware 
stated in part: “We believe your ex- 
cellent advertising is a big factor 
in the fine increase in your Wear- 
Ever sales ... Our records show 
that our shipments to your com- 
pany have increased greatly in each 
of the last four years. Shipments 
in 1950 showed an increase of 266 
pet over those of 1947.” 

Interior displays are given major 
attention in the promotional pro- 
gram of the Indianapolis chain. 

The store employs numerous fac- 
tory-trained demonstrators of var- 
ious lines, in the course of the year. 
One of these is a tool demonstra- 
tor who spends two weeks in the 
Vonnegut stores. 

Numerous factory  representa- 
tives appear as guests on the Von- 
negut television shows. 

Several newspaper display ads in 
colors are used each year. 





Unit Turns Pet Supplies Five Times 
And Produces $7,000 in Sales 


From this 6-ft. wallcase, in the 
rear of the Harry P. Hoblin, Inc., 
store, Bronxville, N. Y., is sold 
about $7,000 worth of pet supplies 
and harness. The store realizes a 
profit of 40 to 50 pct on the line, 
which turns over about five times 
annually. 

The hardware store is the only 


store selling pet supplies in Bronx- 
ville, which has some 800 licensed 
dogs. Customers spend as much as 
$18 on a single visit to this pet sup- 
ply section, and the store reports 
that it is a steady repeat business 
which produces considerable store 
traffic. Women are the best cus- 
tomers for this merchandise. 





Here's the pet supplies section that has five turnovers annually. 
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How to Display Hunting Equipment 
For Maximum Sales 





AnAAr| an 


MODERN DISPLAY IDEAS 
% Rees 
creqse> 








Although some merchants con- 
tinue to show guns and hunting 
accessories inside of glass cases 
those who open display these lines 
find the latter idea a profitable one. 
HARDWARE AGE presents in these 
pages ideas for displaying these 
lines in the open where they may 
be better seen. These suggestions 
may be followed by any carpenter. 

Fig. 1 shows a slope gun wall 
section with a feature display niche 
in the center. Suitable art work to 
dress up the gun wall section may 
be placed in this niche with a gun 
featured above the decorative ma- 
terial. The sunburst sign, in back 
of the gun to be feature displayed, 
may be cut out of red show card. 
Signs giving price and description 
may be tacked above and below the 
gun. 

Note how the base of the feature 
display niche and slope wall sec- 
tions may be binned off with stand- 
ard metal corners and bin glass. 
This will put every possible inch of 
Space to work to display and sell 
merchandise. Many small related 
gun accessory items can be dis- 
played in these bins, each being 
priced with small metal bin price 
clips. 

The 20-in.-high base may be 
equipped with drawers or the under 
stock may be carried on open front 
shelving. Such a slope wall section 
may be constructed of % in. ply- 
wood with an over fixture light 
strip attached by means of short 
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lengths of pipe and flanges as 
shown. Fluorescent light fixtures 
may be installed inside the light 
strip so that the concealed light will 
reflect down on the gun display and 
on the baffle. Wood cut-out letters 
should be attached on the edge of 
the light strip. 

The dotted lines in Fig. 1 indi- 
cate location of special gun acces- 
sory tables as detailed in Fig. 2. 

Provision is made, as shown in 
Fig. 2, for related merchandise dis- 
plays in front of the wall unit. 
Suggested are 30 in. high tables. 
The sales clerk can stand between 
the table and wall unit and sell the 
accessory items displayed in the 
bins and be in position to quickly 


remove any of the guns on fhe slope 
wall section. 

Extra space can be picked up on 
the (T) tables, as shown in the de- 
tail on Fig. 2, by equipping them 
with a plywood shelf supported on 
metal brackets set in key hole 
strips as shown. If a table measur- 
ing 30 in. wide and 6 ft. long is 
used you can obtain 15 sq. ft. of 
table top selling area. Installation 
of an 18 in. wide shelf, as suggest- 
ed, will provide an extra 9 sq. ft. 
of selling area. 

Placing % in. plywood sliding 
doors set in hardwood track will 
hide under stock and thus add to 
the neatness of the section. 

Note how the idea of displaying 
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related items together is again car- 
ried out by featuring a gun on top 
of the plywood panel with the 
sample gun held in position by 
means of two wooden supports. The 
plywood panel, to which is attached 
the key hole strip for holding the 
shelf, is secured to the table top 
with heavy metal angle irons. 

Although measurements are sug- 
gested in Fig. 3, their size and ar- 
rangement may be varied to fit 
conditions in your store. This plan 
also suggests two 6 ft. gun wall 
sections with a 4 ft. feature display 
niche in the center. Two 6 ft. and 
one 4 ft. (T) type table are located 
in front with a 3 ft. wide swing- 
ing gate between the wall section 
and the tables. 

Knotty pine is suggested for this 
type of gun wall section with ran- 
dom widths of pine board nailed to 
a slope frame. The completed fix- 
tures may then be given a very at- 
tractive frosted finish by sanding 
the pine boards and giving them a 
coat of thin clear shellac and then 
giving a coat of flat white wall 
paint. Surfaces should be wiped 
off with rags—while still wet—to 
leave a little of the white paint in 
the grain of the pine boards. When 
dry the fixtures should be given an- 
other thin coat of clear shellac. 

Among the accessories and re- 
lated goods that should be dis- 
played on the (T) tables are: 
Cleaning outfits, duck calls, decoy:, 
cleaning rods, solvents, gun oils 
and greases, rifle brushes, corduroy 
caps, hunting caps, gun cases and 
hunting socks. 





Who Believes in Private Enterprise? 


(Continued from page 81) 
Every step away from the pro- 
ducer-wholesaler-retailer system is 
a step toward government owner- 
ship and every step toward govern- 
ment ownership is a step nearer to 
Socialism! 

Believe in private enterprise, in 
the profit motive, with your heart, 
not only your pocketbook. Have 
faith in it, support it and you will 
preserve a nation of which future 
generations can be proud. Hun- 
dreds of thousands of our finest 
young men, perhaps your sons, have 
given or will give their lives or 
their health to keep that system 
alive. As of this date, July 12, 
1951, the treacherous mountains 
and mucky lowlands of Korea are 
stained with the blood of over 
12,000 American dead and 50,000 


86 


American wounded. What for? To 
preserve a government which be- 
lieves in “taking away from those 
who work and earn and save and 
giving to those who don’t?” No! 
No! No! To preserve a system 
which guarantees “personal reward 
for individual effort!” 

Right at this very minute, 10,000 
miles away from their homes and 
loved ones, the strongest, the 
healthiest of America’s young men 
are offering their lives to preserve 
the private enterprise system. 
Right at this very minute here in 
America, millions of people are 
conniving and contriving to outwit 
that same system in any way that 
they possibly can, are buying at 
wholesale and boasting of their 
ability to do so, are deliberately 
depriving someone of a profit to 


which he is justly entitled and are 
doing their best to destroy the sys- 
tem for which our soldiers fight. 
If private enterprise is to be 
saved, millions who now give it 
mere lip service must believe in it 
with all of their hearts and souls 
and must sincerely follow its prin- 
ciples. Don’t talk to me about waste 


in government, believe, first, in the ' 


private enterprise system; don’t 
talk to me about high taxes; be- 
lieve, first, in the true American 
Way of Life. Don’t talk to me 
about wars; believe, first and 
wholeheartedly, in the principles 
which made America great and 
you will not tolerate the willful, 
wanton waste in government that 
creates high taxes and you will 
make this country so strong that 
no nation will wage war on us! 
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used by farmers, guides and shooters everywhere 
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“| tell the hunters 
» | guide to get Peters 
‘High Velocity’ shells.” 


. « give me Peters 
‘High Velocity’ 22's 
every time.” 


“l advise the sportsmen 
I guide to use Peters 
‘High Velocity.’ “ 


LON L. IMESON N. M. “NEWT” AULT 
farmer-sportsman, Charleston, Mo. 





ARTHUR K., SPICER 
Chesapeake Bay duck guide 


/, | [peeeRnRReNNcCRE RRS - 


big-game guide, Jackson, Wyo. 


Nationwide surveys show that shooters mend the entire Peters “High Velocity” 


want power and more power in their line. Caliber for caliber, load for load, 
ammunition. Be sure your customers’ there’s no more powerful ammunition 


get all the power they want—recom- in the world than Peters. 


STOCK THE ENTIRE PETERS POWER-PACKED LINE 


haley 


PETERS packs the, power 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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Hardware Business in Retrospect 


Less dependency on imports, better packaging and a 
trend to larger volume but smaller profits noted by 


Your worthy secretary has asked 
me to say a few words on the hard- 
ware business. I hardly feel equal 
to the task, but perhaps it would 
be of some interest to you if I were 
to touch on the past rather than the 
future. 

I have been in the harness for 


wholesale executive 


wholesale prices that prevailed at 
that time. Four quart pieced milk 
pans, $2.50 a dozen; four quart 
wash pans pieced, $2.00; 8 quart 
buckets, $3.90; grass rods, $2.00 
per dozen; heel bolts, $1.00 per 
dozen; pony plows, $5.50; 2-loop 
hames, $4.40; hand saw files, 4 in., 





this page. 


answer. 





Can You Guess??? 

Can you guess who made this talk? When it was 
made? Where? Take a guess, then turn the page 
upside down and read the answer at the bottom of 
You'll probably be surprised at the 








the past 51 years, although 15 years 
of that time was spent as a tinner, 
when tinware was made by hand, 
and a much better product manu- 
factured than at the present time. 

I drifted into the hardware busi- 
ness in connection with the manu- 
facture of tinware. Many radical 
changes have been made since I 
entered the business and while the 
volume of business at the present 
is larger, the profits are propor- 
tionately smaller. 

I recall some prices that pre- 
vailed in the latter part of the 60’s, 
soon after the Civil War, which 
may interest you. Stove pipe sold 
readily at 75¢ per joint; shop-made 
elbows, 75¢ each. Such a thing as 
the four-pieced elbow now in use 
was not known at that time. Cook 
stoves also carried a fine profit. 
Some of you may not remember 
the old style step-stove, which was 
one of the first patterns made. At 
that time a 6-in., 4 hole retailed at 
$32.00. Very few persons used a 
larger stove than a Tin. A good 
7-in. cook stove retailed for $40.00. 

Profits then were fine, expenses 
light, comparatively speaking. But 
how changed at the present time, 
when profits are small and expenses 
a night-mare. 

It occurred to me, since naming 
some prices in the latter 60’s, to 
look back to the latter 70’s, to some 
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85¢ per dozen; 612-6-2 traces, 
50¢ per pair; plow blades, all kinds, 
9¢ a lb. 

I do not remember the year in 
which the manufacture of these 
goods commenced, but think most 
likely, about ’70 or ’71. Well do I 
remember the first carload we 
bought, paying 11¢ a lb. therefor, 
and a much inferior article than 
we get at present, many of them 
being so highly tempered that they 
would break like glass. To our 
wholesale prices, we added a good 
profit in retailing. It was very 
different then, from what it is now, 
when there are too many who figure 
how close they can possibly sell 
the same. 


No American Padlocks 


In the early 60’s, such a thing 
as an American padlock, trace, 
chain, carving knife or fork, or a 
pocket knife of American make was 
entirely unknown. Horse nails, in- 
stead of being packed in nice boxes, 
came from abroad in gunny sacks. 
Hand saws, files, tin plate, were all 
imported articles; tin-ware was 
manufactured by hand. Such a 
thing as a machine for stamping 
tin-ware out of the sheet was un- 
heard of. 

Today it is entirely different, 
articles as large as a 50 qt. dish 





pan, being stamped from one sheet. 
All of these gcods are now made 
by the factories throughout the 
United States, giving employment 


to thousands of people, enabling 


the merchants to carry less stock. 
Goods are put up in neat packages 
and cases, thus relieving the sales- 
men of a great amount of work 
and adding materially to the ap- 
pearance of your stores. 

I am much in love with the hard- 
ware business. Pardon me if it 
seems egotistical when I say that 
I believe there is no other commer- 
cial interest in the United States 
that requires more brains than the 
hardware business and the various 
other lines connected with it. 

The company with which I am 
connected feels a great pride in the 
success that has attended our busi- 
ness from its infancy up to the 
present time. We have endeavorea 
to get the very best men possible 
to represent us on the road and in 
the house, and feel that our efforts 
have been justified by the courtesy 
and attention shown them by our 
customers throughout the state. 

I regard our state of Arkansas 
as being in a better condition finan- 
cially, than ever before in our his- 
tory. All that it needs is the pluck, 
energy, and enterprise of the whole 
people, as now evidenced by the 
young hardware men of the state. 
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Hardware Outlook 
(Continued from page 75) 


that they will be less severe. Pres- 
sure to ease credit restrictions will 
become very great as sales lag. 
Congress probably will be more re- 
luctant to permit a free hand with 
wage and price controls. Recent 
events have indicated that, in the 
absence of new war developments, 
Congress will restrict the freedom 
of action of the price administra- 
tors. 

Some reductions in hardware 
sales seem probable in the next few 





months, especially if the Korean | 
war ends. While disposable income | 


will remain high, hardware sales 
have been relatively high in terms 
of past relationships. Similarly, 
the decline in housing starts also 
will act to reduce hardware sales. 
At the same time, record inven- 
tories will create pressure for spec- 
ial sales as bank loans mature and 
must be paid. On the other hand, 
these record inventories should act 
tocushion the reduction in new sup- 
plies as the armament program ex- 


pands. Sales will probably hold up | 


best in the farm areas as a result 
of the highly favorable level of 
farm incomes. 

Pressures for higher prices 
should be renewed later this year 
or early in 1952 as a result of gov- 
ernment budget deficits, higher 
consumer incomes, decreasing sup- 
plies, and higher wage costs. The 
rise in business costs and higher 
taxes combined with poorer sales 
will mean a decline in hardware 
profits in the second half of the 
year. The inventory recession which 
seems probable will be a temporary 
one. The primary factor in the 


longer term outlook still remains | 


the armament program with its ac- 
companying curtailment of civilian 





supplies and inflationary pressures. | 





Washington Review 
(Continued from page 66) 


which expired June 30 and was ex- 
tended temporarily for another 30- 
day period, he said that reluctance 
to extend the act was due to the 
confusion resulting from OPS or- 
ders. He reviewed the General 


Ceiling Price Regulation which had | 


frozen everything at Jan. 26 levels 


with resultant confusion and of the | 


application of CPR 7 to the hard- 
ware trade. He declared that he 
was through predicting what OPS 
would do. 


HARDWARE AGE, AUGUST 9. 1951 


< NOW! 


to make your 








Ready for 


store HEAD 








im 
; s ; 
ats. G Boy ets 


RTERS for 


R-V-LITE: 


r Vs & 


WINDOW MATERIALS 


TIE IN with R-V-LITE’s intensive Con- 
sumer Advertising program reaching 
MILLIONS of readers of top consumer 
publications and over leading radio sta- 
tions, reaching buyers in your commun- 
ity. Remind those “‘pre-sold’’ prospects 
that your store is headquarters for these 
all-purpose materials of 1001 uses about 
the farm and home. Use these valuable 


selling helps to make more R-V-LITE 


sales month in and month out. 











KIT CONTAINS 


Colorful Counter Display 
suggests year ‘round uses 

Striking Window Poster 
affords double impact 

Transparent R-V-LITE Banner 
permanent store sign printed on 
R-V-LITE 

to “¢, pl yt Folders 
contain actual swatches of all 6 
types of R-V-LITE 

5 Novel Self-sticking Signs 
for wall, door, counter or shelf 
edges 

Newspaper Ad Mat Sheet 
shows wide variety of free mats 
available 





SELL WINTER COMFORT 
and FUEL SAVINGS 
Feature all 6 types of R-V-LITE for 


Storm Doors and Windows 
and Sunporch Enclosures. 


AN Wag CORPORATION 


Ask Your Wholesaler 
for Your FREE Kit Today! 
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HELLER 
NUCUT 


WAVY-TEETH 


| FILES 


When you 


PUT THESE 
TEETH 


into your 


file sales 


..- both you and 


your customers 
profit 


sr, 
[S/ ‘. 


——-?. 


Those wavy rows of teeth 
shown in the above un- 
retouched photograph can 
sell more files for you. 
For NUCUT files are 
known for faster, easier 
filing. They both cut the 
metal and smooth the 
surface with every stroke. 
No clogging, scraping or 
skidding. 

This better, NUCUT 
way of filing keeps cus- 
tomers satisfied, wraps up 
profitable repeat business 
in files, identifies you as 
a quality dealer. Write 
for more facts today. 


18” wide x 23” high. No 
charge for display — pay 
only for files. Shipping 
weight 5 lbs. 


ASK ALSO ABOUT our complete line of 
Hammers; Masterenches; Craftmaster 
Scrapers; Trowels and other quality tools. 





HELLER BROTHERS COMPANY 
America's Oldest File Manufacturer 
Newcomerstown, Ohio 


90 






with him since he first entered 
business. A third employee, who 
joined him in 1919, recently re- 
tired at the age of 70. 

In 1931 he was married to his 
second wife, the first Mrs. Miller 
having passed away several years 
before. Mr. and Mrs. Miller have 
attended all Indiana conventions 
since their marriage and all NRHA 
Congresses since 1942. 

The Kendallville Chamber of 
Commerce numbers Mr. Miller 
| among its past presidents. He has 
| been a member of the local Board 
|of Education since 1936 and is a 
| past president of the board and its 
| present treasurer. Since 1931 he 
| has served as a director of the City 
Hospital and was its secretary for 
several years. 

A Rotarian since 1921 he has 
served the local club as its secretary 
|and later as its president. He is a 





New NRHA President 


(Continued from page 69) 


director of the Noble County Loan 
& Savings Association, an Elk and 
a member of the Kendallville Coun- 
try Club. Since his early 20’s he 
has been active in the work of the 
Presbyterian church. 

Mr. Miller’s chief hobby is a 
farm located about 169 miles from 
Kendallville. The farm is managed 
by Mr. Miller who has found live- 
stock raising a particularly inter- 
esting phase of the farm. The Mil- 
lers visit the farm for several days 
about every three weeks and find it 
a pleasant means of relaxation 
from the daily problems of the 
hardware business. 

His only child, a daughter, has 
a son and a daughter and she and 
her husband make their home in 
Kendallville. In the words of Presi- 
dent Miller, “I have joined the 
ranks of foolish and proud grand- 
parents.” 


| Where Is the Steel Going? 
(Continued from page 78) 


'terial of war become available for 
increased production. This expan- 
|sion of demand will probably not 
reach a peak much before early 
1953. 

Second, the essential programs 
supporting the direct military pre- 
|paredness effort will continue to 
| get government support. 

Third, CMP is to be formally in 
effect beginning with the fourth 
quarter of this year. By this tech- 
| nique, manufacturers will be given 
| checks against our steel bank ac- 
|count and NPA, unlike the situa- 
'tion at this moment, will have the 
wherewithal on which to balance 
|the bank book each month there- 
| after. 
| On the supply side of the situa- 
| tion, increased steelmaking capacity 
|is gradually coming into operation. 
| How much more steel will be avail- 
able next year, however, depends 
largely on these factors: 
| A. The completion of construc- 
tion and the installation of ma- 
|chinery and electrical equipment 
‘within the periods of contract 
iterms. Tight spots are developing 
in these areas. 

B. An increased supply of scrap 
|for open-hearth use, and relief in 
| the shortage of nickel supply cur- 
|rently impeding the production of 
‘alloy and stainless steels. 


C. An increase in the transpor- 
tation facilities needed to get raw 
materials into steelmaking plants, 
and to take finished steel products 
out of them to various points 
of use. 

If all these conditions are met 
(and thousands of men are working 
day and night to meet them ade- 
quately) a substantial increase in 
the supply of steel will be available 
during next year. 

All of you are aware that through 
government control authorized 
housing units have been reduced 
approximately 30 pct for the cur- 
rent year. I am of the opinion 
that by the end of this year or 
early next, such types of nails as 
are required for homebuilding 
should be increasingly available. 

All of this is the picture as I 
see it, personally. It is a tough 
picture at the moment. Short of 
all-out war, the months ahead in- 
evitably must bring improvement 
as increased capacity comes into 
existence. Meanwhile, all producers 
of steel are doing their level best 
to distribute their constantly in- 
creasing output on the fairest and 
most equitable basis possible, con- 
sidering all the limitations imposed 
by the “armed peace” under which 
we are living. 
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mo store is 


COMPLETE 


without this 
POWERFUL 
PROFIT MAKER 











SCREENING DISPLAY 


Your store is not complete without the Firestone VELON Screening rack. 






This compact eye-catcher turns shoppers into Customers. Sells for you even 
while you’re busy elsewhere. Assures your share of profits on the many 
thousands of feet of VELON screening being sold in your locality. 


DOES SO MUCH—IN SO LITTLE SPACE 
The VELON Display stands 5534” high, 454” wide, 14” deep. It stores 
the six most wanted screening widths: 24”, 26”, 28”, 30”, 32” and 36”. Ends 
bending and searching for the right product, the right width. You trim 
the required length right off the rack. 


Order six rolls now and get this space and time saver for only $9.95 
—less than half our cost. We prepay shipment from Chicago. 





*TRADE MARK 


, 


QUICK FACTS ABOUT Velen 


© Permanent. Stays up year ‘round. ® No upkeep. Never needs painting. 
© Withstands the worst’ weather. © Can't rust or bleed—won't stain the house. 


Remember, VELON is an all-year proposition. If 
you aren't carrying it now, you're missing big profits. 
Hustle to your phone and call your Jobber right now. 
If he doesn’t handle VELON, write or wire us direct 


VELON Screening is available in other widths besides those carried on 
without delay. 


the Display. Comes in forest green, bronze brown and aluminum gray. 


JS 
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ZCMI Wholesalers 
Open New 


Headquarters 


The new ZCMI Wholesale Dis- 
tributors’ offices, display rooms and 
warehouse facilities at the Indus- 
trial Center, 1700 S. Redwood 
Road, Salt Lake City, Utah, were 
officially opened, June 12, with sev- 
eral hundred guests present. Oc- 
cupying nearly a half a million 
square feet, the new quarters bring 
together the numerous wholesale 
divisions of the organization under 
one roof in contrast with the pre- 
vious arrangement under which 
these units were located in various 
sections of the city. Up to date 
materials handling and order and 
office procedure equipment are co- 
ordinated for faster service. 

The one-stop wholesale center, 
virtually the first of its kind in this 
country, includes a display room in 
which are sampled each of the 
75,000 hardware, housewares, ap- 
pliance, floor covering, toy, sport- 
ing goods, furniture, dry goods and 
drugs handled. Displays are planned 
to help give merchants ideas for 
use in their own stores. 

The new quarters have pneumatic 
tubes for handling papers, a large 
parking area for customers and em- 
ployees and cafeterias and recrea- 
tion rooms for its 500 employees. 
An air conditioned auditorium for 
200 people is equipped for employee 
training, dealer meetings, etc., with 
movable stage, controlled lighting 
and complete sound and projection 
equipment. 

A 45-minute radio broadcast on 
June 12 was followed by a three- 
day open house for dealers and 
suppliers. The official ceremonies 
were presided over by Stephen L. 
Richards, vice president of ZCMI, 
in the absence of David O. McKay, 
president. H. H. Bennett, vice 
president and general manager, 
gave the keynote address on the 
history of ZCMI, which had opened 
its first wholesale unit in Salt Lake 
City in 1869. J. Reuben Clark, Jr., 
vice president, also spoke at the 
opening ceremonies after which 
Salt Lake City’s Mayor Earl J. 
Glade officially cut the ribbon. 
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Above—Covering about |! acres this |100- 
ft. long building houses all of ZCMI's whole- 
sale operations under one roof. 


Below—Sporting goods display featuring 
one of every item in stock in that classifi. 
cation. 


i 


a 





Part of warehouse with dragline conveyors. Stock numbers in catalog indicate 
location in warehouse and on display floor for speedy filling of orders. 
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FOR GLAZING WINDOWS 


MASTIC GLAZE IN COLOR 


BLACK, GREEN 
BROWN, CREAM (WHITE) 






_ %& RETAILS 23¢ 


Low price packaged glazing compound— 


% ENOUGH FOR 32”’x 34” SASH 


2/3 of home owners’ requirements 
are less than 32” x 34” 


* IN 4 COLORS 


Green — Black — Brown — Cream (White) 


% HERMETICALLY SEALED CANS 


Stays factory fresh —no deterioration 


se and 
SlaziING comPOUN 


Bette, than putty 


NEW THRIFT SIZE 
9.6 OUNCE 
HERMETICALLY SEALED CANS 
ENOUGH for 32”x 34” SASH 





1-LB. CAN AVAILABLE 


Also 4 Ib. and 25 Ib. cans. New 1 Ib. can, also 
hermetically sealed 



















Self-sealing...Weathertite 


NO PAINTING NEEDED 
x ATTRACTIVE DISPLAY CASES 


Packed in display cases of 
assorted colors or 
single colors 


werecee 


20 —Thrift cans per case 






12—One pound cans per case UT-1154-A 


Ask your jobber for the new Mastic-Glaze assorted color 
case...if he cannot supply you, write us. 


TREMICO MANUFACTURING COMPANY 


8701 KINSMAN ROAD, CLEVELAND 4, OHIO 
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(Makers of Strip-Seal, ColorTread, TremClad) 
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WHAT'S NEW 


Latest Information on New Hardware Merchandise 





(Continued from page 13) 
and a pilot point guides the bit on 
any course desired. Maximum drill- 
ing depth is 44%, in. No. 600 set 
has bits of %, %, %, %4, ¥% and 
1 in., and No. 800 has %, %, %, 
%, Yg, 1, and 1% in. and one 
countersink. They fit any % in. 
drill chuck. The Billings & Spencer 
Co., Hartford 10, Conn. 


Steel Tape 


This new thin, lightweight 6-ft. 
steel tape, the Monitor 206A, has 
a mirror-chromed finish on the 
case to prevent snagging or catch- 
ing in pockets. 


The blade has a 





concave surface, and is % in. wide. 
Double-edge graduations are offset 
printed in chemical-and-weather- 
proof ink. Weight is 2 oz. Retail: 
$1.50. Master Rule Mfg. Co., Inc., 
40 Mulberry St., Middletown, N. Y. 


Baseball Safety Cap 


A baseball safety cap is a new 
requirement for Little League 


baseball. This cap has an adjust- 
able elastic sweatband and comes in 
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small, 642 to 634, medium, 6% to 
7144, and large, 73% to 75. Rubber 
padded fibers cover the ears and 
base of the skull. The Draper- 
Maynard Co., 4861 Spring Grove 
Ave., Cincinnati 32, Ohio. 


Masking Tape 
Flexbac masking tape is now 


available to hardware dealers. This 
tape has instant adherence, and ex- 


cellent balance in strengtn an 
thickness, with easy application in 
contour work and irregular areas. 
It is not affected by water or other 
solvents. Available in widths of 
4, yp, %4, Xp, 1, 1%, and 2 in., in 
60-yd. rolls. The Carborundum Co., 
Niagara Falls, N. Y. 


Barbecue Tools 


These new barbecue tools, called 
Town and Country master chef 


set, include a two-tine fork, taper- 
ground turner, serrated bun slicer 
and spreader, basting spoon, soup 
ladle, French chef’s knife, and a 


hang-up rack. They are of staip. 
less steel and a deep-grained hard. 
wood, with extra length for com. 
fort in working with the fire. Ekeo 
Products Co., 1949 N. Cicero Ave, 
Chicago, IIl. 


New Polishers 


These new polishers, called Rol. 
lies, are individual rolls of cotton 
wrapped in protective tissue 
that only the ends are exposed for 

f : ee oe. 


use. There are Rollies for silver, 
for copper, brass, or chrome, and 
for glass and porcelain. They will 
not drip, spill or stain. Available 
in two sizes, retailing for 59¢ and 
98¢. Packaged in a colorful box, 
each containing one sample of a 
Rollie for a different polishing. 
Embree Mfg. Co., Elizabeth ‘4, 
N. J. 


Glazing Compound 


This new Cinch Glazing Com- 
pound can be used for replacing 
glass in wood or metal sash, for 
nail holes, cracks in wood, brick, 
or cement, for caulking, etc. It will 
not crack or crumble. Cinch is 
packaged in 1-lb. and 5-lb. litho 
graphed cans, and each case in- 
cludes a counter display holding 
four 1-lb. cans. A free 1-lb. can is 
offered any retail hardware dealer 
sending in his firm name and the 
name of his wholesaler. Biddle 
Putty Co., 660 So. Main St., St. 
Louis, Mo. 


Razor Blade Sharpener 


This electric razor blade sharp 
ener gives 100 or more shaves from 
one double-edge blade, each sharP 
ening taking only 15 or 20 seconds. 
Six revolving leather rollers are 
used, two of which are impregnat 
with fine abrasive. Motor operates 
on 110-120 volt AC-DC, and has a2 
all-plastic housing of high tensile 
strength. Bearings are oil-less, the 
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NUwe eal | UN devign he 


finest in quail. beatin value 


NATIONAL LOCK 


PATENT APPLIED 





Gi Turnbutton on inside knob pre- 
vents entry from outside except 
with key, yet always gives easy 
exit. 


fl “Snap-On” escutcheon en- 
gages with clamp plate. Escutch- 
eon won't turn or chatter if door 
should shrink. 


8 LRAT NCR TE IR TIER EI A 
| Specially designed strike plate 


makes for an easier, cleaner mor- 
tise. Larger opening allows for 
the possibility of door-sag over a 
period of time. 


1 | Solid brass bolt and face plate. 
Bolt mechanism fits standard 7%” 
hole, the right size for doors of 


every standard thickness. Bolt as- 
sembly instantly slot-engages lock 
assembly...then permanently 
held. Bolt has full 7/16” “throw”. 
Dead latch keeps latch engaged 
with strike plate... prevents un- 
authorized entry with knife or 
screwdriver. 


Turn-adjustment of escutcheon 
quickly adapts NATIONAL LOCK- 
set to door thicknesses of 1%” 
to 1%". 


K | Knob slides on cam. Then firmly 
held by stainless steel spring lock- 
ing pin. Knob is separate from key 
and lock mechanism. Forcing knob 
will not open locked door. 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD 
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ILLINOIS 


\ 


SERIES “410” 


Al Clamp plate quickly fixed 
to lock body by keyway. 


By Rust-proofed, selected cold- 
rolled steel lock mechanism fits 
standard 1%" diameter drilled 
hole. Backset is standard 2%". 


G “Free-Floating’ pusher 
plate is specially hardened to 
withstand wear. Long bearings 
provide more contact area. 
i Cllehileariill oN ol-1Avd-1- mL dire) omelile, 
locking mechanism reduces de- 
gree of ‘travel’... adds care- 
free years to lockset life. 


Dd Rust-proofed, selected cold 


rolled steel cams. 


| E Rte ule a tele.e 


set keyway. 


Tl One-piece wrought brass 
knob that's elegantly styled. 
Handsome mirror-like finishes, 
accented and protected for 
years by baked phenolic 
lacquer. 


EL] 5-pin tumbler lock of all 
brass construction, 


Ask your regular supplier about 
NATIONAL LOCKset. Smartly 
designed... quick and easy to 
install...safe...sturdy...long- 
lived ... it’s America’s outstand- 
ing lockset value. Write for 
catalog showing the complete 
Series “410”, including Key 
Lock, Turnbutton Lock, Privacy 
Lock, and Knob Latch. 


MERCHANT 
SALES 
DIVISION 














Tell Your Cublomen 





only the Yintrall 
Mills Automatic, 
Joastir hasan 
Dowlls Thenmostet: 








for wnipornn toasting | 
Alice after slice. 
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WHAT'S NEW 








cord and plug are rubber covered, 
and the sharpening rollers are re- 
placeable. Size is 244x3144x3% in., 





and weight is 1 lb. Retail: $9.85. 
Dremel Mfg. Co., 2439 18th St., 
Racine, Wis. 


New Level Style 


New style has been added to 
Mayes level line, a hardwood 
level, made of thoroughly seasoned 
cherry, and durably finished in 
natural color. It is set with cat’s- 
eye spirit vials, two plumbs and 
two levels. No. 144 is 24 in. and 
28 in. Mayes Bros. Tool Mfg. Co., 
Port Austin, Mich. 





Gingham Paper 


This new gingham shelf and 
drawer lining paper has a smooth 
finish, and ¢omes in gingham 
checks in red, yellow, green and 
blue, or in solid colors. Size No. 
2013 is 20 ft. by 13 in., and No. 


“ee ee 
y re abkha 
aed hy tee | 





ctf 





1318 is 13 ft. by 18 in. Packed 48 
rolls to the carton, in assorted 
colors or one solid color per carton. 
Retail price: 29¢. The Papercraft 
Corp., Paper Square, Pittsburgh 6, 
Pa. 


Chain Saw 


The Disston extra-duty chain 
saw, DH-120, a 12-horsepower unit, 
is again available for civilian use. 
Defense contracts had halted con- 
sumer shipments in January, and 
the big saws have been used in 
Korea for clearing airstrips, cut- 
ting bridge and trestle timbers, 
road building, and other opera- 
tions. Henry Disston & Sons, Inc., 
Tacony, Philadelphia, Pa. 





TV Receivers 


Shown here is one of Arvin’s 
new 1952 TV sets, Model 5171 TB. 
This blond finish table model has 
a 17-in. screen in a cabinet 2014x- 
207%4x23 in. Among the new Arvin 
features is the Dual Power 26-tube 





custom chassis. Suggested retail 
price: $279.95. Others in the 1952 
line include six console models, 
three console models with doors, 
and four other table models. Screen 
size ranges from 17 in. to 21 in., 
and the prices are from $269.95 to 
$499.95. Arvin Industries, Inc., 
Columbus, Ind. 


Floor Sander 


The latest addition to the line of 
Speedmatic floor sanders is Model 
504, new ‘‘contractor special.” 
There is a heavy-duty 2 hp. motor, 
and the drum cover is interchange- 
able. A powerful fan picks uP 
dust, and is protected by a clean- 
out hole. Special drum pressure 
control allows selection of any one 
of five stages of cutting pressure. 
The sander weighs 241 Ibs., but 
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responds instantly to the hand and 
will turn in a tight 3-ft. circle. | 





Porter-Cable Machine Co., 1703 N. | 
Salina St., Syracuse, N. Y. 





Dehumidifier Control 


This new built-in time control 
can be installed in electric dehu- 
midifiers to turn off the dehumidi- 
fier at a set time each day, and turn 
it on again after a predetermined 
time has elapsed. The timer con- 
trols the operating period auto- 
matically. Paragon Electric Co., 
Two Rivers, Wis. 





internal Pipe Wrench 


This internal pipe wrench and 
easy-out is made in five diameters 
for use when an outside wrench is 
useless. It grips the pipe solidly 
on the inside, and allows either the 
installation or removal of short 





nipples without damage in crowd- 
ed places. The wrenches, in sizes 
from % to 1 in., and an adapter, 
are packaged in a plastic case, or 
they may be purchased individu- 
ally. Clark Bros. Mfg. Co., Hills- 
boro, Ore. 





Colored Wood Stain 


This high-color wood stain, called 
ColorGrain, outlines and intensifies 
the natural pattern of wood, and 
Stains the grain one of nine avail- 





able colors. It protects the surface 


HARDWARE AGE, AUGUST 9, 1951 








® Cheer up! Buffalo Bolt de- 
signed the Handy-Pack just for 
you to end the nuisance of spilled 
bolts. There’s no premium for 
Handy-Packs...and as an added 
bonus they bring you the world’s 
best bolts. Order today. 





Get Quality Buffalo Bolts in 









OUGH 


HANDY-PACK BOLT CARTONS 


ae 


HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 


FEATURES @ Cartons are re-shippable without tying or wrapping. 


@ Covers make durable open drawers for bolt cabinets. 





@ Can be ordered in carload or less-than-carload lots. 


Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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WHAT'S NEW 








of the wood, is fadeproof, scuff- 
proof, and can be washed. Colors 
are red, green, blue, chartreuse, 
black, rose, green onyx, turquoise, 





Retail: 
Adelphi Paint & Color Works, Inc., 
86-00 Dumont Ave., Ozone Park 17, 


and amethyst. $1.25 a pt. 
) ae ¢ 


Electric Circular Saw 
This new electric portable cir- 


a 





cular saw, the Ramsaw, has a 614- 
in. blade that allows for cutting 
through 2-in. stock on a 45 deg. 
angle. The 34-hp. motor is housed 
in a light aluminum housing at 
the left of the blade. A safety 
guard covers the blade, and a 
safety trigger switch cuts off the 
motor when the operator’s finger 





is taken from the switch. Sug- 
gested retail: $46.95. Master-Taper 
Co., 4531 N. Beacon St., Chicago 
40, Ill. 






Install a Genuine General Filters Replacement Cartridge 
For Your General Customers at Least Once Each Season 


Remember! 





WU CLOGGED NOZZLES ELIMINATED 
WALL-WOOL CARTRIDGE 


WINE FILTRATION 


CONDENSATION MOISTURE REMOVED 
WIRE MESH STRAINER INSIDE WOOL GIVES DOUBLE 


? PROTECTION 


GENERAL FILTERS 
INCORPORATED 
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The few minutes you spend installing a new 
cartridge during a service call means profit 
for you—and these advantages for your customers: 


Bantam Revolver 


A new edition of the Harrington 
& Richardson Model 922 solid 
frame revolver is available in Ban- 
tamweight size. There is a short 
21% in. barrel, and it is chambered 
for long rifle, long and short car- 
tridges, regular and high speed, 
The small grip is checkered Tenite, 
and the overall length is 6% in, 





Also available in chrome. Retail: 
$27.25. Harrington & Richardson 
Arms Co., Worcester, Mass. 





Linoleum Stand 

Stand handles rolls of _lino- 
leum up to and including 6-ft. 
widths. The rolls sit on automatic 


Unlock the Profits! 





THEY’RE WAITING IN EVERY 
¢ ma\ GENERAL ‘o. FILTER 
i, — 


GENERAL FILTERS Saye 








GENERAL FILTERS now distributes 


CLEAN RIGHT SOOT REMOVER— .~ 


Certain-safe for oil, gas, or 







customers about the NEW 


coal heating plants. Tell ~ ff 


way to heating efficiency 






GENERAL'S: FILTERS 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD. 2679 DANFORTH AVE 


HARDWARE AGE, 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


TORONTO 13, ONTARIO 
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centering turntables, and top plates 
are dropped in the top center of 
the rolls. A removable straight 
edge, which acts as a guide in pull- 
ing out linoleum, is also the cut- 
ting guide. Stand holds two or 


STRAIGHT EDGE 
FOR CUTTING 


—_ 





three rolls. Marvel Rack Mfg. Co., 
Inc., 24 No. First St., Minneapolis 
1, Minn. 





Floor Polisher 


This new rotary-type electric 
floor scrubber and polisher, called 
the Household Super 8, comes 
equipped with polishing brush, 
scrubbing brush, and a chenille 
buffing pad. It operates close to 
baseboards without scraping them. 
Retail: $49.50. S. C. Johnson & 
Son, Inc., 1012 16th Ave., Racine, 
Wis. 





lron Vise Line 


This improved line of Columbian 
malleable iron machinists’ vises has 
a new type graphite-bronze, self- 
lubricating thrust bearing at the 


a 
“<7 





front of the sliding jaw, which 
absorbs thrust of the steel screw 
head and prevents wear. Steel ball 
handle ends are forged from the 
handle stock itself and cannot come 
loose. Made in 3 to 8 in. jaw 
widths. Columbian Vise & Mfg. 
Co., 9021 Bessemer Ave., Cleveland 
4, Ohio. 
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Concrete Vibrator 


This new No. 521 Thor pneu- 
matic concrete vibrator is de- 
signed to compact freshly poured 
concrete and direct its movement 
as it is poured into the form. There 
is a 234 in. diameter steel cylinder, 
17% in. long at the end of a 5-ft. 
length of air and exhaust hose. The 
rotary air motor and vibrator unit 
are sealed in the steel cylinder. The 
roll type throttle provides up to 
8,000 vibrations per minute, and a 
steel sleeve around the vibrator 
unit eliminates grease loss from 
bearings. Independent Pneumatic 
Tool Co., Sales Promotion Dept., 
175 N. State St., Aurora, IIl. 





Dust Mop Cleaner 


This dust remover, called Dust- 
Out Model E 120, consists of an 
all-steel case that contains a beat- 
ing mechanism operated by a foot 
pedal. The mitt-type mop, fur- 
nished with each unit, is inserted 
into the beater after dusting, and 





is cleaned by pressing the pedal 
several times. It eliminates the 
nuisances of shaking dust-mops. 
The unit weighs six lbs., and can 
be carried by the handle of the 
mop. The Edwin Corp., Russ Bldg., 
San Francisco, Calif. 





Masonry Waterproofer 


This new waterproofer, called 
Paviseal, keeps water from exterior 
porous masonry buildings and ma- 
sonry joints. It can be applied by 
brush or spray, and is claimed to 
be a lasting water protection with- 
out changing the texture or color 
of the exterior structures. Pavino- 
leum, Inc., 1239 St. Nicholas Ave., 
New York City 32. 





Rainbow Spinner Kit 

This new Rainbow Interchange- 
able Spinner Kit contains six dif- 
ferent, brilliantly colored spinners 


and shank made of non-weathering 
durable plastic in seven shapes and 
sizes. Colors are green, yellow, 
gold, gray, black, and red. A spe- 
cial clasp locks the hook or fly to 





the shank, and all metal parts are 
of stainless steel. Promotionat 
literature, window streamers, ad 
mats, etc., are available. Retail: 
50¢. Wells-White Mfg. Co., 6625 
Delmar, St. Louis, Mo. 





Metal Nameplates 


New metal nameplates, called 
Autographs, are individually de- 
signed to identify the equipment 
sold and serviced by a retailer. 
They are adhesive-backed, and can 
be permanently mounted on any 
grease-free flat or curved surface. 
Lithographed in red and black ink 
on chrome-plated metal, Auto- 
graphs come in two sizes—No. 1, 
2x5 in., and No. 2, 23x9/16 in., 
in quantities of 100 or more. Metal- 
craft, Inc., Mason City, Iowa. 


Kitchen Ventilator 


This new lig built-in kitchen ven- 
tilator, Model LC10, is made with 
adjustable sleeves to fit various 
wall thicknesses, and delivers certi- 
fied 500 CFM capacity. Grille, fan, 
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and motor assembly are held in 
place by one thumb screw for easy 
cleaning and servicing. The type 
Q fan wheel is quiet, and the motor 
is enclosed and has a weatherproof 
door seal to keep rain, cold, etc., out 
when fan is not used. Bulletin No. 


99 








WHAT’S NEW 








1043P contains further informa- 
tion. Ilg Electric Ventilating Co., 
2850 N. Crawford Ave., Chicago, Il. 





Outdoor Fireplace 


This outdoor fireplace package 
includes all necessary materials for 
building the fireplace in three 
hours, including concrete blocks, 
cement mix and paint, and the 






ready-built Majestic fireplace unit. 
There is a heavy angle iron frame, 
cast-iron bottom grate, and grill in 


removable sections. Instructions 
for building are included. The Ma- 
jestic Co., Erie St., Huntington, 
Ind. 


Strap Cutter 


This E14A0 strap cutter is a 
light-weight tool designed to cut 
flat steel strapping up to 3/4 x .035 
in. A band guide prevents straps 
from wedging side-wise between 
the blades, and a flat lower blade 


Ps 


permits easy insertion beneath ten- 
sioned straps on bales, bundles and 
cartons. The frame and blade are 
forged steel, and narrow span 
handles are curved to fit operator’s 
grip. Acme Steel Co., Dept 30P, 
2840 Archer Ave., Chicago 8, III. 
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Adjustable Golf Club 


This one golf club, called Miracle, 
can be adjusted into every position 


STAINLESS 





from driving to putting. It has a 
stainless steel head and step-down 
shaft, and comes in three lengths. 
There is also a 5-year guarantee. 
List price: $22.50. International 
Golf Products, 4443 W. Madison 
S., Chicago, IIl. 


Cable Staples 


Cable staples have been added to 
the Viking line of small cut tacks 
and nails. They fit securely over 
the cable, making a neat installa- 


lias 





\%” 


tion, and are light and easy to 
handle. Made in two sizes with in- 
side dimensions of %x1 in. and 
9/16x1% in., and packed in bulk 
wooden cases of 10,000 or smaller 
packages of 500 and 100 staples. 
W. W. Cross & Co., Inc., East 
Jaffrey, N. H. 





Paint Peeler 


The Deluxe Model 3 Lectro Paint 
Peeler has a new shortproof high 
temperature ceramic heating ele- 
ment that reaches 1000 deg. Wat- 
tage has been increased to 250. 
Now included with each package 
are two Kurv-Kleeners, steel stamp- 
ings which incorporate 16 of the 
most common curves found in 
furniture, molding, and trim, for 
easy removal of paint. Lectro Weld, 
Ine., 2189 W. 26th St., Cleveland 
13, Ohio. 


Gas-Oil Burner 


This new Twinfuel Industrial- 
Commercial Combination Gas-Oil 
Burner switches automatically 
from any kind of gas to oil and 
back, as determined by an outside 
thermostat set at the point at which 
the utility expects service difficul- 
ties. There are seven sizes of the 
Twinfuel Burner, from 80,000 to 
3,000,000 BTU capacity. Smaller 
sizes are stainless steel construc- 
tion, and temperature refractory 





and heavy cast iron are used on 
larger burners. Norman Products 
Co., 1150 Chesapeake Ave., Colum- 
bus, Ohio. 


Plier Handle Grip 


This plastic cover fits on any 
side-cutting plier handle and gives 
a firm, comfortable non-skid grip. 
It is made of transparent maroon 
plastic, and eliminates the need for 
taping handles. No. 60 fits 6-in. 
pliers, No. 70 fits 7-in. pliers, and 
No. 89 fits 8 or 9-in. pliers. Mathias 
Klein & Sons, 3200 Belmont Ave. 
Chicago 18, IIl. 


Plastic Flute 


This plastic keyless reed flute is 
12 in. long and comes in a variety 
of colors. There are eight holes and 
eight corresponding reeds, which 








make up a complete octave in the 
key of C. The flute is molded of 
styrene plastics, and is lightweight, 
easy to clean, and durable. Each 
flute is packed in a picture box, 
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with a simple “How-To-Play” song 
folder. Retail price: 98¢. Magnus 
Harmonica Corp., 439 Frelinghuy- 
sen Ave., Newark 5, N. J. 





Fish Hook 


This fishing hook device, called 
Souza Hook, has a wire spring yoke 
with standard fish hooks on each 
end of the yoke. When the fish 
strikes, hooks spring apart in his 





mouth, and flexing his mouth will 
not allow the hooks to be expelled. 
Made in No. 1 size for smaller fish, 
and No. 2 for larger fish. Scientific 
Research Co., 1618 N. Vancouver 
Ave., Portland 12, Ore. 





Aluminum Awning 


This new all-weather aluminum 
awning is made leakproof by a spe- 
cial system of interlocking panels 
that completely block the entrance 
of rain, snow, sleet, etc., but allow 
for the removal of heat through 


“« 





protected outlets. Called Shieldall, 
the awnings are custom-made or 
furnished in 42, 52 and 56 in. 
widths, in blue, red or green with 
white stripes. Youngstown Indus- 
tries, Inc., 710 S. State St., Girard, 
Ohio. 





Winter Air Conditioner 


This winter air conditioner, 
Model 4000 Superfex, is rated at 
110,000 BTU, and features a saddle- 
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Don’t put off ordering gloves until it’s time for your 
Customers to start putting them on! Get the jump on 
Jack Frost and competition by stocking up now! You'll 
feature the Boss line, of course . . . because Boss is 
the best known name in work gloves... and because 
it’s the line that offers a pattern, wrist or cuff style for 
every job requirement! For pictures of the complete line, 
and helpful display and selling hints, ask your jobber or 


send the coupon below. 


Send Coupon for Free Dealer Helps 


The Boss Manufacturing Company, Dept. HA-8 
Kewanee, Illinois 


Gentlemen: Please send me illustrated Catalog, Admat Selector 
Sheet, and picture folder “How to Sell More Work Gloves.” 


NAME_ a 
ADDRESS_ ieee 
, SS eee 


ee 











WHAT'S NEW 








type high pressure oil burner with 
rubber-mounted 
noiseless operation. 
two-speed blower. 


There is a 
The burner is 





fully enclosed, finished in silver- 
tone brown baked enamel, and will 
heat a six or eight room dwelling. 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 





Zipper Fixer 


This easy-to-use tool, called Zip- 
Fix, is for the repair of broken or 
jammed zippers, right on the gar- 
ment. Each tool is_ individually 
boxed, complete with two replace- 
ment zipper sliders and instruc- 
tions. One end of Zip-Fix is for 
large zippers and the other for 
standard size zippers. A display 





carton holds 36. Suggested retail 
price: 79¢ each. Zip-Fix Corp., 150 
Broadway, New York City 38. 





Plastic Hangers 


These new clothes hooks are 
covered with Vinylite resin plas- 
tisol so that clothes will not slip 
off. The non-skid coating will not 
chip or rust, and is durable and 


102 


components for 


resistant to abrasion and wear. 
There are sharp gimlet points so 





i ee a ee 


that hooks are easily screwed into 
doors, walls or closet moldings by 
hand. Approximate retail price: 
3 for 25¢. The Washburn Co.. 
Worcester 8, Mass. 





Paint Brush Cleaner 


This new paint brush and roller 
cleaner, called Process 33, works in 
less than a minute, and allows 
brushes and rollers to be stored dry, 
remaining soft and flexible. It 
makes possible color-to-color paint- 
ing, and Process 33 can be used 
again and again. Safe for all types 
of brushes and rollers. With each 
12 qts. ordered, 24 3-0z. samples 
are offered free, and with each 12 
pts., 12 3-0z. samples are offered 
free. G. N. Coughlan Co., West 
Orange, N. J. 





Sponge Rubber Mat 


This new sponge rubber mat was 
designed to give housewives more 





comfort standing at the sink, range 
or ironing board. It is non-skid, 


non-slip, and has a tapered edge to 
prevent tripping. The texture re. 
sembles fine twist carpeting and 
measures 19x32 in. Easy to clean, 
and available in red, blue, green 
and gray. Retail price is approxi- 
mately $3.69. The Buxbaum Co,, 
Canton, Ohio. 





Practice Net 


This new golf practice net, called 
Cardo-Net, is designed for back- 
yard practice and requires no 





frames or pipes for hanging. It is 
814x714x5% ft., and made of heavy 
No. 21 twine with 1 sq. in. mesh, 
canvas bound. Bullseye target is 
heavy canvas. Carron Net Co. 
1633 17th St., Two Rivers, Wis. 





Jointer Safety Device 


This new jointer safety device 
is a system of rollers that hold the 
stock securely against jointer table 
and fence without the use of the 
operator’s hands. It operates on the 
same principle and follows auto- 
matically the established sequence 





of hand jointing. The vertical ad- 
justment can be set for stock from 
0 to 9 in. thick, and the horizontal 
adjustment can be set anywhere on 
the table as desired.*Duro Metal 
Products Co., 2654 N. Kildare Ave, 
Chicago 89, IIl. 
(Resume reading on page 13) 
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TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
tions on painting. Write on letter- 
head to: Baker Brush Co., Inc., 83 
Grand St., New York City 13. 





Food Chopper Display 


This new Universal Tab-L-Top 
Food Chopper merchandiser re- 
quires only 20x10x19 in. of counter 
space, and is made of heavy card- 


yniversat 


Yow 
TAB- 


L- TOP 





board. It is lithographed in four 
colors, and a solid platform clearly 
shows the “no clamp” feature of 
the chopper. Landers, Frary. & 
Clark, New Britain, Conn. 





Gas Range Display 

This portable demonstration 
unit has the caption, “Caloric 
proves gas flame broiling consumes 
cooking vapors,” and shows what 


GAS FLAME BROILING 
CONSUMES COOKING VAPORS 


~ 


’ 





happens in a gas range broiler. 
There is a porcelain enameled 
cabinet, 18x10x12 in., high vented 
at the top and with a glass window 
giving view to a section of broiler 
burners. Dealer cost; $15 f.o.b. 
Caloric Stove Corp., 720 Widener 
Bldg., Philadelphia 7, Pa. 
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Asbestos Paper Rolls 


There are eighteen 12-ft. rolls, 
18 in. wide, of asbestos paper, for 
easy dealer handling, packed in a 
shipping carton that is quickly 











converted into an attractive display 
earton. Lettering on the carton 
tells some of the “101 uses” for 
asbestos in the home. Sall Mountain 
Co., Hamilton, Ohio. 





Roaster Oven Display 


This roaster oven display fea- 
tures cool summer cooking, and fits 
compactly around the oven. The 
full color, three-piece display car- 
ries the messages, “Cooks the food, 





not the cook!” and “Cool outside 
—800 degrees hotter inside.” An 
ad display booklet accompanies 
each display package. Westing- 
house Electric Appliance Division, 
Mansfield, Ohio. 





Saw Set Display 


This new saw set display unit, 
No. 40A, has a sturdy metal back 
printed in red and black, and is set 
in a natural-finish solid wood base. 
It shows a complete price range of 
four different saw sets, including 











BRAND 


WEATEERCAA 








Available in quarts, one-gallon 
and five-galion cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (lilustrated). 


PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


| PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


| 








For Building Materials of Superior Quality, it’s 


PECORA 


Pp C- 
INT company. ™ 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installc 

tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. ..Roof Coatings... Industrial Paints and Finishes 
a , 





REEVE DISPLAY EQUIPMENT 


Sells MORE for YOU 









YW" OG 


Shelf and Counter. 











A / y % 
V4 GY, 
Yi Silda 
Y Immediate shipment at low 


prices on uniform straight edge 
glass, both long edges polished 
and ends seamed.-All standard 
sizes and lengths of counter, 
shelf and bin glass. 


Yt, 4, tif 4 


7% f7 


SN 











Send for 
Price list and Sizes 
carried in our 


NEW CATALOG 


<a Send for it today! Hundreds of new 
improved items from ticket hold- 







< 
SG 


ers to large island display units, 





REEVE COMPANY 


Serving America’s Retailers since 1913" 


2220S. Grand Ave. Los Angeles 7, Calif 


103 











TO HELP YOU SELL 








No. 422 with plier grip, and No. 
442, all steel, No. 482, and the new 
and improved No. 42, all with pistol 
grip. Display requires only 712x514 






71 
in. of counter space, and is free 
with each unit containing the four 
saw sets. Stanley Tools, New Bri- 


tain, Conn. 





Power Saw Display 


This new counter and window 
display for merchandising Lectro- 
Saws is offered free of charge. 
Made of cardboard in orange, yel- 
low and black, the display has a 
shelf on which 6 or 8 in. heavy-duty 
Lectro-Saws can rest safely. Lectro- 


CARPE NTERS 
BUILDERS 


Blades are pictured and described 
on the display. Unit is 2414x8x23 
in. Black & Decker Mfg. Co., Tow- 
son 4, Md. 





Lawn Seed Package 


Available for the fall planting 
season is this combination of lawn 
seed and special fertilizers in one 
package. Called reddi-Gro, it is de- 
signed to repair and beautify exist- 
ing lawns. Fertilizers are of non- 
burning organic type, harmless to 
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grass and seed. Large, colorful 
reddi-Gro package is self-dispen- 
sing and retails at $1.89. reddi- 
Products, 1500 W. 31 St., Minne- 
apolis 8, Minn. 





Glassware Promotion 


This American Glassware Jubi- 
lee promotion is for table, kitchen 
and cooking glassware, and mer- 
chandising aids will be available 
free for use in connection with the 
Jubilee, October 7-13. There is an 
11x20 in. scroll-type, self-easel dis- 
play, finished on varnished stock 
and printed in red, white and blue. 


WAR 


JUBILEE 


OcT. 7-13 











B26 - AMERICAS OLD MODERN IND “ 
Other aids include pennants, ad 
mats, window and counter display 
suggestions. American Glassware 
Jubilee, Room 1508, 247 Park Ave., 
New York City 17. 





Cutlery Set Deal 


During the month of August, a 
free Burns kitchen cutlery or steak 
knife set is offered to dealers with 
the purchase of 11 similar sets. 
This offer applies to all sets in the 
Burns line of serrated edged cut- 
lery. The Burns Mfg. Co., 1208 E. 
Water St., Syracuse, N. Y. 





Fish Lure Display 


Flourescent yellow on this dark 
blue counter display states that 
Williams 24K gold plated or silver 
plated lures will catch more fish, 
or the company will refund the 
money. One display has five sizes 
of Williams Wablers and two larger 
Williams Comet. Retail value: 
$11.55. The other display (shown 


herewith) has five sizes of Williams 
Wablers, a Nipigon Cockatouch, a 
Fire-fly Bassette, and a small and 
large Firefly spinner. Retail value 


$11.70. All lures have 3-hook plas- 
tic scabbards. 


guaranteed to aith mor fi 


your. 
wlaled with 


Display unit is free 


MONEY BACK 


Ld 
MTA aS 


with a purchase of each selection. 
Williams Gold Refining Co., Inc., 
2978 Main St., Buffalo 14, N. Y. 








Hunting Posters 


These 11x14 in. hunting posters 
are printed in three colors, and 
come with easel and hanging de- 
vice. They are offered free, in reas- 
onable quantities, to the sporting 
goods dealer, gun clubs, conserva- 
tion groups, farm associations, and 
other interested groups. The sub- 
jects pictured are: Prevent Forest 
Fires; Your Friend, the Game 





Warden; The Hunter’s Best 
Friend; and Join a Gun Club. O. F. 


Mossberg & Sons, Inc., 181 St. 
John St., New Haven, Conn. 





Hose Display 


This new garden hose display 
will hold 18 50-ft. lengths of San- 
dee Feather-Lite plastic garden 
hoses. The sturdy wooden stand is 
18x22 in. at the base, and under 5 
ft. high. Special new slot fittings 
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make it easy to assemble or take 
apart. Dealer cost $4.00. A 50-ft. 
coil of hose, at a savings of $5.40 
from the retail price, is available 





to a dealer with the purchase of a 
display unit. Sandee Mfg. Co., 
5050 Foster Ave., Chicago, IIl. 





Solder Brochure 


This black and yellow 36-page 
booklet describes the nature, prop- 
erties, and uses of solder. There 
are a number of illustrations and 
photographs, and specifications and 
technical data charts. Selection of 
the proper solder is explained. 
Available upon request from 
Federated Metals Div., American 
Smelting & Refining Co., 120 Broad 
way, New York City. 





Plier Aid Book 


This booklet, entitled “First Aid 
for Pliers,” tells how to get worn 
and damaged pliers back into use- 





ful shape. Troubles found in long- 
used pliers, such as rust, loose or 
tight joints, bent jaws, etc., are 
dealt with in picture, diagram and 
how-to-fix-it detail. Copies are of- 
fered free to interested groups. 
Utica Drop Forge & Tool Corp., 
2415 Whiteboro St., Utica 4, N. Y. 
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Linseed Oil Display 


This new Miracle Film display 
is for Archer Pol-mer-ik linseed oil. 
It shows illustrations of use of the 
oil for painting, protecting, and 
polishing. This is part of the na- 








tional advertising campaign stress- 
ing 101 uses for Pol-mer-ik linseed 
oil. Archer, Daniels, Midland Co., 
600 Roanoke Bldg., Minneapolis. 





Firearms Record 


This booklet is offered free as a 
firearms sales record for dealers. 
There is space for entering sales of 
firearms, and a number of questions 
are answered about the Federal 
Firearms Act. Remington guns 
and dealer aids are also pictured in 
the booklet. Trade Sales Promotion 
Div., Remington Arms Co., Inc., 
Bridgeport, Conn. 





Hack Saw Blade Display 


This new package of Great Neck 
HS100 assortment of flexible tung- 
sten alloy tool steel hack saw blades 
is a counter display containing 100 
blades. There are 10 12-in., 32 pt.; 
30 12-in., 24 pt.; 10 12-in., 18 pt.; 
10 10-in., 32 pt.; 30 10-in., 24 pt.; 





and 10 10-in., 18 pt. Refills of one 
size are available in the standard 
packaging of 100 blades. Great Neck 
Saw Mfrs., Inc., Mineola, N. Y. 
(Resume reading on page 14) 





SELL WHIZ & ZIP 
COMPLETELY 


Packaged 


Buch BARROWS 


Take a iip from 
hundreds of retail- 
“$ ers who 
*“*never 
. handied bar- 
» vows’ be- 
fore and get 
full details on 
these completely 
packaged, fast sell- 
ing, profit builders 


SAVES SPACE 









The unprecedented-demand for 
both the WHIZ & ZIP has made 


it impossible for us to fill our dis- 


tributors’ orders completely. How- 
ever, we are doing our best to 
supply 
write to us for 

gre Load 5, 


WHIZ & ZIP c Me 


e 


everyone equitably, so 


literature and 
contact your 
jobber for a- 
vailability in- 
formation 


BUCH MFG. CO. + ELIZABETHTOWN, 
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Cif CHAIN 























INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised ...known 
and preferred by chain users in every type of business. 


LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 
a ee 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


a oe oe oe 


LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT. 
coooocooocrr 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


RAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


FF eS 


NEW Y 


aK 


41CAG 
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JOHN KLINE, oldest 
employee of the Buch Mfg. 
Co., Elizabethtown, Pa., 
makers of wheelbarrows 
and other steel products, 
has only missed two weeks 
of work, due to illness, 
since he joined the com- 
pany 53 years ago. Mr. 
Harvey Buch, who hired 
Mr. Kline, was in attend- 
ance at a company dinner 
given in Mr. Kline’s honor, 
on June 22. Mr. Kline, 
who is now head of the 
welding department, first 
worked as a moulder’s helper which involved 
hauling materials by wheelbarrow up an incline 
to the cupola. The work day was ten hours and 
the wages were 714 cents per hour. After the com- 
pany dinner, Mr. and Mrs. Kline left for the sea- 
shore on an extended vacation, as guests of the firm. 


JOHN KLINE 


ARTHUR L. WEIH- 
BRECHT, more familiarly 
known as “Sandy Y” by 
hundreds of hardware 








men in the large territory 
he covers as a salesman of 
the Pritzlaff Hardware 
Co., Milwaukee, was given 
a surprise party, June 28, 
in celebration of his 50th 
anniversary with the Mil- 
waukee wholesale firm. 
The party was attended by 
104 persons, representing 
60 different hardware con- 
cerns with whom he has 


ARTHUR L. WEIHBRECHT 
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contact. Mr. Weihbrecht joined the company in 
1901 and spent the first 10 years in Milwaukee. 
Then he became a salesman on the road, operating 
out of Cedar Rapids, Iowa. In 1925 he moved to 
his present home at Watertown, Wis. Very con- 
genial, Sandy Y always has a good story and 
brightens up all the stores he enters. The com- 
pany presented him with a 20-in. TV console set, 
and the dealers on whom he calls gave him a 21- 
jewel wrist watch. He also received a bottle of 
Hadacol, buried in a keg of nails. Mrs. Weihbrecht 
was a former employee of the Pritzlaff Co. 


CARL G. LINDQUIST, 
chairman of the board of 
the Lindquist Hardware 
Co., Bridgeport, Conn., 
started his hardware ca- 
reer on Feb. 22, 1893, 
when he started as a 
handyman for the late C. 
W. Hawley, who later sold 
his business to Mr. Lind- 
quist and two other sales- 
clerks. He was vice presi- 
dent in charge of sales 
and purchasing until 1920 
when he resigned to form 
his own company. He 
served as president and treasurer of this corpora- 
tion until 1949, when he turned the leadership 
over to his nephew, A. George Lindquist. Mr. Lind- 
quist held the post of fire commissioner of the 
city of Bridgeport. He is a 32nd degree Mason, a 
Shriner, a member of the Odd Fellows and the 
Kiwanis Club. Gardening, traveling and reading 
are his favorite diversions. Mr. Lindquist will 
celebrate his 80th birthday on Jan. 16, 1952. 





CARL G. LINDQUIST 


FRED RUHLING dates 
his hardware career back 
to 1889 when he came into 
his father’s hardware 
store at 1315 N. Clark St., 
Chicago, which store is 
now being operated by one 
of his sons, Kenneth. 
Another son, Richard, is a 
manufacturer’s represen- 
tative. Mr. Ruhling was 
one of the organizers of 
the old Northwest Hard- 
ware Association which is 
now the Chicago Retail 
Hardware Association, 
and the Illinois Retail Hardware Association. He 
was treasurer of both the Chicago R.H.A. and the 
Illinois R.H.A. and has attended every Iilinois 
convention. Mr. and Mrs. Ruhling celebrated their 
golden wedding anniversary on June 10. They re- 
side at 7641 Kenton Ave., Skokie, IIl. 


FRED RUHLING 
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DIAMOND 


Va 
DIAMALLOY TOOLS 


Diamalloy 
SLIP 
JOINT 
PLIERS 


Drop forged of fin- 
est Diamalloy steel, 
slip joint style with 
special drilled wire 
cutting feature. 
Nickel chrome 
plated. 





Diamalloy 

FEATHER- 

WEIGHT 
ADJUSTABLE 
WRENCHES 


Drop forged from 
our special analys!s 
alloy steel. Light 
In weight and have 
great strength. 





Diamalloy 
METAL 
CUTTING 
SNIPS 


Drop forged of spe- 
cial analysis tool 
steel, heat treated 
and tempered to 
extreme toughness. 
Serres, edges 
hardened by elec- 
tronic process, mak- 
ing them exception- 
ally hard and long 
wearing. 





DIAMOND CALK HORSESHOE CO. 


4622 GRAND DULUTH 
AVENUE MINN. 


Manufacturers of the World's Finest Tools e 
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Pisto-Grip BLOW TORCHES 





2 

« 

‘ Features new, safe PistoGrip Handle. Drawn 
~ - steel tank has brazed inserts and electrically 
=e seamed bottom. Wall blow-proof pump adds 

ei ag KETTLES . safety. Available in brass or steel. 

FIRE POTS 

SOLDERS > . 

solves gt Electric PAINT SCRAPER 

+ 

OILERS ‘“ The outstanding electric paint scraper on the 

OIL CARRIERS ‘ market. Develops 225 watts, has razor sharp 
scraper blade, and replaceable elements. It 

paciesteand - sells on sight. Write today for com- 






plete catalog. 


MANUFACTURING CO. 
Grove City, Pa. 


7 Washington 


NEWS and Views 
(Continued from page 10) 





of price-cutting on small retailers 
because “this price war has all but 
died out.” 

Only 825 out of 77,241 stores in 
43 of 123 trading centers in the 
nation set prices on one or more 
items below the resale price ree- 
ommended set by the manufac- 
turer, Sparkman states. 

Meanwhile, the Department of 
Justice has threatened a “prompt 
and vigorous” campaign against 
any one who attempts to force cut- 
rate merchants to raise their 
prices. It is especially important 
during these times of high prices 
and inflationary pressure for the 
public to support the Government 
in preventing price-fixing, the De- 
partment says. 

OUTLOOK—Justice Department 
Opposition to Fair Trade Laws 
will continue to force Congress to 
drag its heels on the subject until 
small retailers begin to get hurt. 
Only then will the lawmakers take 
action—unless owners of small 








stores explain the facts to their 
representatives. 


More Nails and Fence 
To Go for Defense Needs 


Manufacturers of nails and sta- 
ples, barbed and twisted wire, wire 
fence, and wire mesh will have to 
set aside more of their output for 
defense purposes. 

Set-asides are to be planned on 
the basis of production in Septem- 
ber and subsequent months. Gov- 
ernment regulations now require 
that 95 per cent of the production 
of these products, plus reinforcing 
bars, be reserved. 


See No Need for 
Oil Rationing 

Government oil experts say they 
see no need to ration any oil prod- 
ucts this winter. 

They predict there will be a 
“tight situation” with regard to 
fuel oil, but believe there will be 
sufficient quantities of all other 
petroleum products to take care of 
all consumers. 

Steel for pipelines and well-drill- 
ing continues to be a problem for 
oil refiners and distributors, but 
Officials believe this situation will 
be corrected within several months. 

(Resume reading on page 11) 
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How P&e 
merchandising 
helps you do 

Better Job 


R-150 setts circles AROUND ‘ 
ANY DISPLAY YOU EVER SAW 


Flashing beacon catches the eye. 

Rotates at finger touch. 

Self-service — tools are easy to reach. 
Sells 150 most-wanted P&C quality tools. 
More sales on smaller stock. 

Doubles and triples your turnover. 


Write today for new folder on R-150 


Our efficient, salesmaking displays make money for every dealer 

who takes advantage of their exclusive features. Yet we expect 
P&C displays to do much more than just help you sell mere tools. 
We advertise and produce “The BEST tools money can buy”. 
tools you will be proud to recommend. And we’re on the job 
with the merchandising ideas that make P&C “the Profit line”. 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover and profits on these fast-moving, 
profitable tools. 
@ Clearly marked prices save time for your 
salespeople. 
1 @ Total sales increase, because P&C displays 


draw traffic to your tool department, sug- 
gest tools your customers need. 


RS EMRE REESE * They save valuable space. Tools in a 
. 32” diameter space on the R-150 would 
take at least 121 ft. of wall on a 
panel 18” wide. 


Mm Ask your distributor salesman 
to show you how P&C can help 
your tool department make 
more money. 


P&C HAND FORGED 
TOOL COMPANY 


PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 








MR. HARDWARE 


SPECIALTY MANUFACTURER 


If your product needs a new approach, new pack- 
aging, or a streamlined sales programme we can 
We cover the trade throughout the 
Mid-West and will consider representing a firm 
who has a product of merit. Tell us your prob- || 
lems and we will honestly tell you what we can 


supply it. 


do for you. 


Write: GIBRALTAR CORPORATION 


333 No. Michigan Ave., Chicago 1, Ill. 





‘** TOP SPOT ”’ 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out... 


leaves safe, smooth edge. Precision built. 
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EDLUND 


JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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New Controls Program 
Protects Margins and 
Eases Credit Curbs 


It is apparent, as this issue goes 
to press, that President Truman 
will get his controls but not the 
stringent ones he had been stump- 
ing for. Congress, more impressed 
by the protests of business men 
than by the President’s demands 
for strong legislation to buttress 
his anti-inflation program, has 
written a new Defense Production 
Act which should prove less bur- 
densome. 

Retailers and wholesalers can 
look to relief from cost absorption, 
a favorite OPS principle, and con- 
sumers and retailers, both, get a 
relaxed Regulation W. Also writ- 
ten into the new control order are 
limitations on price rollbacks. 

Instead of cost absorption, cus- 
tomary margins are to be main- 
tained for groups of retailers and 
groups of wholesalers rather than 
for individual sellers as first passed 
by the House. The anti-rollback 
provision protects prices of those 
who have added necessary direct 
and indirect costs to their pre-war 
prices but provides for rollbacks 
for real price gougers. Thus OPS 
will probably have to permit more 
price increases than it likes. 

On the credit front, Regulation 
W will have to be eased to permit 
down payments on major appli- 
ances to be reduced to 15 pct with 
18 months to pay. While the down 
payment, 15 pct, on house furnish- 
ings and floor coverings is to be un- 
changed, time payments may range 
up to 18 months. 

And, now that the long period 
of Congressional indecision is 
over, the postponed meetings of the 
Retail Industry Advisory Commit- 
tee and the Sub-committee of Small 
Merchants can be recalled and 
can get to work to iron out the 
wrinkles in price orders. 


Repairmen May Get 
Controlled Materials 


Repairmen who do work for 
persons who do not have and are 
not entitled to establish a quota 
under CMP Reg. No. 5, may now 
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obtain controlled materials and 
products under a new regulation, 
CMP Reg. No. 7. 

Under the new regulation, a re- 
pairman may buy repair parts and 
materials during the calendar 
quarter beginning July 1, and dur- 
ing each quarter thereafter, by 
using the allotment symbol RE on 
delivery orders for controlled ma- 
terials to the extent he actually 
requires such materials in doing 
maintenance and repair work for 
persons who do not have a quota 
under CMP 5. 

“Repairman” means any person 
in the business of providing main- 
tenance or making repairs com- 
mercially for other persons. 

It also includes repair shops 
owned by persons for whom the 
repair work is done if the person 
can segregate the purchases of 
his repair shop from his other 
purchases and if he employs at 
least one person at full time on 
maintenance and repair. 


Rubber Goods Makers 
Get Tailored Order 


Manufacturers of rubber prod- 
ucts will determine new ceiling 
prices by percentage adjustment 
of their base period prices, under 
a new OPS tailored regulation. 

Ceilings under the new regula- 
tion will be no higher than ceil- 
ings under GCPR, which froze 
prices last January, and in a num- 
ber of instahces anticipated the 
recent reduction in the price of 
crude rubber by the government 
from 66 to 52 cents. 

Industry advisory committees, 
representing manufacturers of 
several categories of rubber prod- 
ucts, waived, at this time, possible 
immediate increases in the inter- 
est of price stability. 


Handle Manufacturers 
Seek Tailored Orders 


Handle manufacturers have 
urged OPS to draft tailored pric- 
ing regulations for the hickory 
tool industry, and for the broom 
and mop-handle industry. 

Both are currently pricing under 
GCPR, and complain of being 
caught in an increasing squeeze. 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 


A. B. Hill Named to 


Small Dealers Group 


A. B. Hill, hardware dealer of 
Portsmouth, Va., was one of seven 
retailers appointed to a Small 
Merchants Subcommittee of the 
Retail Industry Advisory Commit- 
tee. 

Other members of the group, 
announced by Harold B. Wess, di- 
rector of the Consumer Goods 
Divisions, on July 9, are: C. A 
Allanson, Allanson’s Inc., Ithaca, 
N. Y.; Shelby D. Himes Bailey 
& Himes, Inc., Champaign, III; 
W. E. Williams, Williams Station- 
ery & Printing Corp., Boston; 
Mort Farr, National Appliance 
and Radio Co., Upper Darby, Pa.; 
Harold Short, Mecklenberg Shops, 
Charlotte, N. C., and E. L. Burks, 
Dallas, Tex. 

Mr. Wess stated the opinion of 
members of the Retail Industry 
Advisory Committee was that not 
enough consideration had _ been 
given to the effect of control regu- 
lations upon the small store 
keeper, and that a permanent sub- 
committee for small dealers shouid 
be a part of the whole committee’s 
organization. 


Fair Trade Procedure 
Outlined by OPS 


Procedures for handling appli- 
cations for fair trade pricing in 
the light of the recent Supreme 
Court decision in the case of 
Schwegmann Bros. v. Calvert Dis- 
tillers Corp. and Seagram Distil- 
lers Corp., were announced on 
July 12, by OPS. 

Under Supplementary Reg. 19 
to the General Ceiling Price Regu- 
lation, any wholesaler or retailer 
applying to the Director of Price 
Stabilization for permission to ad- 
just his ceilings on fair trade 
items must show: 

1. Either that his ceiling under 
GCPR is less than the minimum 
price at which he was lawfully re- 
quired to sell a commodity during 
the base period of Dec. 19, 1950, 
to Jan. 25, 1951, under the provi- 
sions of a state fair trade act; or 
that he has been permanently en- 
joined by a court from selling the 


HARDWARE AGE, AUGUST 9, 1951 





commodity 
trade price 
9. That t 
erally sold 
during the 
no lower th 
within his 
Under th 
Court Deci 
plicant wor 
1. That 
signed a fa 
contract; ¢ 
2. That 
agreement 
trastate r 
commerce 
trade act 
signers as” 
notice to « 


Farm E 


Reques: 


The Far 
Advisory ( 
with OPS, 
a speciall 
encompass 
equipment 
ment, and 
regulation 
centage fr 
turers’ pri 


Zinc Ni 
Compl 


Slab zir 
der comp] 
Aug. 1, in 
able supp 
the defen: 
ian produc 

Princip: 
ing or ru 
tubes an 
pole-line | 
screws, et 


Propos 
Plumbi 


A prop 
plumbing 
report iss 
the Dept. 
Home Fir 

If adop 
serve du 
gency to 
and mate 
permanen 
cities rec 
materials 
nections 1 
proposed 

Present 
to 700 ite 


HARDWA! 


od to 
Group 


re dealer of 
one of seven 
to a Small 
ittee of the 
sory Commit- 


' the group, 
B. Wess, di- 
umer Goods 
are: Co 
Inc., Ithaca, 
‘imes Bailey 
npaign, III; 
ams Station- 
‘p., Boston; 
1 Appliance 
Darby, Pa.; 
iberg Shops, 
E. L. Burks, 


e opinion of 
ail Industry 
vas that not 

had been 
ontrol regu- 
mall store 
manent sub- 
alers shouid 
committee's 


edure 
Ss 

dling appli- 
- pricing in 
nt Supreme 
ne case of 
Calvert Dis- 
‘ram Distil- 
1ounced on 


ry Reg. 19 
Price Regu- 
or retailer 
or of Price 
ssion to ad- 
fair trade 


iling under 
e minimum 
awfully re- 
dity during 
ec. 19, 1950, 
the provi- 
ade act; or 
anently en- 
selling the 


ST 9, 1951 


commodity below a minimum fair 
trade price; and 

9. That the commodity was gen- 
erally sold at retail or wholesale 
during the base period at prices 
no lower than such minimum price 
within his locality. 

Under the terms of the Supreme 
Court Decision, OPS says an ap- 
plicant would now have to show: 

1. That he himself actually 
signed a fair trade minimum price 
contract; or 

2. That the basic fair trade 
agreement was entered into in in- 
trastate rather than interstate 
commerce and that the state fair 
trade act involved required non- 
signers as well as signers who had 
notice to comply. 


Farm Equipment Trade 
Requests New Order 


The Farm Equipment Retailers 
Advisory Committee, at a meeting 
with OPS, July 19, recommended 
a specially designed regulation 
encompassing parts and_ used 
equipment, as well as new equip- 
ment, and based on the old OPS 
regulation which provided a per- 
centage markup over manufac- 
turers’ price lists. 


Zinc Now Under 
Complete Allocation 


Slab zinc has been ordered un- 
der complete allocation beginning 
Aug. 1, in a move to channel avail- 
able supplies more effectively to 
the defense program and to civil- 
ian production. 

Principal uses are for galvaniz- 
ing or rustproofing sheets, wire, 
tubes and pipes, building and 
pole-line hardware, chains, bolts, 
screws, etc. 


Proposed National 
Plumbing Code Issued 


A proposed permanent national 
plumbing code is included in a 
report issued jointly by the NPA, 
the Dept. of Commerce and the 
Home Finance Agency. 

If adopted, the new code would 
serve during the present emer- 
gency to conserve scarce metals 
and materials as well as assure 
permanent conservation. Many 
cities require 40 to 50 pct more 
materials in their plumbing con- 
nections than is called for in the 
proposed code. 

Present codes also call for 600 
to 700 items of cast iron pipe, for 
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example, while the suggested code, | 


by standardization and simplifica- 
tion, reduces these to from 200 to 
300 items. 












| a | < No. 1 V6 


ey Victor Stop Loss 


—prevents wring 
offs. For muskrat, 
skunk and mink, Jaw 
spread, 4°’. Also 
No. 1% VG—jaw 
spread 4%"’. 


OPS Forms Committee 
Of Mower Producers 


A lawn mower manufacturers’ 
industry advisory committee has 
recently been named by OPS, but | , 
no date has been set for its first No. 2 Victor 
meeting. Members of the commit- ar Spring , 
tee are: —for fox ef 


nutria. Jaw spread, 
W. C. Davis, Jr., secretary-trea- | °%”. Also No. 1% 


4 HA and No. 1% D 
surer, G. W. Davis Corp., Rich- | (Double Jow)—jow 
spread, 4%"’. 


mond, Ind.; W. S. Butterfield, sec- 
retary-treasurer, Yardman, Inc., | 
Jackson, Mich.; C. Neal Turner, | 
president, Eclipse Lawn Mower | 
Co., Prophetstown, Ill.; D. M. Lilly, 

president, Toro Mfg. Corp., Minne- 

apolis, Minn.; A. W. Schenk, sales | 
manager, Savage Arms Corp., lawn 

mower division, Chicopee Falls, 

Mass.; M. J. Walker, vice-president, | 
Jacobsen Mfg. Co., Racine, Wis.; | 
G. W. Lockwood, products manager, 
Pennsylvania Lawn Mower Divi- 
sion, American Chain & Cable 
Co., Camden, N. J.; Sam Briggs, 
vice-president, Lawn Mower Divi- 
sion, Reo Motors, Inc., Lansing, 
Mich.; T. Bowring Woodbury, pres- 
ident, Air Capitol Manufacturers, 
Inc., Wichita, Kan., and M. S. 
Ramsey, president, Moto- Mower 
Co., Detroit, Mich. 


the PROFIT LINE 
of TRAPS... 





Brush Makers May 
Use Shorter Bristles 


An action which is expected to 
help importers and some smaller 
makers of brushes was taken by 
NPA, on July 3. It permits use of | 
2%, in. bristles in the manufacture 
of all types of brushes, but in | 
painters’ brushes bristles must be | 
mixed with 30 pct filler by weight. 

Defense -rated orders (DO’s) | 
will no longer be required for | 
manufacturers’ sale and delivery 
of brushes containing bristles not 
longer than 234 in. 

Under M-18, as amended March | 
30, 1951, NPA controlled bristles, | ~ ar aan ami 
beginning at a minimum length spread, 454'’. Other Oneida Jump 
of 2% in., to conserve the small | ae ea 
supply of long Chinese bristles < Quick Dry Fur Frame 
for defense use. —adijustable. Three sizes available. 

The new ruling is not expected 
to affect the brush market because | 
retail stocks of bristle brushes of 
all sizes are at a high level. Con- 
sidered with synthetic bristle 
brush supplies, stocks appear suf- ANIMAL TRAP COMPANY OF AMERICA 
ficient to meet civilian needs. Lititz, Pa. * Pascagoula, Miss. 





A No. 1 Oneida Jump 


@ These are just a few of the 
available types of Victor, 
Oneida and edna traps. 
For a full profit, order a com- 
plete assortment from your 
wholesaler. 
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Wells and Shiels Named Vice- 
Presidents Of Joseph Breck 


Clarence H. Wells and 
James Shiels have been ap- 
pointed vice-presidents of 





CLARENCE H. WELLS 


Joseph Breck & Sons Corp., 
wholesaler, 401 Summer St., 
Boston 10, Mass., by a vote 
of the board of directors. 
Mr. Wells entered the 
accounting department of 
Breck’s in 1935, and served 


as assistant treasurer before 
his election as treasurer and 
director. Mr. Shiels, former 
head of the seed department, 


joined the company in 1932. 


He managed a Breck’s retail 
store, and has been, instru- 
mental in developing the 
firm’s line of seeds, packaged 
garden seeds and fertilizers. 





JAMES SHIELS 








Appoint Sales Manager 
For Toro Subsidiary 


Ben Reemelin has _ been 
named sales manager for 
Coldwell-Philadelphia, a sub- 
sidiary of Toro Mfg. Corp., 
maker of power lawn mowers, 
3042 Snelling Ave., Minne- 
apolis, Minn. Mr. Reemelin 
was formerly in charge of 
dealer sales for Toro, having 
been with the company since 
1946. 


Phoenix Toy Fair First 
Shown on Colored TV 


Coloramic television was 
the highlight of the Phoenix 
Hardware Co.’s Toy and 
Hardware Show, held re- 
cently in the Colonial, Fiesta 
and Saratoga Rooms of the 
Westward Ho Hotel, Phoenix, 
Ariz. The complete toy show 
was televised for 45 minutes, 
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using the Coloramic attach- 
ment on Majestic televisjon 
sets, for which the company 
is local distributor. Toys on 
display at the show were ex- 
plained and demonstrated on 
the program. 

Children of the Arizona 
Convalescent Home for Crip- 
pled Children were guests of 
Phoenix Hardware, and re- 
ceived toys exhibited at the 
show. 


Industrial Supply Meet 
Names 1952 Dates 


Dates for the annual In- 
dustrial Supply Convention 
have been set for May 19 to 
21, 1952. A conference booth 
program will again be held in 
the Atlantic City Auditorium. 

The convention is spon- 
sored jointly by the Amer- 
ican Supply & Machinery 


Manufacturers’ Assn., the 
National Supply & Machin- 
ery Distributors’ Associa- 
tion, and the Southern Supply 
& Machinery Distributors’ 
Association. 

The three associations have 
also announced that the 1953 
convention will be held at the 
Navy Pier, Chicago, the week 
of May 24. 


Eagle Paint & Varnish 
Changes Its Name 


The Eagle Paint & Varnish 
Works, Inc., Fifth St., Long 
Island City 1, N. Y., has 
changed its name to Eagle 
Paint & Varnish Corp. The 
change was made to better 
coordinate its corporate 
identification with that of 
products sold under the 
Eagle brand name. 








Plymouth Rubber Moves 
New York Office 


The New York office of 
Plymouth Rubber Co., Inc., 
Canton, Mass., has been 
moved from 10 W. 88 St., 
to 267 Fifth Ave. The new 
headquarters are larger and 
enable a greater display of 
merchandise than the old 
offices. 


Form New Housewares 
Distribution Corp. 


Housewares, Inc., a cor- 
poration for the distribution 





W. HAROLD SOWERS 


of all types of housewares 
through hardware, variety 
and other stores, in North 
and South Carolina, has 
been formed in Charlotte, 
N. C. W. Harold Sowers, 
formerly district representa- 
tive of Corning Glass, has 
been named manager of the 
new firm and will develop 4 
wholesale houseware busi- 
ness. 

The incorporators are 
R. L. Chapman, E. H. Wil 
helm, R. A. Harkey, and 
R. L. Chapman, Jr. 








Largest Pre-Registration of Buyers for 
1951 National Hardware Show in History 


Prospects of the largest 
attendance of buyers at the 
1951 National Hardware 
Show, opening on Oct. 8 for 
five days in Grand Central 
Palace, are indicated by the 
greatest buyer pre-registra- 
tion in the history of the 
Show. 

Already 95 pct. of avail- 
able space has been taken, 
and an unusually large num- 
ber of new products will be 
introduced to the trade. A 
survey made among the 
Show’s 650 exhibitors indi- 
cates that new package pres- 
entations will be stressed and 
new merchandising plans 


created for distributors. 

Foreign buyer registra- 
tion, which has been increas- 
ing each year, is also eX 
pected to be far greater this 
year than ever before. 





Mine Supply Co. Moves 


Mine & Smelter Supply 
Co., Albuquerque, N. Mex» 
has moved from 410 San 
Francisco St., to new offices 
and warehouse building at 
1515 N. 11 St. With the ad- 
ditional warehouse space, the 
firm plans considerable ex 
pansion, according to R. 8. 
Beard, general manager. 
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“Farm Tarp" Trade Mark 
Registered by Wenzel 


H. Wenzel Tent & Duck 
Co, St. Louis, Mo., manu- 


facturer of Eagle Farm 
Tarps, has been granted 
registration of the trade 


mark “Farm Tarp,” for the 
company’s brand of tar- 
paulins for the rural mar- 
ket. For the added protec- 
tion of Eagle dealers, a 
patent has been obtained on 
the special construction used 


in Eagle Farm Tarps and 
Truck Tarps. 





Oklahoma City Hard- 
ware Changes Name 


Oklahoma City Hardware 
Co., Inc., 25 E. California 
St., Oklahoma City 1, Okla., 
one of the state’s oldest hard- 
ware wholesalers, has offi- 
cially changed its corporate 
name to Oklahoma Hardware 
Company. 








New Items, Aggressive Promotions Interest 
5000 Cautious Bayers at Atlantic City 


Buying activity at the 
Housewares Show at Atlan- 
tic City, July 9 to 13, was on 
a very moderate scale, with 
most of the 5000 buyers reg- 
istered for the. show display- 
ing a very cautious attitude. 
However, there was keen 
interest in new items that 
were reasonably priced and 
also in lines being backed 
with aggressive promotional 
plans. 

Held under the sponsor- 
ship of the National House- 
wares Manufacturers Associ- 
ation, this year’s show had 
more than 500 exhibitors 


using 800 booths, including 
about 50 first-time exhibi- 
tors. 

The reaction of most ex- 
hibitors at the show was 
that while buyers were being 
cautious in making commit- 
ments, there was a general 
feeling that merchandise 
made of metal is going to be 
considerably tighter late this 
fall and early next year than 
it is now. Hence there was 
a tendency to favor main- 
taining inventories on these 
items, while attempting to 
work other lines down from 

(Continued on page 116) 





Shown here is a birds-eye view of the main floor at the 
Atlantic City Housewares Show. 
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Gadsden Hardware Co. Names 
E. E. Gibbs Vice-President 


E. E. Gibbs has been ap- 
pointed to the position of 
vice-president and general 
manager of Gadsden Hard- 
wholesale hard- 


ware Co., 
ware firm, Gadsden, Ala. 
Mr. 


City, Tenn. 


director of the company. 


Gibbs, prior to his 
new appointment, was vice- 
president of Summers Hard- 
ware & Supply Co., Johnson 
Before that, he 
was associated with Wim- 
berly-Thomas Hardware Co., 
Birmingham, Ala., first as 
director of purchases and 
later as vice-president and 





E. E. GIBBS 








Pittsburgh Wholesalers 
Plan September Show 


From 3,000 to 4,000 dealers 
are expected to visit the 19th 
Merchandise Mart, at Syria 
Mosque, Monday through 
Thursday, Sept. 10-13, given 
by the Pittsburgh Wholesale 
Merchants _ Association, 
Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. Among 
the items on display will be 
new lines of hardware, house- 
wares, paint, lighting fix- 
tures, electric appliances and 
sporting goods. 

The show will be open to 
dealers only Monday through 


Wednesday. On Thursday the 


public will be invited to visit 
the show. 


Mitchell Made Cummins 





Tool Field Sales Head 


Robert E. Mitchell has 
been promoted to field sales 
manager of the Cummins 
Portable Tool Division of 
Cummins-Chicago Corp., 
4740 N. Ravenswood Ave., 
Chicago 40, Ill. He will take 
charge of sales training ac- 
tivities, execute company 
sales policies and programs 
for Cummins portable tool 
branch offices and distribu- 
tors throughout the country. 


Mr. Mitchell has been with 
Cummins-Chicago Corp. for 
two years, most recently as 


. 





ROBERT E. MITCHELL 


district sales manager. Prior 
to 1949, he was a sales rep- 
resentative for Independent 
Pneumatic Tool Corp. 





E. L. Bruce Promotes 


John C. Fleming has been 
named assistant advertising 
manager of E. L. Bruce Co., 
Memphis, Tenn. He replaces 
Friel Mullins, who has been 
transferred to the Terminix 
division. Mr. Fleming has 
been handling sales corres- 
pondence and special promo- 
tions for the flooring divi- 
sion of the Bruce Co. 
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New General Hardware Catalog Issued by 
Geo. Worthington for Faster Reference 


The Geo. Worthington Co., 
wholesaler at 802-832 St. 
Clair Ave., N. W., Cleveland 
1, Ohio, has announced the 





WILLIAM BELZ 


release of its new general 
hardware catalog, compiled 
under the supervision of Wil- 
liam Belz. In the effort to 


make the catalog a fast ref- 
erence medium, all unneces- 
sary item description was 
eliminated, and there are 
more than 500 less pages in 
the new catalog than in the 
previous issue. The catalog 
descriptions show only retail 
prices. A standard markup 
is used in arriving at these 
prices. Another feature is 
the inclusion of a supply of 
mail order forms in the 
front of the book. 

Mr. Belz, who has been do- 
ing catalog work for Worth- 
ington for 40 years, is one of 
the oldest men in point of 
service in the industry. When 
he first began making cata- 
logs for the company, it was 
necessary for him _ person- 
ally to take the measure- 
ments of each item included 
in the catalog. 








Ray-O-Vac Announces 
Sales Staff Changes 


G. R. Van Aartsen has 
been appointed by Ray-O- 
Vac Co., 212 E. Washington 
Ave., Madison, Wis., as dis- 
trict manager for Michigan, 
northern Indiana, and north- 
western Ohio. He will make 
his headquarters in Grand 
Rapids, Mich. Ed Caragher 
has been transferred from 
the company’s western New 
York sales territory to west- 
ern Pennsylvania, and his 
headquarters are located in 
Pittsburgh. 





Hager Hinge Opens New 
Office in California 


C. Hager & Sons Hinge 
Mfg. Co., has opened offices 
in the Tildon Sales Bldg., 
San Francisco, Calif., in 
order to service Hager ac- 
counts in northern Califor- 
nia, Nevada, Utah and other 
west coast areas. F. E. Hay, 
Hager representative, will be 
in charge of the new San 
Francisco office located at 
420 Market St. 


Toro Purchases Plant 
From Mooers Company 


Toro Mfg. Corp., 3042 
Snelling Ave., Minneapolis, 
Minn., maker of power lawn 
mowers, has announced the 
purchase of a new plant at 
Windom, Minn., from the 
Mooers Co. The plant will go 
into operation for Toro in 
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the fall, when additions to 
the present building are com- 
pleted. 

The new site has a plant 
area of 20,000 sq. ft., ware- 
housing, and 6% acres of 
land, and is located on two 
principal state highways with 
railroad and power facilities. 
Assembly of reel type power 
lawn mowers and allied ma- 
chine tools will be handled 
at the new location in the 
future, instead of the home 
plant in Minneapolis. 


E. W. Ristau Appointed 
Head of Ohien-Bishop 


E. W. Ristau has been ap- 
pointed general manager of 








E. W. RISTAU 


the Ohlen-Bishop Mfg. Co., 
Columbus, Ohio. The com- 
pany is a recently acquired 
subsidiary of Rockwell Mfg. 
Co., Pittsburgh, Pa., and 
makes a varied line of saws 
and saw blades, supplement- 
ing the products of Rock- 


well’s Delta Power Tool di- 
vision. 

Mr. Ristau joined Skilsaw, 
Inc., in 1928 as a sales cor- 
respondent, later becoming a 
field salesman. In 1930 he 
moved to Black & Decker as 
industrial sales manager in 
the Chicago area, rejoining 
Skilsaw in 1932 as general 
sales manager. Four years 
later he was elected vice- 
president in charge of sales 
and advertising. In 1946 he 
became president of Aristo 
Power Tools, leaving in 1949 
to become vice-president in 
charge of sales for the Cum- 
mins Portable Tools division 
of Cummins-Chicago Corp. 





Moore Enameling Names 
Bonistall Sales Head 


John F, Bonistall has been 
appointed sales manager of 





JOHN F. BONISTALL 


Moore Enameling & Mfg. Co., 
West Lafayette, Ohio, maker 
of porcelain enameled ware. 

Prior to joining the firm, 
Mr. Bonistall was associated 
for three years with the Cap- 
itol Mfg & Supply Co. as 
sales manager and director 
of advertising. 





Belknap Hardware Will 
Distribute for Lowebco 


Belknap Hardware & Mfg. 
Co., 111 E. Main, Louisville 
1, Ky., has been named a 
national distributor for Wil- 
solve, a recently-developed 
organic solvent for the re- 
moval of varnish, shellac, 
wax or plastic from floors, 
manufactured by Lowebco, 
Inc., 1525 E. 53 St., Chicago 
15, Ill. 

Belknap will merchandise 
the product through its na- 
tional sales organization to 
retail hardware and paint 
dealers, builders’ supply 
dealers, mill supply houses, 
and other outlets throughout 
the country. 





Eckert Named Landers 
Division District Head 


E. J. Eckert has been ap- 
pointed district manager for 
the Home Laundry Equip- 





E. J. ECKERT 


ment division, Landers, 
Frary & Clark, New Britain, 
Conn. 

Mr. Eckert will be in 
charge of division sales in 
Cincinnati, Columbus, Day- 
ton and Youngstown, Ohio; 
Wheeling and Charleston, W. 
Va.; and Pittsburgh, Pa. 





Hoppe Firm Adds to 
Philadelphia Plant 


Frank C. Hoppe, presi- 
dent of Frank A. Hoppe, Inc., 
2314-A North 8th St., Phila- 
delphia, Pa., has announced 
the addition of two new 
wings to the company’s plant. 
The new units are of brick 
construction, and will provide 
more warehouse capacity and 
any additional manufactur- 
ing space that may be re- 
quired. 





Alumatic Corp. Opens 
Paterson Plant 


The Alumatic Corp. of 
America, Milwaukee, Wis. 
has announced the opening 
of a new assembly plant and 
warehouse at 105 State St., 
Paterson, N. J. This addi- 
tion makes it possible for 
window dealers and distrib- 
utors along the eastern sea- 
board to pick completely 
assembled combination win- 
dows. 





DuPont Manager Retires 


G. W. Sherin, sales man- 
ager of the Chemical Spe 
cialties Division of E. 
du Pont de Nemours & Co. 
Inc., Wilmington, Del., has 
retired after 26 years with 
the company. 
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Finished in famous TEMCO Porcelain 
Enamel, the “‘Lifetime’”’ Finish. 


Built by TEMCO, Gas Appliance 
Specialists for more than 30 years. 


Backed by experience gained in the 
manufacture of over a million gas 
heating units. 


Styled to attract customers, priced to 
sell them. 


America’s most complete line of Gas 
heaters. 
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William H. Cole & Sons Celebrates 
100 Years as Baltimore Wholesaler 


Celebrating 100 years as a 
hardware wholesaler this 
year, William H. Cole & Sons, 
40 S. Charles St., Baltimore, 
Md., commemorated the birth 
date of the company with an 
employee banquet held at the 
Emerson Hotel. Allston and 
Lloyd Vander Horst, grand- 
sons of the founder and pres- 
ent operators of the firm, cut 
the first slices of the large 
birthday cake, and presented 
several employees engraved 
gold watches for years of ser- 
vice ranging from 25 to 50 
years. 

The company was started 
as a partnership and has 
continued to operate as such, 
the ownership remaining 
within one family. Mrs. Elias 


Vander Horst, daughter of 
the founder, still survives but 
is not actively engaged in the 
operation of the business. 
Those employees receiving 
watches for length of ser- 
vice were: Walter C. Curran, 
50 years; Charles A. Maca- 
tee, 41 years; Roland Schae- 
fer, 37 years; Frederick Hof- 
stetter, 86 years; Stanley F. 
Witman, Jr., 34 years; Oscar 
Coale, 34 years; Francis 
Engles, 32 years; Edward M. 
Buracker, 29 years; Marion 
V. Russell, 26 years; and 
Francis Henschke, 25 years. 
Other awards were presented 
to Frank Meurer, Leon Cav- 
alier, John Duke and Andrew 
White for periods of service 
exceeding 20 years. 








Lee Named Rubbermaid 
Sales Representative 


John C. Lee has resigned 
his position as sales promo- 





JOHN C. LEE 


tion manager for Rubbermaid 
housewares, made by Wooster 
Rubber Co., Wooster, Ohio, to 
assume the duties of a full- 
time Rubbermaid sales rep- 
resentative. Mr. Lee’s ter- 
ritory includes southern Ohio 
and West Virginia. 





Housewares Show 
(Continued from page 113) 


present levels. Gadgets ap- 
peared to attract more at- 
tention this year than usual 
and a fair amount of buying 
was reported by exhibitors 
featuring gadget bars. 

No significant trends were 
noted on prices, although 
many buyers felt that peace 
in Korea would most likely 
result in a flattening of 
prices, although any impor- 
tant price declines over a 
broad area are not likely. 

The number and magni- 
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tude of the fall promotion 
plans announced at the show 
indicates that many manu- 
facturers are planning to 
use aggressive selling tech- 
niques for the fall and win- 
ter season. 

The dates for the next Na- 
tional Housewares Exhibit 
were announced as January 
17 to 23 at Chicago. 


Pritzlaff 50-Year Man 
Honored at Banquet 


Arthur L. Weihbrecht was 
recently honored at a party, 
representing about 60 hard- 
ware dealers, as he celebrated 
his 50th year with John 
Pritzlaff Hardwure Co., 
wholesaler, at 333 N. Plank- 
inton Ave., Milwaukee 1, Wis. 

Mr. Weihbrecht joined the 
firm in 1901, spending the 
first 10 years in Milwaukee 
with the company. He then 
became a salesman on the 
road, operating out of Cedar 
Rapids, Iowa, and in 1925 
moved to Watertown, Wis., 
and has been operating from 
there since that time. 








Nicholson File Appoints 
Gettemy Representative 


Willard C. Gettemy has 
been appointed representa- 
tive of Nicholson File Co., 
Providence 1, R. L., in the 
Rocky Mountain and West- 
ern states from Montana to 
Texas. 

Mr. Gettemy previously 
worked for Heller Bros. Co., 
as a salesman in this same 
territory, and before that 
had been connected with 


Capewell Mfg. Co. in a sim- 
ilar capacity. He will work 
under Nicholson’s area man- 
ager, Edward J. Forbes. 





WILLARD C. GETTEMY 





Dauphinee Joins Sales 
Staff of Jenkins Bros. 


Howard J. Dauphinee has 
joined the valve sales staff 
of Jenkins Bros., 100 Park 
Ave., New York City 17, ac- 
cording to an announcement 
made by Charles C. Cham- 
berlain, vice-president and 
general sales manager of the 
company. Mr. Dauphinee 
will cover the northern Cali- 
fornia territory for Jenkins 
Bros., working out of the San 
Francisco office. He was pre- 
viously head of export sales 
for the Enterprise Engine & 
Machinery Co. 





Bridges Heads Southeast 
Sales for Eagle-Picher 


Bruce E. Bridges has been 
appointed southeastern divi- 
sion sales manager of the 
paint and varnish division of 
Eagle-Picher Co., 900 Amer. 
ican Bldg., Cincinnati 1, Ohio, 

Succeeding M. W. Venable, 
recently advanced to general 
sales manager of the paint 





BRUCE E. BRIDGES 


and varnish division, Mr. 
Bridges will have his head- 
quarters at the company’s 
plant, Picher St., Atlanta, 
Ga. Prior to joining Eagle 
Picher, he held a similar post 
with Lowe Bros., and before 
that was in field sales with 
Pratt & Lambert, U. S. Gyp- 
sum Co., General Paint Corp., 
and others. 








Nasbaum, Sewert Named to Sales Executive 
Posts for New York Wire Cloth Company 


Two appointments were 
announced recently by Stuart 
M. Jones, vice-president in 





HOWARD A. NUSBAUM 


charge of sales of the New 
York Wire Cloth Co., 445 
Park Ave., New York City 
22. Howard A. Nusbaum has 
been named to the position 
of sales manager of the com- 
pany’s Durall Aluminum 
Tension Screen Division, and 
William F. Sewert became 


sales manager of the Multi- 
Strand Insect Screening Di- 
vision. 

Mr. Nusbaum has been 
sales director of the com- 
pany’s midwest sales office 
for the last four years. Mr. 





WILLIAM F. SEWERT 


Sewert was previously Hard- 
ware Products sales manager 
of the American Wire Fab- 
rics Corp. 
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The Nation’s 
No. 1 Beauty 





Only Coleman 





Oil Heaters Have These Big 3 Sales Features 


Nothing has ’em beat! ...Coleman’s great line of 
magnificent Oil Space Heaters built full of sell to in- 
troduce exclusive new features. Look at the lovely, 
lithe lines that make Coleman the pride of any 
housewife’s home. See the burner with efficiency 
that guarantees big heat production at low fuel 


expense. See the airflow construction that gives big 
volume warm air movement for a better heated 
home. A dealer’s dream, a family’s pride—a com- 
plete unrivaled line of 12.sparkling models... one 
for every purpose, one for every purse. Win with Cole- 
man! The Coleman Company, Inc., Wichita 1, Kans. 


Coleman’s BIG 3 puts heaters in homes, profits in pockets 












new line 


t 
Also a gree as Heaters 


of Coleman G 
formation, 
os peor distributor or 
the , 
write today: 
Company» 
950-1, Wich 





Comfort costs so little 
with a Coleman, America's 
leader in home heating 


® FUEL-AIR CONTROL. The Coleman exclusive that saves up to 25% on fuel. 
You get the same high efficiency on low fire or high fire. Automatically 
assures just the right draft to burn fuel without waste. 


@ DECORATOR BEAUTY. The new beauty appeal that brings customers in. 
Exquisite design that wraps robust construction in glamorous beauty. It’s 
easy for a woman to picture a Coleman in her home. 


@ LOW PRICE. Aristocratic appearance and top heating performance at prices 
brought low by Coleman skilled engineering and mass production capacity. 
Another big sales appeal that puts you ahead with Coleman. 


Coleman Oil Heaters are 
listed under label service by 
Underwriters’ Laboratories. 
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Bommer Names Southard 
To Southeast Area 


Shown here is the correct 
photograph of James M. 





JAMES M. SOUTHARD 


Southard, whose appointment 
as representative in Florida, 
Georgia, Alabama, and Mis- 
sissippi for Bommer Spring 
Hinge Co., Ine., 251-271 
Classon Ave., Brooklyn 5, N. 
Y., was reported on page 81 
of the July 12 issue of HARD- 
WARE AGE. The photograph 
shown with the item was not 
that of Mr. Southard. 


Hubbard Co. Names 
Sadler Sales Head 


Luke Sadler has been ap- 
pointed sales manager of 
The S. B. Hubbard Co., 36 
W. Bay St., Jacksonville 1, 
Fla., wholesale hardware 
firm. He was also elected 








LUKE SADLER 


to the company’s board of 
directors. 

Mr. Sadler has been asso- 
ciated with S. B. Hubbard 
for two years, during which 
time he served as manager 
of the sporting goods de- 
partment. 





Bay State Abrasive 
Expansion Started 


Bay State Abrasive Prod- 
ucts Co., Westboro, Mass., 
has started a $1,200,000 ex- 
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pansion program, which will 
include extension of the pres- 
ent factory and storage build- 
ings, and the purchase of 
new equipment. 

The new plant area and 
equipment will be used 
largely for the manufacture 
and finishing of vitrified 
abrasive products, such as 
tool sharpening wheels, hon- 
ing stones, cylindrical cen- 
terless, and surface grinding 
wheels. 


Utica Corp. Names Dorn 
To Vice-Presidency 
Paul F. Dorn, director of 


personnel of Utica Drop 
Forge & Tool Corp., 2415 
Whiteboro St., Utica 4, 





PAUL F. DORN 


N. Y., was recently advanced 
to the position of vice-presi- 
dent. 

Mr. Dorn joined the firm 
in 1949, becoming director 
of personnel later the same 
year. He had previously been 


associated with the Arma 
Corp. and General Cable 
Corp. 





‘ 


Ekco Holds Meetings 
For Fall Selling 


A series of sales meetings 
that moved from coast to 
coast have been held by Ekco 
Products Co., 1949 N. Cicero 
Ave., Chicago 39, IIl., con- 
ducted by John Brooks, vice- 
president in charge of house- 
wares sales. The meetings 
covered general sales prob- 
lems, with special emphasis 
on fall sales and advertising. 

The first meeting opened 
in Chicago on July 5 and 6, 
and was attended by mid- 
west sales representatives. 
On July 8, all eastern sales 
personnel met in Atlantic 
City, and the meetings were 
concluded in Los Angeles, 
July 21-22, a session held for 
western salesmen. 


Washburn Co. Appoints 
Two in Sales Staff 


W. C. Baker has been ad- 
vanced to the position of as- 
sistant sales manager in the 
eastern sales district for The 





W. C. BAKER 


Washburn Co., Worcester, 
Mass., and Rockford, Ill. E. 
C. Hilton was named com- 
pany sales representative in 
the Manhattan and Brook- 
lyn, N. Y., area, succeeding 
Ralph Streicher. 

Mr. Baker joined The 
Washburn Co. in 1934, and 


was later assigned as a sales 
representative in New Eng- 
land. For several years he 
has been manager of chain 
store sales, and will continue 
to handle this division as 
well as his new duties. His 
headquarters are at the com- 
pany sales office, Worcester. 

Mr. Hilton, prior to his 
joining the Washburn sales 
department in 1948, had sev- 
eral years in sales. He will 
make his headquarters at the 
company sales office, 105 
Duane St., New York City. 





Renner Made Sales Head 
Of Lincoln Engineering 


John E. Renner has been 
appointed to the position of 
general sales manager, Lin- 
coln Engineering Co., St. 
Louis, Mo., makers of lubri- 
cation equipment. 

Mr. Renner, associated 
with the firm for 15 years, 
has held positions of sales 
representative, automotive 
merchandise manager, and 
sales manager of the auto- 
motive division. 








Tenk Hardware Honors 50-Year Members, 
Vansteel and Hufendick, with Watches 


William E. Hufendick and 
Emil Vansteel, members of 
Tenk Hardware Co., Quincy, 
Ill., were recently presented 
engraved gold watches in 
recognition of their 50 years’ 
service with the wholesale 
firm. The presentation was 
made by Frank Wensing, 
president of the company. 

Mr. Hufendick joined Tenk 
Hardware in 1901, and is a 
sales representative in the 
Tenk territory. He is the 
son of William E. Hufendick, 


Sr., who was the company’s 
first sales representative. 

Mr. Vansteel started as a 
traveling sales representa- 
tive, and was the first hard- 
ware salesman in western 
Illinois and northeastern 
Missouri to introduce spark 
plugs, tires and tubes for 
Model T Ford cars to the 
hardware trade. He is con- 
tinuing in the sales depart- 
ment, making daily calls on 
the trade in Quincy. 





Frank Wensing, right, president of Tenk Hardware Co., 
is shown presenting gold engraved watches to William E. 


Hufendick, left, and Emil Vansteel. 


Both men have been 


with the firm for the past 50 years. 
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CUSTOMERS at Murphy Hardware receive a certified charge slip of a 


cash register receipt on all cash or charge purchases. 





THE NATIONAL CASH REGISTER establishes a control over all trans- 
actions at the Murphy Hardware Store, 3425 Erie Ave., Cincinnati, O. 


“This System Saves Me... 


$2.00 to *3.00 every day 
I'm in business” 


“The National Cash Register System I have in use 
is most satisfactory for my needs. 


“The register gives me control over all money I 
take in and all money I pay out. It also gives me a 
control over my Accounts Receivable. 


“The thing that I like particularly about this sys- 
tem is that all the information is backed up by printed 
figures. The customer receives a cash register receipt 
—or a charge slip with register-printed amounts—on 
every purchase. A slip is machine-imprinted with the 
correct amount when money is received on account. 
When money is paid out, the invoice is machine- 
imprinted also. 


“T feel that this system saves me $2.00 to $3.00 
every day I am in business, because it definitely 
eliminates forgotten charges, and establishes a con- 


trol over all transactions that cannot be secured in 
any other manner. 


‘“‘For a hardware store of this type, I sincerely 
recommend this system.” 


This is what Mr. Murphy has to say about the per- 
formance of a National Sales Register in his busy 
hardware store. If you want faster turnover , less money 
tied up in stock, increased sales, better cash and credit 
control, simplified record keeping at lower costs, see 
your local National representative. He will survey 
your present methods, and then show you how to 
build bigger profits in your store. 


CASH REGISTERS « ADDING MACHINES 
ACCOUNTING macnenes 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO | 
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Two Added to Sales of 
Western-Winchester 


Charles H. Dickey and 
Donald J. Ives have been ap- 
pointed to the sales force of 





CHARLES H. DICKEY 


Western-Winchester, Olin In- 
dustries, Inc., East Alton, 
Ill. Mr. Dickey will have his 
Leadquarters in Nashville, 
Tenn., and Mr. Ives makes 
his headquarters in Seattle, 
Wash. 

Mr. Dickey was formerly 





DONALD J. IVES 


in public relations work. He 
joined the sales office staff 
of Winchester Repeating 
Arms Co. in 1950, from 
which he has been transfer- 
red to the Western-Winches- 
ter field sales force. Mr. Ives 
had been manager of the gun 
and tackle department of 
Eddie Bauer, Inc., before 
joining Western-Winchester. 





Continental Can Co. 
Advances Three 


Bruce R. Petersen has been 
appointed to the position of 
sales manager of the Boston 
district, Continental Can Co., 
Inc., 100 E. 42 St., New York 
City 17, and W. K. Neuman 
was named director of prod- 
ucts sales for the company’s 
metal division. 

Mr. Petersen has been with 
Continental since 1947, and 
had been assistant to the 
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sales manager of general 
line products. He will be 
succeeded by J. B. Jack, for- 
merly a special representa- 
tive in sales. Mr. Neuman 
joined the firm in 1940, and 
was a products sales man- 
ager in the metal division 
before his most recent ap- 
pointment. 





Advances Announced by 
G. E. Telechron Dept. 


M. Joseph Dunn, formerly 
field sales manager for the 
consumer products of Tele- 
chron Department, General 
Electric Co., Ashland, Mass., 
has been appointed clock 





M. JOSEPH DUNN 


sales manager. Edwin C. 
Pease, formerly advertising 
manager, has been named 
merchandising manager for 
both clocks and industrial 
products, and Donald E. 
Perry will assume the duties 
of industrial sales manager, 
succeeding W. F. Greenwood, 
who has been recalled to 
military service. 

Prior to his promotion, 
Mr. Dunn was sales pro- 
motion manager for Tele 
chron, Inc., and before that 
served as the firm’s New 
York sales representative. 
He has also been with Schick, 
Inc., serving in various sales 
and promotion capacities. 

Mr. Perry joined Tele- 
chron, Inc., as sales engineer 
in the home office, following 
which he was appointed to 
the field sales organization, 
with headquarters in Los 
Angeles, to cover the south- 
ern California territory. 





American Moves Branch 


American Mfg. Co., Noble 
& West Sts., Brooklyn 22, 
N. Y., cordage manufacturer, 
has announced the relocation 
of its New Orleans offices to 
718 Richard St. 


Dearborn Stove Makes 
Executive Promotions 


C. N, Hinds, general sales 
manager of Dearborn Stove 
Co., 1700 W. Commerce St., 





Cc. N. HINDS 


Dallas 8, Tex., has _ been 
named director of sales and 
a member of the Dearborn 
executive committee, at the 
company’s semi-annual meet- 
ing in Dallas recently. C. D. 
Havens was appointed sales 
manager of the northern di- 
vision, with headquarters in 
Chicago. R. H. Norris, ex- 
ecutive vice-president, was 
elected to the board of direc- 
tors, and Leigh Van Brunt 
was named vice-president and 
general manager. 

Mr. Hinds joined Dearborn 
in 1938, and his entire career 
with the firm has been in the 
sales department. In 19839, 





Cc. D. HAVENS 


he became West Coast re- 
gional sales manager, and in 
1949 was moved to Dallas 
and made general sales man- 
ager. 

Mr. Havens became asso- 
ciated with the company in 
1949, and in 1950 was made 
southeastern regional sales 
manager. He was then moved 
to the Dallas office, becoming 
southern division contract 


manager. Prior to joining 
Dearborn, Mr. Havens had 
been with Westinghouse 


Electric Corp. 


Mr. Norris joined the firm 
in 1945 as chief accountant, 
following which he became 
comptroller and in 1946 was 
made treasurer. He was 
elected vice-president in 1947, 
and executive vice-president 
in 1948. Mr. Van Brunt, who 
started in the Dearborn stock- 
room in 1938, rose through 
the purchasing department, 
personnel, and credit depart- 
ment. In 1948 he became 
general manager of the north- 
ern division. 





Roebling Names Kadlic 
District Sales Head 


John P. Kadlic has been 
appointed Philadelphia dis- 
trict sales manager for the 
wire rope division of John 
A. Roebling’s Sons Co., Tren- 
ton 2, N. J., succeeding Vin- 





JOHN P. KADLIC 


cent L. Daulton, who died 
recently. 

Mr. Kadlic was formerly 
the company’s sales repre- 
sentative in the St. Louis 
area. 





Westinghouse Acquires 
Plywood Manufacturer 


Westinghouse Electric 
Corp., Pittsburgh, Pa., has 
acquired the common capital 
stock of Plywoods Plastics 
Corp., Hampton, S. C., man- 
ufacturer of plywood, flush 
doors and other wood prod- 
ucts, 

It is anticipated that the 
production of plywood and 
doors will be continued, and 
will be supplemented by the 
manufacture of laminated 
plastics. 


Institute of Cooking 
Names Moore to Post 


Lewis Moore, Jr. has been 
appointed public relations 
director of the Institute of 
Cooking and Heating Appli- 
ance Mfgrs., Shoreham Ho- 
tel, Washington 8, D. C. 
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Satisfy the demand for a handy, light, 
compact sidearm. With the new Model 
; Kadlic 922 “BANTAMWEIGHT”, H&R gives you 
the chance to corral practically a virgin 


soo been agg r : i 2 Only 29985 


Get off to a flying start with this new 





| VOLUME-BUILDER! 


1 hi i eo ect fo change wi ut notice 
“4 a = volume producer. Order your H&R Model —**”!** '© shange without not 
1 of John 922 “BANTAMWEIGHTS" today! MODEL 922 
Co., Tren- 
-inglige MAKE MORE MONEY - BUY DIRECT - BUY H&R 1 \ 6 fA A MW GH uM 
eding Vin- 
No Quantity Requirement N T EI ." 
—~mmnnewwmens SOLID FRAME, 9-SHOT .22 CALIBER ~~ 


For fastest shipping service order from H&R warehouse nearest you 
Double and single action. Push-pin extractor 


te 
. 4 
peg St., NW + St ree that speeds loading. Weighs only 20 ozs 
, 4 P f = SALES-MAKING 21%” barrel. Special small grip in checkered 
2 ‘ Tenite. Shoots long rifle, long or short car- 
Dallas, Texos San Francisco, Calif. _ SPECIFICATIONS! tridges—regular or high speed. Convenient 






17 12 Lows St. 552 Mission St. cylinder release. New fixed blade front /} 
sight. Crown lustre blue finish. For same gun ? 
in chrome finish order Model 923 “BAN- 


TAMWEIGHT.” 





HARRINGTON & RICHARDSON ARMS CO. 


92 Park Avenue, Worcester 2, Mass. 
Executive Sales Offices: Investment Bldg., Washington, D.C. 






Quality Arms Famous The World Over | 
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HARDWARE BRIEFS 








Arkansas 

Charleston Hardware Co., 
Charleston, has been sold to 
Dale Bumpers. The firm, 
founded 52 years ago, was 
owned by Herman Adams. 





California 

Montebello Hardware 
Store, Montebello, has open- 
ed in a new business building 
at 1105 Whittier Blvd. The 
entire front of the building 
is glass, and the plaster walls 
are finished in green. There 
is also a parking lot. 





Colorado 

Kearney Hardware Co., 
Denver, has opened its new 
and larger store at 270 Kear- 
ney St., next door to its 
former location. J. G. Barts- 
cherer and J. Morgan Cline 
are the owners. 





Moran’s Hardware & Sup- 
ply, 123 Main, Lamar, has 
opened an addition next door. 
The opening was in conjunc- 
tion with the store’s anni- 
versary. 





Connecticut 

A new and modern store is 
being erected for Jewett City 
Hardware Co., Jewett City. 
John B. LeClaire, Jr., pro- 
prietor, plans to celebrate his 
25th year in business at his 
new location in the fall. 


Florida 

Daytona Beach Hardware, 
formerly of 11 N. Wild 
Olive Ave., Daytona Beach, 
has moved to 603 Main St. 








Illinois 

E. W. Bradfield has pur- 
chased the Gamble Hard- 
ware, Warsaw, from F. M. 
Peacock. 





Hepner Hardware Co., 23 
E. Stephenson St., Freeport, 
has reopened following re- 
decoration after a fire. 





lowa 

Glenn Hotger, partner in 
the Sandven & Hotger Hard- 
ware store, has sold his inter- 
est to Joel Sandven. 





Nashua Hardware Store, 
Nashua, has been purchased 
by Lewis P. Miller from Jess 
Martin and Ralph Dean. 





Howard Klatt has bought 
out the interest of his former 
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partner, Leo Wilson, and has 
taken over full ownership of 
the Wilson & Klatt Hard- 
ware store, 115 E. Main, 
Cherokee. The store name 
was changed to Klatt Hard- 
ware. 





B. L. Bender has sold the 
Bender Hardware, Clarinda, 
to Dean Wilson. 


Michigan 

Glen Doyle has bought the 
interest of the late Glen Sip- 
ple in the Doyle & Sipple 
Hardware, Cedar Springs. 
The store name was changed 
to Doyle Hardware. 





Bellaire Hardware, Bell- 
aire, has been purchased by 
Jonn Polzin. Ace Cudworth 
and O. C. Holtz were the 
former owners. 





Minnesota 

Sam Miller has purchased 
the Frankoviz Hardware, 
Fergus Falls. 





Pennsylvania 

Carpenter Hardware, Inc., 
414 Washington Blvd., Wil- 
liamsport, has had a one- 





story cinder block and steel 
addition. 





A gas furnace explosion in 
Katz’ Hardware, 178 E. Pike 
St., Canonsburg, caused dam- 
age recently estimated at 
$1000. 


Texas 

S. A. Dupriest has pur- 
chased Rex Keys Hardware, 
Paducah. No other change 
was made in the business. 





McLaughlin Hardware & 
Appliance, 6418 N. New 
Braunfels, San Antonia, has 
opened for business. Owners 
are H. L. and J. M. Mc- 
Laughlin. 


Liberty Hardware, Liberty, 
has been purchased by L. T. 
Brockshire and his son-in- 
law, William Wade. The firm 
is 35 years old. 





Builders Supply & Hard- 
ware Co., formerly located at 
the Signal Bldg., Luling, has 
moved to the Steven Canta- 
lini Bldg., 609 E. Davis St. 





Washington 

Fred L. Hecker has opened 
a hardware store at E2008 
Sprague Ave. He purchased 
the business from Lloyd 
Gunning. 








Arvin Presents 1952 
TV and Radio Line 


The complete 1952 line of 
Arvin Television receivers 
and radios, made by Arvin 
Industries, Inc., Columbus, 
Ind., was introduced on Mon- 
day, July 30, to more than 
100 distributors from all 
parts of the country, at the 
annual sales convention of 
the firm at Highland Park, 
Ill. Presented at the all-day 
conference, were 14 television 
receivers and 30 radios. 
Glenn W. Thompson, presi- 
dent of Arvin Industries, 
Harlan B. Foulke, vice-presi- 
dent, and Raymond P. Spell- 
man, sales manager of the 
television and radio division, 
presided over the meeting. 





Greenough Retires From 
Perfection Sales 


B. J. Greenough has retired 
from Perfection Stove Co., 
7609 Platt Ave., Cleveland 4, 
Ohio. He is succeeded as 
manager of the Jersey City, 
N. J., sales district by H. C. 
Erhard, who has been asso- 
ciated with the range and 
heater division since 1949. 

Mr. Greenough joined the 


company over 38 years ago, 
and for several years was em- 
ployed at company .plants in 
Cleveland. In 1931 he went 
to New York to head the dis- 
trict sales office there, and 
returned to Cleveland as 
chief expediter in 1942. Two 
years later he went to Jersey 
City as district manager. 





Buxbaum Names Ramsey 
As Division Sales Head 

John L. Ramsey has been 
appointed to the position of 
sales manager of the rubber 
housewares and automotive 
rubber products divisions of 
The Buxbaum Co., 1212 
Seventh St., S. W. Canton 1, 
Ohio. Mr. Ramsey was for- 
merly vice-president and 
sales manager of E. J. Mc- 
Aleer & Co. 


Brink & Cotton Appoint 

Fred Brink, Jr., has been 
appointed general sales man- 
ager of the Brink & Cotton 
Mfg. Co., Bridgeport, Conn., 
maker of clamps, vises, and 
hand tools. He has been with 
the firm for a number of 
years as assistant sales man- 
ager, handling traffic, adver- 
tising, and promotion. 








Alford Heads Plastic 
Sales for Modglin 


Glen M. Alford has beep 
named general sales manager 
of the plastics division, Mod- 
glin Co., 3225 San Fernando 
Rd., Los Angeles 14, Calif. 





GLEN M. ALFORD 


Mr. Alford has been in the 
Modglin sales organization 
for over four years, and was 
formerly the sales manager 
of the industrial products di- 
vision. 


Central States Club To 
Meet in Atlantic City 


Central States Hardware 
Club, Inc., Suite 359 La Salle 
Hotel, Chicago 2, IIl., will 
hold its 11th annual dinner 
party and reunion in the An- 
erican room of the Traymore 
Hotel, Atlantic City, N. J, 
preceding the opening of the 
convention of the American 
Hardware Manufacturers and 
the National Wholesale Hard- 
ware Associations, Oct. 14-18, 

The club will again sponsor 
a special train from Chicago 
direct to Atlantic City on the 
Pennsylvania Railroad. The 
train will leave Chicago on 
Sat., Oct. 13 at 5:00 p.m. and 
arrive in Atlantic City at 
11:00 a.m., Oct. 14. Train 
reservation blanks and sched- 
ules will be mailed to all 
members by both of the as- 
sociations in convention, and 
reservations will be made 
direct with L. G. McSteen, 
passenger representative, 16 
S. LaSalle St., Chicago 3, Ill. 





Resigns From Silex 


Frank E. Wolcott, vice- 
president and general sales 
manager of The Silex Co. 
Hartford 2, Conn., has al- 
nounced his resignation from 
the firm to enter into his own 
business, The Wolcott Co. He 
has been with the Silex Co. 
since its inception. 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 


Customers buy Federated Gardiner brand Acid Core Solder 
because they know the product from national advertising 
and national reputation. 
They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 
work easier and faster. 
All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 
suited for joining copper, brass, steel and 
other solderable materials. Listed by 
Underwriters’ Laboratories, Inc. 
The familiar blue package is easily 
recognized . . . easily moved. 


Stock it and see. 


Gedeilid Wells Didiwon 


AMERICAN SMELTING AND REFINING COMPANY + 123rp STREET AND INDIANAPOLIS BLVD. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








E. E. Louis Supply Co. 
Opened in Cleveland 

E. E. Louis, a veteran of 
nearly 40 years in the hard- 
ware and industrial trade, 
has established his own com- 





E. E. LOUIS 


pany, as manufacturers’ rep- 
resentative, the E. E. Louis 
Supply Co., with. headquar- 
ters at 2921 Prospect Ave., 
Cleveland 15, Ohio. 

Mr. Louis started with the 
American Steel & Wire Co., 
Cleveland, 39 years ago. He 
rose through purchasing, ad- 
vertising, and sales depart- 
ments, and for 14 years was 
associated with the sales de- 
partment handling merchant 
products. At the time of his 
recent retirement, he was as- 
sistant to the vice-president 
of sales. 


Southern Associates, At- 
lanta, Ga., has been appointed 
manufacturers’ representa- 
tive for the Nankee Alumi- 
num Paint Co., Inc., 43 So. 
First St., Brooklyn 11, N. Y., 
maker of a line of aluminum 
paint for home, farm and in- 
dustrial use. Southern Asso- 
ciates will cover North and 
South Carolina, Alabama, 
Mississippi, Louisiana, Ken- 
tucky, Tennessee, Georgia 
and Virginia. 


Spurgeon Co. Named By 
Landen Putty, Lowebco 


N. B. Spurgeon Co., manu- 
facturer’s agent, 20 N. 
Wacker Dr., Chicago, III., 
has been named as repre- 
sentative for Landen Putty 
Works, Inc., Malden 48, 
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Mass., and for Lowebco, Inc., 
1525 E. 53 St., Chicago 15, 
Ill. 

The Spurgeon Co. will 
handle sales of Flexiseal 
caulking and glazing com- 
pounds in Illinois, Indiana, 
Iowa, Kansas, Kentucky, 
Michigan, Minnesota, Mis- 
souri, Nebraska, North and 


South Dakota, Ohio, and 
Wisconsin. 
The firm has been ap- 


pointed by Lowebco to handle 
sales of Wilsolve, Oncrete 
for Concrete, and Adtex. 





N. B. SPURGEON 


Spurgeon will cover Indi- 
ana, Illinois, Missouri, Kan- 
sas, Iowa, Nebraska, Minne- 
sota, North and South Da- 
kota, Ohio, and Kentucky. 


Tappan Stove Announces 
Sales Advancements 


George E. Connally has 
been promoted to district 
manager of Tappan Stove 
Co., 250 Wayne St., Mans- 
field, Ohio, and Philip M. 
Gresh has been named sales 
representative in eastern 
Pennsylvania. 

Mr. Connally was former- 
ly eastern Pennsylvania sales 
representative, and in his 
new position will supervise 
Tappan sales representatives 
in upper New York state, 
eastern Pennsylvania, and 
New England. Mr. Gresh 
was previously with Atlantic 
States Gas Co. 





Malco Named by Presto 


Malco Distributing Co., 
Washington, D. C., has been 
appointed a distributor for 
Presto products, manufac- 


Krylon, Inc., 2601 N. Broad 
St., Philadelphia, Pa., has ap- 
pointed the following eight 
manufacturers’ representa- 
tives to handle Krylon spray 
throughout the country. C. F. 
Barchfield, Box 188, Beach 
Haven Terr., N. Y., will han- 
dle New York state and 
northern New Jersey; Bul- 
lard & Tweedy, 323 United 
Bldg., 43 Leon St., Boston, 
Mass., will cover the New 
England states; Tom Coffey 
& Sons, 1627 W. Fort St., De- 
troit, Mich., was assigned to 
Indiana, Michigan and Ohio; 
and Rod La Belle Co., 621 
Plymouth Bldg., Minneapolis, 
Minn., has North and South 
Dakota, Minnesota, Michigan 
peninsula, Wisconsin and IIli- 
nois. 

Patterson & Hanson, 2218 
Jefferson Ave., Memphis, 
Tenn., will cover West Vir- 
ginia, Virginia, Kentucky, 
North and South Carolina, 
Georgia, Alabama, Florida, 
Mississippi and Louisiana; 
M. H. Swanman, 1805 Grand 
Ave., Kansas City, Mo., has 
been assigned to Nebraska, 
Iowa, Kansas, Missouri; 
Glenn B. White & Associates, 
Merchandise Mart, San Fran- 
cisco, Cal., will handle Wash- 
ington, Oregon, California, 
Idaho, Montana, Wyoming, 
Nevada, Utah, Colorado, Ari- 
zona, New Mexico, and El 
Paso, Tex.; while Louis Wil- 
liams, 5519 Matalee St., Dal- 
las, Tex., will cover Okla- 
homa, Arkansas and Texas. 


tured by National Pressure 
Cooker Co., 818 Spring St., 
Eau Clair, Wis. The Malco 
firm will handle the complete 
Presto line, including pres- 
sure cookers, the Automatic 
Dixie Fryer, and the Vapor- 
Steam Iron. 


Getreu & Son Moves To 
New Columbus Location 


John J. Getreu & Son, 
Inc., wholesale distributors 
formerly located at 128-140 
E. Gay St., Columbus 15, 
Ohio, have moved to a four- 
story building of approxi- 
mately 40,000 sq. ft. at 226 
N. Fourth St., Columbus. 

This is the third expansion 
for the company, since its in- 
ception in 1946, and there 
are ten salesmen travelling 
Ohio, West Virginia and 
parts of Indiana. 


Washburn Advertising 
Post Given to Riegel 


Frank Riegel has been ap- 
pointed advertising manager 





FRANK RIEGEL 


of The Washburn Co., Wor- 
cester, Mass., and his new 
duties will include the super- 
vision of all advertising and 
sales promotion for the firm. 

Mr. Riegel was formerly 
advertising manager of Ste- 
vens-Walden Co., and has 
been a member of the Wash- 
burn sales department. since 
1942, 





Window Display Shows 
Aluminum Housewares 


A window display, featur- 
ing Italian-made aluminum 
goods, was shown at the At- 
lantic City Housewares 
Show by Heller Hostess 
Ware, Inc. Because of the 
aluminum shortage in this 
country, Heller has _ pur- 
chased a plant in Italy for 
the production of aluminum 
goods, and those displayed 
in this window were crafted 
in Italy expressly fof the 
firm. 

The backdrop for the win- 
dow features a sketch of the 
SS Italia and the Leaning 
Tower of Pisa. A photograph 
of this backdrop may be 
obtained, by any dealer 
wishing to make up a win- 
dow of this type, from Heller 
Hostess Ware, Inc., 1150 
Broadway, New York City. 


Hartshorn Appoints 


F. C. Suto, Jr., has been 
appointed public relations 
manager of Stewart Hart- 
shorn Co., 350 Fifth Ave., 
New York City 1, manufac- 
turer of window shade prod- 
ucts. He will direct the 
advertising, sales promotion, 
publicity and merchandising 
programs for the company. 
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OBITUARIES 








George P. Hart 


George P. Hart, 90, chair- 
man of the board of directors 
ef The Stanley Works, New 
Britain, Conn., died on July 
138 at his home after a short 
illness, 

Mr. Hart succeeded his 
father as president of The 
Stanley Works, which posi- 
tion he held until his retire- 
ment in 1928. He was also a 
director of the New Britain 
- a Co., and Hart & Cooley 

0. 

He is survived by his 
daughter and two sons, Don- 
ald R. and Mervin S. Hart. 





George F. Smith 


George F. Smith, 86, sales 

representative in the south- 
east and southwest for Heller 
Bros. Co., Newark, N. J., 
died recently at his home in 
Baltimore. 
Mr. Smith began his asso- 
ciation with the hardware in- 
dustry by joining the general 
hardware wholesaling firm of 
Carlin & Fulton, Inc. A num- 
ber of years after that, he 
covered the southern terri- 
tory as salesman for the 
Schaffer Hardware Co., later 
representing H. Wehr & Co. 
He was a member of the 
HARDWARE AGE 50-Year Club, 
and a past president of the 
Old Guard. He was also 
given a place on the Roll of 
Honor of the Southern Hard- 
ware Jobbers Association. 

He is survived by three 
sons, one of whom is Paul E. 
Smith, present southeastern 
sales representative of the 
Heller Bros. Co. 





Harry D. Best 


Harry D. Best, 63, house- 
wares and builders’ hard- 
ware buyer for Orgill Bros. 
& Co., wholesaler at 10-56 W. 
Calhoun Ave., Memphis 2, 
Tenn., died on July 4 aftera 
long illness. Mr. Best had 
been with the concern for 36 
years, starting as a city 
salesman, 


F. G. Speer 


F. G. Speer, 83, president 
of Speer Hardware Co., 205- 
213 Rogers Ave., Fort Smith, 
Ark., a wholesale hardware 
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firm, died on July 10, He had 
been a member of the con- 
cern for 62 years, serving 
also as buyer, chairman of 
the board, and sales man- 
ager. 


L. F. Steele 


Laurence F. Steele, 40, ad- 
vertising manager of the 
American Floor Surfacing 
Machine Co., Toledo, Ohio, 
for 15 years, fell from his 
yacht at the Toledo Yacht 
Club, on the 4th of July, and 
was drowned. He is survived 
by his widow, a son and two 
daughters. 


Frank C. Drake 


Frank C. Drake, 34, sales 
manager for Temco, Inc., 
Nashville 9, Tenn., was 





among those killed in a re- 
cent plane crash near Fort 
Collins, Colo. 

Mr. Drake began his career 
with Temco in 1941 as a gen- 
eral accountant, joining the 
sales department in 1943. In 
1948 he became sales man- 
ager, supervising the sales 
and distribution of Temco 
gas heating appliances to 
wholesalers and retail outlets 
in this country, Mexico and 
Canada. His widow and 
three children survive. 


Edward H. Hart 

Edward Herbert Hart, 80, 
export manager of the Stan- 
ley Works, New Britain, 
Conn., for over 50 years be- 
fore his retirement in 1949, 
died recently after a brief 
illness. During his early ca- 
reer, he was associated with 
William E. Peck & Co. in 
London, and then became 
foreign representative of the 
Stanley Works. 





Columbus Branch To Be 
Opened by Glidden 


The Glidden Co., Madison 
Ave. & Berea Rd., Cleveland 
2, Ohio, will open a new paint 
distribution center at Long 
St. & Grant Ave., Columbus, 
Ohio, on the first of October. 
The new branch will be very 
modern and emphasize color 
harmony in its design. Park- 
ing facilities, as well as fa- 
cilities for receiving and 
shipping paint, wallpaper and 
other merchandise, will be 
provided. 

R. G. Stinchomb, manager 
of the Glidden branch in Col- 
umbus since it was estab- 
lished in 1941, will be in 
charge. 


Products Honored By 
Designers’ Institute 


Design awards, given by 
the National Industrial De- 
signers’ Institute, have been 
presented to George Cushing 
and Thomas Nevell for their 
redesign of the Tricolator 
Coffeemaker, made by Tri- 
colator Co., Inc., and to Carl 
Otto, designer of the Schick 
“20” shaver, the 20th anni- 
versary model put out by 
Schick, Inc. The awards were 
presented recently by Paul 
R. MacAlister, president of 
the Institute, at a luncheon 
in the Ambassador Hotel, 
Chicago, Ill. A third award 
was given Charles Eames for 
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the design of the Sax plastic 
chair. 

The citation to Messrs. 
Cushing and Nevell pointed 
out that they had reduced 
20 component parts requir- 
ing 10 assembly operations 
to a minimum of six compo- 
nent parts with a single as- 
sembly operation. Mr. Otto’s 
award was given for “note- 
worthy and fresh approach 
to design and function, com- 
bined with the practical use 
of appropriate materials.” 


Show Sensation's 1952 
Line at Sales Meeting 


Thirty national sales rep- 
resentatives of Sensation 
Mower, Inc., attended the 
firm’s second annual sales 
meeting at Ralston, Neb., re- 
cently. 

The purpose of the meet- 
ing was to show the 1952 
line of Sensation mowers and 
to introduce the new Sensa- 


tion Electric Snow-Blo, an 
electric snow removal ma- 
chine. 


Sales manager Clarence P. 
Harders presented sales rep- 
resentative Bill Fleming, 
Jacksonville, Fla., with an 
engraved watch for obtaining 
the highest percentage of 
quota during 1951. Bill 
Cowan, Minneapolis, was 
also awarded an engraved 
watch for highest dollar vol- 
ume. 


Walter B. Tracy 


Walter Bruner Tracy, 68, 
retired city-sales manager 
for Belknap Hardware & 
Mfg. Co., 111 E. Main St., 
Louisville 2, Ky., died re- 
cently at the home of his 
daughter, following an ill- 
ness. He had been a member 
of the wholesale hardware 
firm since 1907, becoming 
sales manager 25 years ago. 
He retired in 1949. He is 
survived by his widow, a 
daughter, and two sons, 
Thomas W. and Raymond S. 
Tracy. 


P. W. Cullom 


P. W. Cullom, 47, chief en- 
gineer of Temco, Inc., Nash- 
ville 9, Tenn., was killed in 
the plane crash at Fort Col- 
lins, Colo. He had joined 
Temco in 1940, was made 
chief engineer in 1948, and 
had been active in the de- 
velopment of gas _ heating 
appliances. He is survived 
by his widow and a daughter. 


Lincoln Metal Names 
New Distributors 


Lincoln Metal Products 
Corp., Brooklyn, N. Y., has 
announced the appointment 
of two new distributors to 
represent the Lincoln Beauty- 
ware line of step-on disposal 
units, breadboxes and can- 
ister sets. Zeusler Associ- 
ates, Rochester, N. Y., will 
cover upstate New York 
from Newburgh to Buffalo. 
Parker Swanson Co., Dallas, 
Tex., has been named to han- 
dle the entire state of Texas. 





Ryerson Steel Has Open 
House at New Plant 


Joseph T. Ryerson & Son, 
Inc., Chicago 80, IIl., steel 
distributors, .recently held 
open house at the company’s 
Cincinnati, Ohio, steel service 
plant, 8475 Spring Grove 
Ave. It was held in celebra- 
tion of the formal opening of 
the new and larger plant, 
into which the company had 
moved last December. 


Caloric Offices Moved 
Caloric Stove Corp., for- 
merly located in the Widener 
Bldg., Philadelphia, Pa., has 
moved these offices to 12 S. 
12 St., Philadelphia 7, it was 
announced by Julius Klein, 
president of the company. 
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Latest Information on New Hardware Merchandise 


(Continued from page 14) 
month of a year ago, higher than 
the national average for all large 
retail stores which was 3 pct lower 
in June than they were a year ago. 

Large hardware store sales in 
June were 6 pct lower than they 
were in the previous month. The 
national average was 4 pct lower. 

The sales of motor vehicle deal- 
ers showed the greatest decline 
from a year ago with a 15 pct drop. 
Lumber and building dealer sales 
were down 7 pct and furniture 
sales were off 4 pct from last year. 

These data were based on re- 
ports from 9,000 large independent 
stores to the Bureau of the Census. 
Percentage changes are not ad- 
justed for seasonal variation, num- 
ber of working days or price 
changes. 


More Price Declines 
Than Rises in June 


“A more realistic approach to 
pricing is developing, caused by a 
stronger competitive trend in fab- 
ricated goods,” reported the busi- 
ness survey committee of the Na- 
tional Association of Purchasing 
Agents in its monthly review of 
business conditions in June. There 
were more price declines than ad- 
vances during the month and the 
bulk of the declines was in non- 
price-controlled commodities, the 
committee stated. 

“While the price structure is 
generally firm, increased supply 
and lower demand are depressing 
some prices of uncontrolled com- 
modities,” the committee observed. 

It was also noted that backlogs 
of unfilled orders continued to 
drop. June was the fourth month 
in a row to show a drop. In line 
with the lower demand for goods 
there was a drop in production 
during June with 21 pct of the 
purchasing agents reporting their 
companies were on lower produc- 
tion schedules. A large majority 
also reported adoption of a 
very conservative forward buying 
policy. 
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Hardware Chain Store 
Sales Higher in May 


May sales of retail hardware 
chain stores and mail order houses 
amounted to $9 million, the Com- 
merce Dept. reported. This com- 
pared with $8 million a year ago 
and $8 million in April, 1951. The 
seasonally adjusted index of aver- 
age daily sales (1935-1939 — 100) 
was 386 in May, against 350 a year 
ago and 376 in April. In automo- 
tive parts and accessories stores 
and furniture and house furnish- 
ing stores, sales were down about 
4 pct in May on an adjusted basis. 

May marked the second consec- 
utive month of “relative stability 
in chain store activity following 
declines from the January buying 
wave,” the department said. For 
the chain store and mail order 
group as a whole, sales for the 
month were estimated at $2.6 bil- 
lion, a rise of about 10 pct over 
the previous year. There was little 
change in total from April to May 
after seasonal and trading day 
adjustments. 





Retail Hardware 
Store Sales Trends 


Pct change in sales 

May 5 mos. May 

1951 1951 1951 

from from from 

May 5 mos. Apr. 

1950 1950 1951 

Chicago +41 +48 +22 
Detroit +3 +17 +4 
Los Angeles +25 +49 —5 
Milwaukee +29 +45 +9 
Minneapolis +22 +30 +41 
New York +25 +32 +1 


Philadelphia —5 +9 +21 
Seattle —9 +28 -—5 
St. Louis +24 +25 +20 
Toledo —10 +16 +18 





Washington +31 +32 +14 








Free Service Offered 
On Nesco Roasters 


Nesco, Inc., Chicago housewares 
manufacturers, has announced a 
plan to repair, free of charge, all 
of its roasters which suffered 
damage due to the flood in the 
Kansas City area. 

The offer was announced in 
Kansas City newspaper ads. Own- 
ers of damaged roasters were in- 
vited to bring them to their Nesco 
dealers, for free servicing. 

Nesco is preparing to extend the 
service to other stricken communi- 
ties if the need should arise. Re- 
pair specialists from the Nesco 
plant at Jacksonville, Ill., will be 
sent to Kansas City, with replace- 
ment parts. 


Hardware Makers Rushing Emergency Goods 
To Flooded Midwest; Some Stores Wiped Out 


The hardware trade, segments of 
which itself. suffered complete loss 
or great damage, is playing a major 
role in the rehabilitation of large 
areas of Kansas, Missouri and 
Oklahoma, flooded recently when 
the Kaw river went on a rampage. 

It has not been learned how 
many hardware stores were wiped 
out or greatly damaged in the flood, 
but Dun & Bradstreet field investi- 
gators estimated that some 4,000 
businesses in the three flood states 
were financially affected by the 
catastrophe. 

C. H. Busby, president of the 
Townley Metal & Hardware Co., 
wholesale hardware firm of Kansas 
City, has told HARDWARE AGE, “We 
have had a great rush on flood 
clean-up items such as hip boots, 
street brooms, wheelbarrows, shov- 





els, water containers, etc., and we 
expect this demand to hold for 
some time because the clean-up job 
will take months. 

“Fortunately, our stocks were 
heavy,” continued Mr. Busby. “We 
have had wonderful cooperation 
from suppliers that we have con- 
tacted by ’phone and we have al- 
ready received additional consign- 
ment of some of the critical items.” 

Mr. Busby reported that a num- 
ber of hardware and_ sporting 
goods dealers, principally in the 
Argentine and Armourdale dis- 
tricts, were wiped out in the flood. 
“T personally know of about eight 
dealers, whose stores were either 
washed away or their stocks were 
completely ruined,” stated Mr. 
Busby. 

The main warehouse of the 
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AND “ATTRACTIVE DISPLAY CARTON 
MAKE A PROFITABLE SPECIALTY OUT 
OF A SLOW-MOVING STAPLE. ORDER A 
CARTON FROM YOUR JOBBER TODAY. 
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in a wick: bale 


household size 


Euckage 


CHALK UP another victory for 
modern packaging. No more 
going to the third floor or the 
basement to cut a few yards of 
asbestos off a big roll. 


Now, at last, this antiquated 
method has gone the way of the 
cracker barrel. Now Sall Moun- 
tain Company puts up finest 
quality Asbestos Paper in con- 
venient 12-ft. rolls. 


18 rolls are packed in a 
carton which is quickly con- 
verted into an attractive counter 
display. The display carton in- 
vites the attention of the cus- 
tomer to some of the ‘101 uses’’ 
for Asbestos in every home. 


SALL 
MOUNTAIN 
COMPANY 


HAMILTON, OHIO 




































































Townley company was not in the Retail 
flood zone, wis its Youngstown Di- Were 
5 vision warehouse, just west of 
YOU LL MOVE MORE UNITS Union Station was inundated and a Retail 
MAKE MORE PROFI considerable amount of inventory of May v 
eee T in this specialty line stood under After s« 
BY STOCKING LINES WITH 15 ft. of water for several days, of durab 
There wasn’t time to move any of about $1 
this stock before the flood struck. marily d 
CONTI y t NTAL POWE R The United Hardware Co., whole- ; After 
sale firm of Kansas City, suffered — 
When a lawnmower, tractor or other machine is powered by one of aes loss to its first floor May wa: 
these Continental four-cycle air-cooled engines, there’s no stalling or omnes ut most of the perishable Price fe 
faltering when the going gets tough. All models develop power well merchandise had been moved to the one-tent] 
in excess of their ratings, and their torque at moderate speeds is —— floors of its warehouse be- of Busir 
unusually high. Add to this their quick, sure starts and unsurpassed fore the Central industrial area 
dependability, as proved by thou- was flooded. 
sands of users, and you'll know All of the office furniture of this in 
why equipment with Continental company floated away and plate Appli 
Red Seal power won't gather dust glass windows on one side were Recei' 
on your floor. smashed. The water filled the base- 
ment and first floor. Russell Cook, House 
Red Seal ACS—AC6. Ultra-low profile models with an officer of the firm, reports that ment ace 
suction-type carburetor and underslung fuel tank. the task of removing the mud and to declir 
Giddl chceuiad cabmpan inches tr aii ance debris from the building was under | contrast 
ing the % to 2% h.p. range. way late last month, and that it ex- the corr 
pected to be filling orders for deal- ae, oF 
er members about Aug. 1. — . 
F , , Perry E. Faeth, president of the - a 
TTT TEM MTG LTT | soe visvivare Co. whotewsien | 7 
AIR-COOLED INDUSTRIAL ENGINE DIVISION of Kansas City, on July 24, re the love 
620 FORD BUILDING ° DETROIT 26, MICHIGAN ported that his firm “expects to re- House 
turn to normal operations soon. ment ac 
—_—_—_______— —$$$____— Typical of the damage done to May at 
numerous hardware stores in the April, t 
No matter how flooded areas was a report that 6 ft. was abo 
° 4 of water filled the Waters Hard- 
you slice it eco ware store of Manhattan, Kan. In 
the same town refrigerators floated 
Alibi * feed the ki through the broken windows of an Cons 
fll om eae Ac pee it you appliance store, and smashed other Show 
have to give your customers windows as they were washed 
alibis instead of the particular along the main street. Outst 
or bed Ce wane —_ While the Richards & Conover ment c 
: Hardware Co., Kansas City whole- amount 
om al ga _—— tie sale house sustained no damage to — 
preference for makers’ brands is its warehouse, it did have loss in 1S We 
8 be 1! They won't pl ae merchandise in cars which were sae 
substitutes, “just as goods,” : ae . .= ‘ 
pages once La a yo wg mors —— over to increase —™ in the low-lying flooded ng Ma: 
As brands mean satisfaction to . That’s why you make your J. E. Woodmansee, president of tens 
your customers, they mean money business stronger when you keep th 2 te “Monw of oat ote 
to you. Well-known, advertised the force ef famous brand © company, reports 2 any ment lc 
brands pre-sell your customers names behind your selling. Let manufacturing friends, including lion to | 
before they set foot in your store. your customers know they con steel mills, have written or sent us The ¢ 
The prestige and reputation of get from you the brands they telegrams. It is my opinion that sufficier 
these makers’ brands guarantee a -_ — Rg 4 pote ag : all suppliers will give preference in inst: 
i itvy— Oo Cc e Pp po ‘ 
6 eS with saytliitg less? with the understanding that ma- purcha: 
markdowns, or complaints. And, terials and merchandise needed able go 
of course, products so well Give your customers what they ask for will be supplied first—not only to million 
known and trusted move faster, —It's bad business to substitute the agricultural area, but to cities, total ov 
towns and manufacturing indus- at the e 
ZB VI be sf , tries. All others will receive their Char; 
ran ames oundation share after the clean-up has been Ssenee | 
INCORPORATED ; : ; the tot: 
: ; accomplished. There were hundreds $3,790 
A non-profit educational foundation of hardware stores, lumber yards, million 
37 WEST 57 STREET, NEW YORK 19, N. Y. ete.. flooded.” ian 
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Retailers’ Stocks 
Were Higher in May 


Retailers’ inventories at the end 
of May were valued at $19.1 billion. 
After seasonal allowances, stocks 
of durable-goods retailers increased 
about $100 million from April, pri- 
marily due to automotive stores. 

After allowance for seasonal va- 
riations, the book value of total 
business inventories at the end of 
May was $1.5 billion above April. 
Price factors accounted for only 
one-tenth of the increase, the Office 
of Business Economics reports. 


Appliance Stores’ 
Receivables Decline 


Household appliance store instal- 
ment accounts receivable continued 
to decline substantially in May, in 
contrast to increases shown during 
the corresponding month of recent 
years, according to a report of the 
Board of Governors of the Federal 
Reserve System. 

The amount of receivables at 
month-end was about 15 pct above 
the level of May 31, 1950. 

Household appliance store instal- 
ment accounts were being repaid in 
May at a more rapid rate than in 
April, but the rate of repayment 
was about the same as a year ago. 


Consumer Goods Credit 
Shows Further Drop 


Outstanding consumer instal- 
ment credit at the end of May 
amounted to $12,913 million, the 
Federal Reserve Board estimated. 
This was a rise of about $8 million 
over the preceding month. There 
was an increase of $3 million dur- 
ing May in automobile instalment 
sale credit outstanding, bringing 
the total to $3,977 million. Instal- 
ment loan credit was up $32 mil- 
lion to $5,667 million. 

The gain in these two items was 
sufficient to offset a further drop 
in instalment sale credit: for the 
purchase of other consumer dur- 
able goods. The latter was off $67 
million in May from April for a 
total outstanding of $3,269 million 
at the end of May. 

Charge accounts showéd an in- 
crease of $46 million during May, 
the total at the month-end being 
$3,790 million. There was a $61 
million rise in total consumer 
credit during May. 
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Construction Awards Reach New High; 
Home Building Slowed by Defense 


Another construction record was 
smashed when contracts awarded 
in the 37 states east of the Rockies 
for the first six months of 1951 
reached an all-time high of $8,- 
808,109,000, it was announced by 
F. W. Dodge Corp., construction 
news and marketing specialists. 

The new record figure for six 
months was 29 pct greater than 
the nearest comparative total of 
$6,854,148,000 set during the first 
half of 1950. 

This despite a drop in June of 
45 pet from May’s all-time monthly 
record total of contracts awarded. 
The June figure was $1,408,932,000 
compared with the monthly rec- 
ord-smashing May total of over 
$2.5 billion. The June, 1951, total 


6-Month Total of 
New Homes Lower 


New construction records were 
set in the first half of 1951, both 
in dollar costs and in actual physi- 
cal volume, reported the Labor and 
Commerce Depts. Total outlays in 
the first six months amounted to 
almost $14 billion, a rise of 16 pct 
over the corresponding period a 
year ago. Industrial building was 
up $740 million. This included $270 
million in military and naval facil- 
ities and about $240 million in 
commercial construction. 

The report said that residential 
construction, which was restricted 
by credit controls, was at about 
the same dollar cost for the first 
six months this year as the same 
period a year ago. However, physi- 
cal volume was down on account 
of higher costs. 


was still high enough to be 5 pct 
ahead of the total for June a year 
ago, according to Dodge. 

The first six months of the cur- 
rent year showed all categories, 
non-residential, residential and 
public and private works and util- 
ities, percentagewise out in front 
of 1950, but residential classifica- 
tions began to show earmarks of 
defense-limited construction. 

One-family owner-occupy dwell- 
ings, at $804 million, were less 
than 1 pct behind last year’s $805 
million. 

The residential total for six 
months 1951 was $3,323,727,000 or 
2 pect more than the corresponding 
1950 figure. 


Personal Income 
Was Higher in May 


The May total of personal in- 
come was about $51% billion higher, 
at an annual rate, than the aver- 
age for the first quarter of this 
year. Running at an annual rate 
of $249.5 billion, personal income 
in May was virtually unchanged 
from April. 

Manufacturing payrolls, particu- 
larly in non-durable goods indus- 
tries, were reduced slightly in May 
as employment and hours of work 
declined. 


Toy Council Head 
Predicts Shortage 


A shortage of quality toys when 
the holiday buying season opens 
was predicted by Melvin Freud, 





Wholesale Hardware Sales ' 


By Geographic Divisions, for May 1951 























SALES REPORTED CUMULATIVE SALES? 
Percent Change 
May 1951 vs. Amount (Add 900) January- January- 
Number May May 
Geographic 0 May April May May April 1951 1950 Percent 
Division Firms* 1950 1951 1951 1950 1951 (Add 000) (Add 000) Change 
UNITED STATES TOTAL 364 +19 + 1 $95,033 $79,545 $93,832 | $505,389 $345,679 + 46 
New England......... 17 + 26 +10 1,518 1,207 1,386 7,318 4,937 +48 
Middle Atlantic........ 90 +19 + 4 14,644 12,270 14,120 75,590 49,861 +52 
East North Central... 46 +10 + 3 14,419 13,094 13,947 81,092 56,755 +43 
West North Central... 36 + 9 8 14,190 13,005 15,356 79,815 57,547 + 39 
South Atlantic..... 71 +-29 + 7 15,978 12,373 14,888 80,167 54,473 +47 
East South Central. . 23 +19 + 9 6,892 5,800 6,343 35,261 25,222 +40 
West South Central. 38 +24 + 6 9,441 7,605 8,896 48,732 35,751 + 36 
Mountain..... 1! +18 5 2,608 2.280 2,855 13,526 9,805 +38 
eee } 32 + 28 5 15,253 11,911 16,041 83,888 51,328 + 63 
1 Includes 3 reports received too late to be incorporated in Census Bureau published releases. 
2 Includes reports received too late for inclusion in previous monthly totals 
3 Number does not apply in all eases to the cumulative figures 
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president of the Toy Guidance 
Council, at the Fifth annual press 
preview last month. 

Mr. Freud based his opinion on 
the fact that restricted use of 
metals and other raw maetrials for 
the last half of 1951 will more than 
overbalance heavy earlier produc- 
tion. 


Kelvinator Prices Up 


On Ranges, Freezers 


Prices were increased on some 
models of Kelvinator’ electric 
ranges and home freezers, effec- 
tive July 2. The new suggested 
cash installed prices for electric 


ranges follow: ER-1, $175.25; 
ER-14, $181.50; ER-2, $207; ER-3, 
$230.75; ER-7, $309.95; ER-9, 


$342.50; ER-9D, $392.50. The Fed- 
eral excise tax is included. 

On home freezers the suggested 
cash installed prices are: FR-63, 
$269.95; FR-93, $399.95; FR-133, 
$449.95, and FR-202, $649.95. The 
warranty and Federal excise tax 
are included. The OPS approved 
the increases. 


Retail Ceiling List 
On "Cosco" Approved 


Retail price ceilings for “Cosco” 
household stools, chairs, utility 
tables and carts, were set by the 
Office of Price Stabilization, effec- 
tive July 17, at the request of the 
Hamilton Mfg. Corp., Columbus, 
Ind. 

On and after Aug. 16, Hamilton 
must preticket with the retail 
ceiling price all articles covered 
by the order and on and after 
Sept. 15 no retailer may offer or 


Fair Trade Prices 
Ceilings on Koroseal 


Fair trade prices as ceilings for 
“Koroseal” shower curtains and 
draperies have been approved by 
OPS, at the request of Joseph A. 
Kaplan & Sons, New York, manu- 
facturers. The order became ef- 
fective July 17. 

It permits dealers to use the 
fair trade markup which might be 
higher than previously set OPS 
ceiling prices. 


Water Heater Market 
Two Million Units 


Over 2 million water heaters of 
all types will be sold in 1951, and 
1 million each year for the next 
five years, reports Edward R. Tay- 
lor, vice president, Hotpoint, Inc. 

The market, according to Mr. 
Taylor, is big and _ consistent 
throughout the year. In contrast 
to some other appliances that fluc- 
tuate according to the season, 
water heater sales remain at a 
steady volume the year round, 
varying less than 10 pct from 
month to month. 

To help dealers tap this market, 
Hotpoint is making a complete kit 
of merchandising material avail- 
able, Mr. Taylor said. Included in 
the special package are record al- 
bums for sales training, new ad- 
vertising mats for local news- 
papers, action displays, miniature 
and full size cutaway water heat- 
ers, demonstration kits, and a slide 
rule that automatically computes 
hot water needs for any size fam- 
ily and combination of appliances. 
There are 156 potential water 





Fewer Home Washers 
Shipped in May 


Factory sales of standard-size 
household washers in May totaled 
253,942 units, a drop of 13.1 pct 
from 292,193 in the preceding 
month and down 16.6 pct from 
304,640 sold in May, 1950, accord- 
ing to industry-wide figures an- 
nounced by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Sales of automatic dryers were 
2 pet less than in April but were 
100 pet higher than in May, 1950. 

Sales of ironers in May were 
up 2.1 pet from the preceding 
month and off 11.7 pet from May, 
1950. 


More Refrigerator 
Buyers Keep Old Ones 


There was a slight drop in the 
number of refrigerator trade-ins 
in the last half of 1950, with a rise 
in the number of consumers keep- 
ing old boxes, according to a con- 
sumer refrigerator survey con- 
ducted by Hotpoint, Inc. According 
to Edward R. Taylor, vice-presi- 
dent, this may indicate a new trend 
to “two refrigerator” families. If 
such a trend materializes, he 
added, a vastly expanded market 
will open up for this high satura- 
tion home appliance. 


12,000,000 Old Ranges 


It is estimated that there are 
at least 12 million gas ranges now 
in use that are more than 10 years 
old. It is estimated that more than 











sell such articles unless they are heater sales for every 5,000 wired 28 million housewives are now 
so marked. homes, Mr. Taylor said. cooking with gas. 
Wholesale Hardware Inventories 
By Geographic Divisions, for May 1951 
End-of-Month Inventories (Cost) 
- Weeks’ Supply 
Pe reent Change . Stock-Sales Ratios! of Inventory 
May 1951 vs. Amount (Add 000) on Hand* 
: 7 Number 
Geographic of May April May May April May May April May May 
Division Firms 1950 1951 1951 1950 1951 1951 1950 1951 1951 1959 
UNITED STATES TOTAL..... | 201 +37 3 $197,905 $144,088 $193,040 247 214 243 14.6 12.6 
ES eae 12 +18 —2 3,311 2,809 3,364 270 288 298 15.9 17.0 
Middle tlantic................ uF é 69 +35 —2 22,640 16,787 23,032 185 164 195 10.9 9.7 
East North Central.................... 40 +37 + 4 36,541 26,698 35,215 279 222 280 16.5 13.1 
West North ( ee 31 + 26 + 7 35,577 28,153 33,112 298 257 254 17.6 15.2 
South Atlantic el avé aed deh veccebs 67 + 56 — 1 32,508 20,863 32,735 209 173 219 12.3 10.2 
East South Central... a 19 +62 1 14,348 8,866 14,516 230 171 * 251 13.6 10.1 
West South Central... . ' 22 + 29 5 14,652 11,352 14,013 245 223 248 | 14.5 13.2 
Mountain......... 8 +10 3 3,393 3,094 3,284 266 297 258 | 15.7 17.5 
Pacific. ’ 23 +37 3 34,935 25,466 33,769 279 259 258 16.5 15.3 

















 Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
__ * Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. Sales include direct 
shipments and consignments business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 
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Steel Cutback Will 
Move Big Inventories 
Present large stocks of con- 


sumer durable goods will move | 


later on, according to Economic 
Stabilizer Eric A. Johnston. Larger 
cutbacks of steel, copper and other 
metals are contemplated, he de- 
clared. 

Civilian use of these metals by 
September will be cut back 50 pct 
for steel and 40 pct for copper and 
other metals, he said. Present in- 
ventories will move with the cur- 
tailment of civilian goods produc- 
tion, he explained. 

Price and wage controls are nec- 
essary, even should peace come in 
Korea, in view of a continued rise 
in consumer spending, he added. 
He predicted that the annual rate 
of spending in the first quarter of 
next year will be $25 billion above 
the level during the first quarter 
of this year. 


Congoleum Introduces 


New Floor Coverings 


Congoleum-Nairn, Inc., is intro- 
ducing its first line of sheet vinyl 
plastic floor coverings, with a 
money-back guarantee, and Duo- 
Depth, an exclusive new printed- 
flooring process which duplicates 
sculptered carpet effects. 

The new viny] plastic yard gaods 
are in marbleized patterns in cor- 





related colors which have been | 
developed by the company’s styl- 


ists. Duo-Depth is making its ap- 
pearance in Gold Seal Congoleum. 
Four high-style colors in a modern 
leaf design are being shown in 
rugs and four in by-the-yard. 


Manufacturers’ Sales 
And Stocks Up in May 


Sales of all manufacturers in 
May touched $23.5 billion on a 
seasonally adjusted basis, a gain 
of about 5 pet over the $22.4 bil- 
lion reported for April, the Com- 
merce Dept. reported. The March 
total was $23.4 billion. For the 
durable goods industries the May 
total, on the same basis, was $11 


billion, 4 pet above the $10.5 bil- | 





lion in April. The March figure | 


was $11 billion. 
Inventories totaled $38.8 billion 
in May as against $37.9 billion in 


April and $36.4 billion in March. | 


For the durable goods industries, 
the May figure was $18.3 billion, 
compared with $17.6 billion in 
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... WHALE 


Extra strong, solid braided cotton. Smooth 
glazed finish. Won’t kink or ravel. 2 con- 
nected 50-ft. hanks in eye-catching trans- 
parent wrapper. 
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TITE-ROPE 


Strong, multi-strand wire line with a 
glistening white plastic covering. Cleans 
with the whisk of a damp cloth. Won't 
rust, won’t stain. 50-ft. hanks, connected. 
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YOUR JOBBER HAS SAMSON LINES 


WRITE for samples and information about 
the complete Samson line. 


Sameon 


CORDAGE WORKS 
BOSTON 10, MASS. 
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from the popular 
JUSTRITE 


Selected black filling 
materials with medium 


flare. In 7 block widths. 


rd 


to the all-purpose 


FAVORITE 


Selected black tampico 
fibre with 27%” trim. 
In 7 block widths. 





Hoor sweeps 4 re 






















Compared to the average hardware store sale, the sale of an Oxco 
sweep is Big Business. And you pocket a man-sized margin, too! 


Besides the money you make selling Oxco sweeps, there’s real 
satisfaction in knowing that your customer has purchased a sweep 
that knows no peer. That's because each Oxco floor sweep is made 
to do a particular cleanigg job efficiently and economically. 


Whether your customer has a hard floor, a smooth floor, a wet or 
a dry floor; whether he has to move light or medium dirt, or even 
fine dust—you know there’s an Oxco sweep made to do the job. 
There are over 50 different styles and/or sizes of Oxco sweeps for 


TEM offers:a complete line... 
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OX FIBRE BRUSH COMPANY, INC. 
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April and $17 billion in March. 
Each of the heavy industries re- 
ported larger inventories at the 
end of May, with the largest ad- 
vances in the transportation equip- 
ment industry. 

New orders placed with manu- 
facturers in May, on an _ unad- 
justed basis, totaled $23.2 billion, 
a 3 pet drop from April’s $23.9 
billion. New orders in March 
amounted to $19.1 billion. For the 


| durable goods lines new orders in 


April totaled $11.5 billion, com- 
pared with $12.6 billion in March 
and $8.5 billion in May, 1950. The 
drop was somewhat larger than 
seasonal, attributable in part to 
slack demand for consumer dura- 
bles. 

Unfilled orders were at $53.8 
billion, a rise of $400 million over 
the previous month and the small- 
est monthly gain since outbreak 
of hostilities in Korea. The total 
for May, 1950, was $22.2 billion. 
For durable goods industries the 
backlog of unfilled orders amount- 
ed to $46.9 billion, a $750 million 
rise over April. The increase came 
in the machinery and transporta- 
tion equipment groups. In May, 
1950, the backlog in the durable 
goods category was $18.8 billion. 


Caulking Compound 
Price is Reduced 


New lower prices for caulking 
compound have been announced 
by the Dicks-Pontius Co., Dayton, 
O., manufacturers of putties, glaz- 
ing and caulking compounds. The 
company said the reductions were 
made possible by an increased vol- 
ume of sales. 

Customers have their choice of 
metal and fibre cartridges, with 
improved plastic spouts on both. 


Turpentine Output 
Lower This Year 


Turpentine production in June 
dropped 8 pct below that of June, 
1950, at the central gum stills, 
which reported 34,510 barrels pro- 
duced in June. 

For the first quarter of the 1950- 
1951 season, turpentine produc- 
tion at the central stills was down 
15 pet from the same quarter of 
last season. 


May Paint Sales Up 


Trade sales of paint, varnish 
and lacquer in May were slightly 
over the May 1950 value, The Cen- 
sus Bureau has reported. 
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Vacuum Shipments 
Fall to 5-Year Low 


Factory sales of 194,548 stand- 
ard-size household vacuum clean- 
ers in June made it, with one 
exception, the first below-200,000 
month in five years, sales in July, 
1946, totaling 192,655 units. The 
exception was July, 1949, when 
factory sales dipped to 161,920 
vacuum cleaners in the midst of 
considerably higher sales, accord- 
ing to industry-wide figures an- 
nounced by C. G. Frantz, secretary- 
treasurer of the Vacuum Cleaner 
Manufacturers’ Association. 

The June factory sales figure of 
194,548 units marked a decrease 
from the preceding month for the 
third consecutive time and was 
down 3.7 pet from 201,983 units in 
May. June also was the fifth con- 
secutive month to show a decrease 
from the comparison period of last 
year, falling 22.2 pct below 250,190 
cleaners sold in June, 1950. 


Sees Growing Market 


For Carpet Sweepers 


About 68 pct of American house- 
wives will be using carpet sweepers 
within the next three years, M. R. 
Bissell, Jr., president of the Bissell 
Carpet Sweeper Co., Grand Rapids, 
Mich., predicted at a New York 
press conference recently. 


Mr. Bissell pointed out that sales 
last year were the largest in the 
company’s 75-year history, and 
that production was expected to 
continue at a high rate, depending 
upon the continuing availability of 
such critical materials as steel and 
bristles. 


He claimed that carpet sweepers 
are efficient for day-to-day clean- 


ing on the newer type rugs of syn-, 
thetic materials. 


Much Greater Need 
For DDT in Next Year 


About 105 million pounds of 
DDT will be needed in the 12- 
months period beginning Oct. 1, 
the National Production Authority 
informed the DDT industry ad- 
visory committee. Committee mem- 
bers said that facilities are ade- 
quate to reach this total if they 
can obtain the raw materials. This 
total would be a rise of more than 
10 million pounds over the output 
of 94,830,000 pounds during the 
current 12-month period. 


Members of the committee stated 
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BUILD SALES FOR YOU 


“™ BEN-HUR 


farm & home FREEZERS 


OLD-FASHIONED CANNING 
CHORES TURN INTO 
FOOD-FREEZING FUN 











Ben-Hur “Let's Prove 


It” selling tool lets 
Ben-Hur 13.1 cubic foot model. Holds up to 655 


your customer show to 
“ ibs. Others: 8.5, 16, 20 cubic foot sizes. 





himself how money 
saved by home freezing foods quickly pays for a new Ben-Hur Freezer. 

Today's easiest-selling home freezer, the BEN-HUR offers a wealth of new features 
— in beauty, convenience, and operating economy. Check, compare these features 
one by one and you'll find the Ben-Hur easily comes out on top. 

Ask your nearby BEN-HUR Distributor for the complete story of Ben-Hur Freezers 
— and the unique selling and merchandising aids that make selling easier. 


BEN-HUR MFG. CO., DEPT. HA 634 E. KEEFE AVE., MILWAUKEE 12, WIS. 
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UNIVERSAL METAL PRODUCTS CO. 
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B 
Odps THE JOBBER’S 
THE SALESMAN 
acinus EST, 
In conjunction with INE y 
the fact that they are tops in quality, ° AN 
built by economy methods in the most modern fac- LE 


tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 





SARANAC, MICHIGAN 
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DANDEE 
REELS 


For ALL BUILDING TRADES 


No. 41 Reel and Plumb 
Bob, as illustrated, for 
use as a plumb line, 
mason or chalk line. 
Bracket holds bob when 
not in use. Anti-backlash, 
easy to add chalk. Nick- 
el plated steel case, con- 
tains 100 ft. of No. 18 yel- 
low mason line. Retails 
at $2.50. 


No. 44 Chalk Line Reel. 
50 ft. of line is always 
chalked when drawn 
trom reel. Chalk lasts a 
year, can be reordered. 
$1 retail. Ask your jobber 
or write for circulars. 
By the makers of Dandee 
plumbers’ and tinners’ 


furnaces . . . razor blade 
scrapers...weed burners 


533 South Fourth St. 


© Minnecpolis 15, Mina. 











McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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that their output will depend upon 
availability of such raw materials 
as sulfuric acid, benzine and chlo- 
rine, all of which are in short sup- 
ply. NPA said it would seek to 
insure a supply of these materials 
adequate to permit the industry to 
reach the goal. 


Million Dollar Sales 
Made by 1% of Stores 


Less than one per cent of all re- 
tail stores operated during 1948 
had sales of $1 million or more. 
There were 10,432 retail stores in 
this sales size group enumerated 
in the last Census of Business, cov- 
ering operations in 1948. 

The combined sales of these 
stores amounted to $25 billion. 

There were, in addition, 21,757 
stores with total sales of $14.9 bil- 
lion, each of which reported doing 
between one-half and one million 
dollars of business for the year. 

In contrast to this small number 
of large stores, there were 1,269,- 
075 stores that had sales of less 
than $100,000 each, in 1948. Total 
sales for these stores amounted to 
$40 billion. 

Department stores, grocery 
stores with meat and motor vehicle 
dealers accounted for 6,391 of the 
10,432 largest stores. 


Westinghouse Says It 
Won't Reduce Quality 


Gwilym A. Price, president of 
Westinghouse, in a company policy 
statement has announced: “Should 
the defense program demand fur- 
ther curtailment in the use of crit- 
ical raw materials, Westinghouse 
will discontinue any product whose 
quality would be adversely af- 
fected. 

“The quality and durability of 
Westinghouse products being pro- 
duced today have in no way suf- 
fered from the current restrictions 
and allocation system in force on 
raw materials.” 


Refrigerator Supply 
Ample for This Year 


An ample supply of refrigera- 
tors this year is seen by W. Paul 
Jones, president of Servel, Inc., 
who believes that the industry’s 
largest problem likely will con- 
tinue to be a shortage of buyers. 
He said that government restric- 
tions had forced output cutbacks 
by Servel to 900 refrigerators a 
day, as against a capacity of 2,000, 
thus boosting production costs. 




















SELL <2 QUALITY 
THE WARNER LINE 








No. 724-Hog trough 20 
go., 2 ft. long rolled edges 






No. W-89-Electric stock tank 
heater, entirely automatic 


No. P-17-All purpose pan, 
all one piece, 3 gal. capacity 


Also complete line of poultry equipment. 
Write for new catalog 
Zs, 


ik 





WARNER BROODER & APPLIANCE CORP. 
North Manchester, Indiana 
FACTORY, SALES AND SERVICE 








a 


Z's 


a= 
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Display Sells! 


Shelby 666 Air-Check Door Closer is 
the largest pneumatic aircheck made 
for storm and combination doors. It 
closes doors smoothly and surely. 


Display it for sales! 


Spring Hinge 


Company 
Shelby, Ohio 
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improved Synthetic 
Bristle Introduced 


A synthetic paint brush bristle, 
claimed to have the same rate of 
wear as hogs’ bristle and to be 
highly efficient in carrying and ap- 
plying paint, is being introduced 
by the brush division of the Pitts- 
purgh Plate Glass Co. 

The refined Neoceta bristle, be- 
ing introduced in a new Red Stripe 
line of brushes by Pittsburgh Plate, 
was developed after research which 
started in 1939. 

In addition to outstanding quali- 
ties for application of regular 
finishes, the new bristle is claimed 
to be superior to hogs’ bristle in 
its resistance to the softening 
effect of water, and advantage 
when used with emulsion and other 
water thinned finishes. It is 
claimed to have the same rate of 
wear as hogs’ bristle. 


Glassware Jubilee 
Promotion This Fall 


“American Glassware Jubilee” 
will be a national promotion, to be 
held the week of Oct. 7-13, as a 
means of focusing attention on 
U. S. automatically made glass- 
ware, and will stress the advan- 
tages of domestic table, kitchen 
and cooking glassware and their 
continuing availability in the face 
of shortages of certain other house- 
hold items. 

The promotion will be sponsored 
by eight companies composing the 
Machine Table and Kitchenware 
Division of the American Glass- 
ware Association. 

The theme, “Glassware for Gra- 
cious Living” is designed to aid the 
retailer in boosting both traffic and 
sales in his glassware department. 


Marine Paint Use 
Doubled Since Korea 


Marine paint consumption has 
risen 150 to 200 pct since start of 
the Korean war, the Marine Paint 
Industry Advisory Committee has 
told NPA. The group said that as 
a result of the increased use, there 
is a shortage of some raw materials 
used by the industry, mainly in 
titanium dioxide, aluminum powder 
and paste and some phenolic and 
alkyd resins. 

; The group also asked that the 
Industry be allowed to use tin- 
coated cans for all marine paints 
rather than the black plate cans. 
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m-M-M! 
L 
poet WHITE MOUNTAIN SELLS ws 
PIES! APPLE PARER, 


SELLS ..- 
and 


SELLS! 


—BECAUSE 
IT’S A REAL 
OLD AMERICAN 
FAVORITE! 






You can do a really big business on White Mountains. Famous for 
generations, the White Mountain Apple Parer, Corer and Slicer pares, 
cores and slices all at one time . .. and does all these things just right 
for the best apple pies you’ve ever tasted. No trouble ...no waste! Nationally adver- 
Pares perfectly in 5 seconds! You can clinch sale after sale with a tised in farm 
fascinating 5 second demonstration to your customers. Perfect for papers, American 


RETAILS AT 
$3.75 


preparing apples for the freezer for fresh apple pie year ’round. 
Call your jobber now and get ready for the fall apple harvest season! 


Fruit Grower, etc. 





Established 1875 


GOODELL COMPANY, ANTRIM, NEW HAMPSHIRE 














KOHLER 
ENGINES 


Four-Cycle, Air-Cooled 


Kohler Engines are engineered and built 
to give the economical service that has 
won world-wide acceptance for Kohler 
Electric Plants in construction and other 
industries. Made in several sizes, they 
are suited to a wide range of uses. The 
name Kohler, identified with quality 
products for three-quarters of a century, 
gives Kohler engine-driven equipment 
ready acceptance. Write for information 
about sales and service franchise. 


MODEL K-12-2, 3 H. P., 4-cycile, single 
cylinder, air-cooled. Length 14”, width 
14”, height 19”. Weight 43 lbs. 
RELIABLE POWER FOR: 
Compressors e Farm Conveyors e Weed Cutters 
Floor Sweepers @ Generators @ Sprayers 
Grain Elevators @ Hoists e Lawn Mowers 
Pump-Jacks e Vibrators 
Snow Removal Machines @ Garden Cultivators 
Portable Saws @ Garden Tractors 


Kohler Co., Kohler, Wisconsin. Established 1873. 


KOHLER or KOHLER 


* ELECTRIC PLANTS 


PLUMBING FIXTURES © HEATING EQUIPMENT 


AIR-COOLED ENGINES © PRECISION PARTS 
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and mystic 
colors of 
the far away Oriont have been skill- 
fully blended into a new beautiful 
creation by talented artists. Designed 
to match one of America’s fastest sell- 
ing dinnerware patterns, Oriental 
Poppy is rapidly becoming one of 
our best sellers, 
Write for our new catalog. 
Visit our displaye—Los Angeles 
Trade Fair—Aug. 19-22 
Parker House Gift Show, 
Sapam Sept. 2-6 





WOODENWARE 


WHITE STUDIOS 


2421 McKINNEY AVENUE 
DALLAS , TEXAS 





STRATAFLO 
FOOT & CHECK VALVES 


end leakage troubles ... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type 
pumps. Ask for bulletin 301. 





STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 
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81% of Appliance Dealers Had Dollar Sales 
Increase Last Year; Net Profits Rose to 6% 


Sales volume of appliance-TV 
dealers increased 23 pct in 1950 
over 1949 and dealer inventories 
showed a rise of 49 pct during 
1950, according to the annual cost- 
of-doing business survey of the 
National Appliance and _ Radio 
Dealers Association. 

The survey also showed that 19 
pet of the dealers responding failed 
to show any dollar sales increase. 
In the 1949 survey only 38 pct of 
the dealers showed dollar sales in- 
creases over 1948. " 

In 1949, net dollar operating 
profit was reported by 92 pct of 
the dealers as against only 87 pct 
in 1949. 

The net profit ratio to net sales 
for all reporting dealers totaled 6 
pet in 1950, as compared with a 
ratio of 5.2 pet for 1949. Last year 
inventory turnover went up to 4.3 
times, as against 3.8 in 1949. 

Sales by product type showed 
refrigerators still in first place, 
with 28.3 pct of total sales. Despite 
the fact 1950 was a record TV year, 
refrigerators accounted for more 
than twice the dollar volume pro- 
duced by sale of television receivers. 
In 1950 TV remained in third place 
with 13.7 pct, compared with 11.3 
pet of total sales in 1949. TV ac- 
counted for 4.4 pct in 1948. Wash- 
ing machines still were in second 
place, with ranges in fourth, radios 


in fifth and vacuum cleaners in 
sixth place. 

Trade-ins again increased last 
year in percent of total sales of 
four key products, continuing an 
upward trend in evidence since 
1946. Trade-ins accompanied 42 
pet of refrigerator sales, 49 pct of 
washing machines, 36 pct of ranges 
and 36 pct of vacuum cleaners. 
Trade-in figures for television ap- 
peared in the survey for the first 
time last year; 13 pct of all respon- 
dents’ TV sales were accompanied 
by a trade-in. 

Dealers participating in the 1950 
survey showed average sales per 
square foot of selling space 
amounting to $74.69, compared 
with the average figure of $73.20 
for 1949. 

Gross margin averaged 30.8 pct 
of net sales, or $30.80 for every 
$100 of net sales, compared to 
$32.80 in 1949. The 1950 gross 
margin was the lowest for the five 
years starting with 1946. Oper- 
ating cost ratio was also down to 
a five-year low, being 24.8 pct of 
net sales, as against 27.6 pct in 
1949, 

The lowering of the over-all cost 
ratio between 1949 and 1950 re- 
flected lower administrative costs, 
which amounted to 16.9 pct of net 
sales last year, compared with 19.1 
pet in 1949. 





Sears’ Chain Shows 11.4% Gain for Year 


Sears, Roebuck & Co. reported 
record sales for June and for the 
first five months of its fiscal year. 
Sales in June were 4.1 pct over the 
same 1950 month. A 11.4 pct gain 
was shown for the first five months 
of its fiscal year. 

Montgomery Ward & Co. re- 


ported a 3.6 pct drop in June sales 
from the year previous. Sales for 
the first five months of its fiscal 
year to June 30 were 5.2 pct ahead 
of the similar period last year, 
however. 

June sales totals for mail order 
houses and chain stores follow: 


1951 1950 % Change 
Sears, Roebuck & Co. 
DUNG ois 606 8550 BAAS $ 229,737,756 $220,653,684 + 41 
Five: Wade oo ices 1,065,415,686 956,413,789 +11.4 
Montgomery Ward & Co. 
PUG siigrinveice sowed a 92,911,377 96,388,835 — 8.6 
Pive monte «6.05 6ssse. 461,173,700 438,287,682 + 5.2 
Butler Brothers 
Ne aia lgial aha 8,255,958 9,222,818 —10.48 
EE ea 53,799,963 50,700,848 + 6.1 
F. W. Woolworth & Co. 
as Jaks cars: sides ds ahs eo 53,524,995 46,518,289 +15 
ee eer 297,598,584 270,434,408 +10 
Western Auto Supply Co. 
DEE | isl Ak Sheela cases 14,478,000 14,025,000 + 3.2 
oe aa 73,140,000 65,440,000 +11.7 
HARDWARE AGE, AUGUST 9, 1951 
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GREAT NECK SAW MERS., inc. 


MINEOLA, 





ENGINEERED QUALITY TOOLS SINCE 1919— at popular prices 
Nationally Advertised Products ie sows 
st yo os * 
Is fore P w 
pisels * & $9 
ows as * jreuler so" ” 
Mees x 08 wan serpent * 
coping sows putty on 
rated owls * P «++ for the stars in our line 
NEW YORK ~ see your jobber 

















pee: 


- -\, Order From Your Jobber 


GET TE : BEST! 


ASK FOR IT 
BY NAME 








appeal 
Boxed & Carded | 
¢ popular-priceds | 







for LACQUERING, 
VARNISHING 
ENAMELING _ ACID CORE 
MARKING and SOLDER , 
TOUCH-UP 


Why accept less than the Best—when GLASER costs no more? 








M.GR 


460 West 34th St., New York 1, N. Y. 


| GLASER LEAD CO., INC. 
} 21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 


UMBACHER. xc. 

















MARSHALLTOWN TROWEL COMPANY -e 


MARSHALLTOWN, IOWA 











the Press! 


Complete e Authentic e Up-to-the-minute 





Every Man Who Sells Through Hardware Channels 
Needs This Gold Mine of Information 


For market planning, for setting up 
sales territories, for making personal 
contacts with officials and buyers — 
you'll find HARDWARE AGE’s Veri- 
fied List an indispensable aid to effi- 
cient selling in the $2) billion dollar 
hardware market. 





LISTS 


547 Hardware Wholesalers in U.S. 
114 Hardware Wholesalers in Can- 
ada, Hawaii and Mexico 

135 Heavy Hardware Wholesalers 

in U.S, 

(These are in addition to 398 

Hardware Wholesalers handling 

heavy hardware.) 

2,139 Industrial Supply Distributors 
in U.S. and Canada 

1,092 Plumbers’ and Tinners’ Supply 
Jobbers in U.S. and Canada 

2,640 Manufacturers’ Agents handling 

hardware and housefurnishing 

lines in U.S., Canada and For- 

eign Countries 

Hardware Chain Stores in U.S. 

representing 4,014 units 

Distributors selling through 

franchised dealers representing 

6,092 units 


ow 


32 
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The most comprehensive and au- 
thoritative list of its kind, HARD- 
WARE AGE’s Verified List has been 
the hardware industry’s traditional 
guidebook of wholesalers for many 
years. The new 20th Edition just off 
the press is better than ever, giving 
you complete, up-to-date information 
on the hardware wholesale houses and 
other organizations distributing hard- 
ware and allied lines in the U.S., Can- 
ada, and foreign countries. 

You'll find its pages filled with sta- 
tistics and facts that are invaluable 
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for contacting the wholesale 
hardware field by direct mail 
as a supplement to your reg- 
ular publication advertising 
.. and for exploring the pos- 
sibilities of new accounts. 
Nowhere else can you ob- 
tain such complete informa- 
tion on the hardware distrib- 
utive trade in book form. In 
countless ways its 232 fact- 
filled pages will repay you 
the cost many times over. 
Order your copies today. 





CLIP AND MAIL TODAY 




















| he oR ae wee mmm eas aes “a 
l HARDWARE AGE, Verified List Department i 
i 100 East 42nd Street, New York 17, N.Y. i 
i Mail postpaid __._ copies of the new, 232-page, 20th Edition of the | 
HARDWARE AGE Verified List, for which find enclosed $__ — 
I (at $15.00 per copy). Note: For New York City sales, add 45¢ for 3% | 
| Sales Tox. 1 
| Nome_ sc iiedlneacepettneieiaiaamitiamimaipiataaminiitie sie - | 
I Firm ae a ee se | 
1 NG cinctecnsetcceneen: —E ——— 1 
sin ~~ a - . ; 


VERI-LITE 
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The Duck’s Real Twin Means 
Profitable Sales for You 


rs the realism of Victor Veri-Lite 
Decoys that satisfies your customers 
and brings you satisfying ‘sales. National 
advertising in Field & Stre am, Outdoor 
Life, Sports Afield, Hunting & Fishing 
and Ducks Unlimited builds customer 
preference for Victor Veri-Lites. Made of 
sturdy, water-proofed molded pulp to 
exactly match real ducks; pre-balanced; 

equipped with anchor line swivel; finished 
in realistic glare-free colors. 








The complete line of Victor Decoys includes 
Veri-Lite, Wood, Vac-Sta and Balsa — all available 
in nine different species — shipped promptly from 
either of our two plants. Order from your jobber now. 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 












IMPROVED TYPE 






“SPRING” 


TOGGLE BOLT Fast 


ASK FOR CATALOG - 
DIAMOND EXPANSION BOLT CO., INC. 
DEPT. H.A. © GARWOOD, N. J. 


PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 














Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, > 
IMMEDIATE « 


‘CHAIRS iver 


All types, wood and 
steel in stock 
Also Folding Tables 














State requirements! 


Write us when 

Fe have in 

quiries from were 

churches, 

es clubs, Prices 
now! 


* ADIRONDACK CHAIR CO. {M2 ®rcedwey 


N.Y. 1, N. 
JERE es ae es cee 
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Fall Campaign on 
Automatic Dishwashers 


It is estimated by Hotpoint, Inc., 
that one refrigerator will be sold 
for every 10 wired homes, and that 
one dishwasher will be sold for 
every 10 refrigerators, during a 
consumer sales campaign that will 
be continued for August and Sep- 
tember. 

The automatic dishwasher was 
called the fastest growing of all 
appliances since the war and the 
best dealer profit opportunity on 
the appliance horizon today, at a 
series of distributor meetings held 
by Hotpoint during July and 
August. 

Distributors were urged to work 
out contracts with plumbers for 
flat rate installation charges. This 
can be accomplished only by co- 
operation of the factory, distribu- 
tor and dealer, it was stated. 

Hotpoint is aiming at an instal- 
lation cost of approximately $25 
for the consumer. It was pointed 
out that in areas where plumbers 
agreed to do the job for $40, the 
distributor could absorb $5 of the 
charge, and the dealer $10. This 
would leave the cost of installing 
an automatic dishwasher sink the 
same as that of non-electric sinks. 


Old Stove Round-Up 
To Run for 3 Months 


A special promotion to hunt 
down outmoded cooking appliances, 
termed the Old Stove Round-up, 
will be held from Sept. 3 to Nov. 
30, under the sponsorship of the 
American Gas Association and the 
Gas Appliance Manufacturers As- 
sociation. 

Local round-ups will run for six- 
week periods during the three 
months, and each will be sparked 
by a gas company which will co- 
ordinate in a concentrated cam- 
paign, its own promotional efforts 
and those of dealers in all brands 
of gas ranges. 

A quota of 1,500,000 gas ranges 
having a total retail value of more 
than $300,000,000 is the goal for 
this intense sales campaign. 


Aristo Mats to Be 
Seen on Color TV 


Phoenix Table Mat Co. has 
signed up for a color television 
advertising campaign over CBS to 
promote its line of Aristo-mat 
stove mats. Phoenix and the 
O’Cedar Co. are the only com- 


in the housewares field 
among the 20 advertisers sponsor- 
ing color television advertising. 
Phoenix claims to be the first man- 
ufacturer of mats to use national 


panies 


magazine, radio and black and 
white television advertising. 


Westinghouse to Back 
Football Games on TV 


The football games of some 40 
college football teams will be tele- 
vised this Fall under the sponsor- 
ship of the Westinghouse Electric 
Corp. The games will be covered 
either by interconnected television 
network, by regional networks or 
local stations, during a 10-week 
period, beginning Sept. 22. No 
college team will appear more 
than twice during the season. 


Electric Housewares 
Campaign to Continue 


Decision to continue the electric 
housewares gift campaign through 
fall and winter has been reached 
by the Electric Housewares Sec- 
tion of the National Electrical 
Manufacturers Association. This 
will mark the second phase of a 
long-range merchandising and pro- 
motional campaign, designed at 
capturing a larger share of the 
year ’round gift market. This phase 
will concentrate on Christmas and 
other fall and winter gift oppor- 
tunities. Basic theme of the cam- 
paign is “Give Electric House- 
wares—first choice for every gift 
occasion.” 

A 20-page merchandiser has 
been prepared to show dealers 
how to promote electric house- 
wares as gifts on a year ’round 
basis. New display material fea- 
turing electric housewares as 
Christmas gifts will also be avail- 
able. In addition to dealer mer- 
chandising aids, an extensive pub- 
licity campaign is planned on both 
trade and consumer levels. 


Special Promotion 
On ‘Vogue’ Utensils 


Sales aids are packaged in a 
“Shoot the Works” sales kit, fur- 
nished free to dealers to tie in with 
the second half of year promotion 
of Federal Enameling & Stamping 
Company’s “Vogue” line of enam- 
eled kitchen utensils. 

The dealer tie-in material to be 
used with national advertising in 
consumer publications, includes a 
counter card, window banner, re- 
prints of national advertisements, 
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°€&. 
402 South Illinois Street « 


@ HANDSAWS 

@ CROSSCUT SAWS 
@ CIRCULAR SAWS 
@ HACKSAWS 

@ KEYHOLE SAWS \ 
@ ALL OTHER TYPES 


Cc. ATKINS AND 


Ind 


| 


COMPANY 
Lemnetie 4, tall 









i 
1] 








K Chor. 
; Clock 
FILES 
: 





ATTRACTS 
CUSTOMERS/ # 
QUICKLY... {| 


ALNICO* HANDY 
MAGNET 


¢ 
[SS This permanent ALNICO Mag- 
very net picks up nails, paper clips, 
bebby pins, tacks, needles, 
etc, FREE Dealer's Display card 
for greater impulse Sales! 


_ RETAIL 
PRICE 


AGNETO SALES CO. of New York 


18, . .¥ 








261 West 54th Street, New York 


HANGIN C7 pictures, mirrors and 


wall decorations with Moore Pushless 


Picture Hangers is the SAFE way 


Lighter wall decorations are 
easily and quickly secured with 
Moore Push-Pins. - 

Nationally Advertised 





Confidentially a wonderful buy! 









BUILDERS’ HARDWARE 





Yeu can recommend and sell this quality hardware to 














HINGES 
your trade with full confidence. Valuable repeat busi- AND BUTTS 
ness usually follows every sale b the National GARAGE 
line has style—plus exclusive features—that promote Pen it . 

: HANGER 
long, smooth operating efficiency. AND RAILS 
FOOT AND 
A copy of the latest Catalog No. 25 nase Seats 
or an illustrated wall chart will keep somal nem 
you posted on the latest in hardware. STORM DOOR 
SETS 
. 





National, MANUFACTURING CO. Sterling, ilinois } 








Seal a-S 


FINGER 







Clips are nickel plated. Hardwood 15” 
long, %” thick. 


See your Jobber 


you want them. . 
EASILY! 


GRIP ADJUSTABLE CLIP 


© Shops 
H L D E R e Kitchens 
Now with ‘silent salesman’ display card at- e Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
cles. Adjusts in a jiffy to any size up to 1%” e Ete 


Ready to hang! 





ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 





“Park” things where ? 














FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 





Repair Hits 


DRILLS P ELECTRIC LECTRO- 
= HoMeRTTY <= 
POLISHERS TOOL KITS 
BENCH ~y STANDS 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 











a 


auger bits | Midway Mirbrite Bits 
for every 


“pregerred by atl 


purpose — uke want the Gest! 


Auger bits for 
electric drills 
Ae” to 12/6" 


VWilwa 
THE MIOWAY TOOL*’CO INC 








*Mirror Bright 


Sales Office and Factory 
Melvin, Ohio 


Standard auger bits 
17 sizes (446” to 24/A6") 


PigQiga as 

















HARDWARE AGE 





Looking for New Merchandise ? 

There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New,” which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


100 East 42nd Street 


New York 17, N. Y. 
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Tell your customers 
about this quick, 
easy way to 

















IANDYMAN °64.2° 


ROUTER KIT 


Here’s 6 lbs. of the very utmost in 
versatility—the Stanley Handyman 
Router, Model 038. It does in minutes 
jobs which require hours when working 
with hand tools alone. Can be used for 
grooving, making rabbet and dado 
joints, routing for inlays, templet work, 
decorative edgcs on tables and other 
woodworking projects. Powerful % 
H.P. motor, A.C. or D.C. Kit contains 
router, grinding wheel and five different 
type bits. Adapter kit GA67 converts 
router to an electric plane. 





6” SAFETY SAW 
No. 065 $62.50 
A highspeed, low- 
maintenance favor- 
ite. Has helical gears 
and full boll and 
roller bearings 
throughout. Only 11 
Ibs. A.C. or D.C, 








MANY-PURPOSE 
DRILL KIT 
No. 020 $32.00 
Ideal for sanding, 
grinding, buffing, 
polishing, drilling. 
Comes with hand- 
some carrying case 
ond 17 different at- 

tachments. 














STANLEY ELECTRIC TOOLS 
408 Myrtle Street, New Britain, Connecticut 


STANLEY 


Reg. U.S. Pat. Off. 





HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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pennants and newspaper mats. 
There are also display suggestions 
and a list of selling points for 
salespeople. 

The special merchandise offer 
consists of 18 items, which the 
company states will assure a prof- 
it margin of 49 pet. There are 78 
pieces in the special offer. 


G.E. to Use ‘Alice’ 
To Boost Lamp Sales 


The G-E Lamp Department will 
use the “Alice in Wonderland” 
theme, tying in with the Walt Dis- 
ney movie of the same name, in its 
fall lamp promotion, scheduled 
Sept. 8 to Oct. 20. 

This will replace the “bulb 
snatching” theme which has been 
used by G-E in the recent past for 
its fall campaign. The new cam- 
paign is timed to coincide with the 
showing of the full-length, ani- 
mated movie feature in color, 
which will have its premier show- 
ing in New York in August. 


Promotion This Fall 
On Fiberglas Filters 


Owens-Corning Fiberglas Corp. 
will begin a fall and winter pro- 
motion on Fiberglas Dust-Stop air 
filters, backed by an advertising 
campaign in three national maga- 
zines, beginning in September. 

A promotional kit, prepared for 
retailers, contains mats for news- 
paper advertising, radio commer 
cials, counter and window displays, 
store banners, full color advertis- 
ing reproductions for window use, 
booklets, stuffers and postcards. 


General Paint Airs 
West Coast TV Shows 


General Paint Corp. is sponsor- 
ing a new 15-minute television 
program in San Francisco, Los 
Angeles and Seattle, entitled “The 
Babbling Brooks.” The title refers 
to a young married couple, the 
Brooks, whose amusing adventures 
in redecorating their home provide 
the entertainment as well as the 
selling features of the program. 

The show is televised every Fri- 
day in San Francisco over KGO- 
TV at 8 p. m,, in Los Angeles on 
Sundays over KECA-TV at 9 p. m. 
In Seattle the show is on KING-TV 
at 8:15 p. m. on Thursdays when 
baseball programs are not sched- 
uled. General Paint reports grati- 
fying reaction to its first television 
venture, from both consumers and 
dealers. 





Cory Sponsoring 
Langford, Ameche 


Frances Langford and Don 
Ameche will be sponsored in a new 
daytime television program this 
fall by the Cory Corp. The new 
program, starting Oct. 2, on Tues- 
days and Thursdays, will be seen 
on the ABC television network 
from 12:45 to 1 p.m., Eastern time. 

J. W. Alsdorf, president of Cory, 
said: “We have always known that 
demonstration is the key to appli- 
ance selling. Television offers the 
opportunity to demonstrate appli- 
ances to millions of persons simul- 
taneously yet personally.” 


Halley to Narrate 
Schick TV Show 


Rudolph Halley, former chief 
counsel for the Kefauver Crime 
Investigating Committee has been 
signed by Schick Electric Shaver 
to narrate “Gangbusters” in its 
first appearance on television this 
Fall. 

Beginning Tuesday evening, 
Sept. 4, 9 to 9:30, E.D.S.T., “Gang- 
busters” which has been a top 
radio show for 15 years, will be 
seen on television under Schick 
Sponsorship. Fifty stations will 
carry the program. 


Thor Reports Good 


Reaction to Promotion 


John R. Hurley, president of 
Thor Corp., declared that “the 
merchant who will revive old- 
fashioned aggressiveness will 
have no trouble selling his wares 
or eliminating his excess inven- 
tory in today’s credit-restricted 
buyers’ market.” 

He reported that distributors’ 
unit sales of Thor wringer wash- 
ers in the first week of the com- 
pany’s “bushel and peck” sales 
drive showed a 170 pct gain over 
the same week a month earlier 
and a 10 pct rise over the same 
week a year ago. The campaign 
featured the give-away of a bushel 
of groceries and a peck of potatoes 
to each purchaser of a washer. 


Matico Asphalt Tile 
Starting Ad Campaign 

The Mastic Tile Corp. of Amer- 
ica will promote Matico asphalt tile 
flooring in four-color ads in a list 
of leading consumer magazines, 
Sunday supplements, and in trade 
papers. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solld, maximum, 50 words........ $5.00 
Each addiffonol word.......... 10 

Positions Wanted 


ee. Rate) set solid, maximum, 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 


catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Help Wanted 








GENERAL MANAGER 


needed for new Wholesale Hardware Company 
now being established in one of the prosperous, 
growing cities of the Southwest. For this re- 
sponsible position, a man of real ability and 
wide experience in the Wholesale Hardware 
field is required. It represents a real oppor- 
tunity for an ambitious, energetic man, as he 


Representatives Wanted 


Representatives Wanted 








MANUFACTURER WANTS 
SALESMEN 
Colors-In-Oil 
Insecticides, Paint Sundries, etc., 
all territories. Write 


BENGAL CO. 
214 St. Nicholas Ave., New York 27, N. Y. 


SALESMEN 


calling on hardware stores to sell complete line 
of plumbing and heating supplies as full or ad- 
ditional line in Midwestern States. Commission. 


SQUARE DEAL PLBG. & HTG. SUPP. HSE., INC. 
1709-35 So. State Street Chicago 16, Illinois 
WEbster 9-5200 

















will have an opportunity te invest a c 
able sum in the Company. The business is 
backed by a substantial, well-established firm. 
For further information, address Box A-225, 
care HARDWARE AGE, 100 East 42nd St., New 
York 17, N. Y., giving necessary information 
about yourself, and we shall be glad to con- 
tact you and arrange for an interview. All 
negotiations of every kind are to be handled 
in strictest confidence. 

















SALESMEN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware. Must have other build- 
ers' hardware lines. Good commissions. Texas, 
Ohio and other good territory open. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 








MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 

on straight commission. Several territories in the 
il Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A- 178, care of 
eA Acz, 100 East 42nd Street, New York 





EXPERIENCED BUILDER’S HARDWARE 
SALESMAN FREE to travel anywhere. Must 
be able to establish new accounts and to work 
with our manufacturers representatives. In reply- 
ing give all pertinent details. Your application 
will be held in strict confidence. Apply to Skill- 
man Hardware Manufacturing Co., Trenton 4, 
New Jersey. 





WANTED, EXPERIENCED FULL TIME 
SALESMAN, 30 to 40 years old, for established 
line of Padlocks and Hardware, traveling several 
weeks. Good future for aggressive man, possibil- 
ity of becoming Sales Manager. State experience 
and references. Address Box A-236, care of 
he a Acz, 100 East 42nd Street, New York 





VANTED: EXPERIENCED RETAIL 
HARDWARE MAN: opportunity for advance- 
ment, to locate in Central part of Western Penn- 
sylvania. Write stating age, experience and refer- 
ences. Address A-247, care of Harpware AGg, 
100 East 42nd Street, New York 17, N. Y. 





Representatives Wanted 








SALESMAN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware In Minnesota and North 
and South Dakota. Must have other bullders’ 
hardware lines. Good commissions. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinols 
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MANUFACTURER’S REPRESENTATIVE 
WANTED WHO IS calling on Hardware and 
Houseware Jobbers and who is well established 
with Department Store Trade in Southwest Terri- 
tory. We have the following territory open on 
our line of nationally known kitchen cutlery: 
Texas, Oklahoma, Louisiana and Arkansas. Ad- 
dress Box A-238, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





VERY PROFITABLE FRANCHISE TO 
MAN with car or truck calling on hardware and 
t dealers. Must make small investment. 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
a, retail stores outside of the larger 
cities. Here cre complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 














MANUFACTURER’S REPRESENTATIVE 
WANTED CALLING ON Retail Hardware and 
Plumbing Accounts, for a new type Closet Ven- 
tilator. Nothing like it on the market. Work cn 
liberal commission basis. Give complete back- 
rome of experience, territory osvnen and lines 
andled. Territories over most of United States, 
yet, open. For information contact MIT-ECK 
CORP., Drummond, Montana. 


Protected territory. Backed with good advertis- 
i ey or mechanically inclined helpful. 
Write oe = gr., Electric Service Systems, Inc., 
1330 N 13, Minn. 


MANUFACTURER’S AGENTS OR _ JOB- 
BERS COVERING hardware and portable tool 
outlets needed for popular, well promoted line of 
high quality circular saw blades, including the 
new 8 tooth Safti-Cut, the blade that is better 


. Quincy, Mpls. 





11 ways. Contact Western Saw Manufacturers, 
Inc., 1840 W. Washington Blvd., Los Angeles 7, 
California, 





WE WANT REPRESENTATION, EXCEPT 
ON THE West Coast. New, revolutionary 10 min- 
ute car washer (no hose required) and 2 minute 
dust remover. Sell to leading retailers and job- 
bers. State your lines and territory, also how 
often do you cover. Padflex Co., 3818 Page Blvd., 
St. Louis 13¢ Mo. 





SALESMAN: WITH HARDWARE DEALER 
FOLLOWING, Westchester County New York, 
New York City area or South Jersey. Oppor- 
tunity for connection with progressive wholesale 
organization offering top lines—prompt service— 
competitive prices, established 30 years. Drawing 
against commission plus expense allowance. Ad- 
dress Box A-223, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


EXPERIENCED SALESMAN WANTED, 
PRESENTLY CALLING upon hardware and 
mill supply jobbers in midwest states. Write 
complete details in first letter. All applications 
will be answered. Please do not phone. The Round 
m4 Mfg. Co., 646 W. Lake St., Chicago 6, 

inois. 


SALES REPRESENTATIVE NEEDED TO 
COVER exclusive territories with full line of 
“One piece steel bathroom cabinets.” Well de- 
signed and competitively priced on ten per cent 
sales commission basis. call on Plumbing Deal- 
ers, Building Hardware, Tile Contractors, Lum- 
ber, Millwork. Electrical and Department Stores. 











Fries & Son, Second & Madison, Covington, 
Kentucky. 
ALESMEN WANTED, CALLING ON 


HARDWARE Jobbers, Lumber Yards and large 
dealers for a line of imported wood screws, shelf 
brackets, door butts, strap and tee hinges, chisels 
and stove bolts. Continuous supply, very attrac- 
tive prices, liberal commissions. State territories 
now covered and lines now carrying in first letter. 
Address Box A-231, care of Harpware Acer, 100 
East 42nd Street, New York 17, N. Y. 





PAINT BRUSH MANUFACTURER DE- 
SIRES REPRESENTATIVE for hardware and 
paint jobbing trade, etc. Good opportunity for 
right man. Advise particulars and territory. Write 
Box A-242, care of Harpware Ace, 100 East 42nd 
Street, New York 17, iN. Y 


CALLING ON 





—— 


COMMISSION SALESMAN, 


HARDWARE and Houseware jobbers, to sell 
metal friction catches, for replacement on metal 
and utility cabinets, priced to sell. Address Box 


A-224, 100 East 42nd 


care of Harpware AGeE, 
Street, Y. 


New York 17, N. 


SOUTHERN SALESMEN 
WANTED 


By a long established manufacturer selling to whole- 
salers, Two men—30 to 35 years old. Salary plus ex- 
penses. Car provided. Must be experienced travelers. 
One for Maryland and Virginia. One for Carolinas, 
Georgia, Florida and eastern Tennessee. 


Address Box A-217, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















SALESMAN WANTED — PROMINENT 
PAINT BRUSH MANUFACTURER has open 
territories for successful sales producer. Prefer 
men now calling on paint, hardware, lumber deal- 
ers and industrials. Drawing account against 
good commissions. Will also consider side line 
man or manufacturer's agents. Address Box 
A-219, care of ho! 7 Aceg, 100 East 42nd 
Street, New York 17, i 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word........ 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
Gee ov hei hclo eta scarerevedenacneea $2.00 
Each additional OD sicneccsss 05 


Allow Seven Words for Keyed Address 
or Your Address 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 
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Representatives Wanted 


Accounts Wanted 





SALESMAN: SELL COMPLETE LINE OF 
Household and Paint Brushes, Well established 
firm, State territory desired. Address Box A-193, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, 





MANUFACTURERS AGENTS calling on 
distributors of builders hardware to sell ‘‘Weather- 
tite Thermal Guard’—a new, patented, water- 
tight, aluminum threshold. Thousands now in 
use in Philadelphia area. Many enthusiastic 
testimonials from builders. Performance, ease of 
installation, and low price appeals to both opera- 
tional and custom builder. Test proven in the 


field on new home construction for over 1% years. 
We are now ready for expansion. Valuable ter- 
ritory open in all areas except S. New Jersey. 


Full protection and close cooperation in territory 
assigned. Please give full details of your neo 
lines and territory desired. Thermal Co., 19 
Durham St., Philadelphia 19, Pa. 





Accounts Wanted 


WANT TO EXPAND YOUR EASTERN 
SALES? New York representative with broad 
merchandising and promotion experience seeks 
lines sold through hardware er houseware chan- 
nels. Metropolitan New York or larger area. In- 
troduce new product or expand sales of one with 
partial distribution. Exclusive basis. Address Box 
A-246, care of HARDWARE Ace, 100 East 42nd 
Street, New York 17, 7. 








EXPORTER SPECIALIZING IN HARD- 
WARE LINES wishes to acquire new and re- 
liable products. We assume promotion, sales, 
shipping and credit responsibilities. Address Box 
A-245, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





WESTERN CANADA-MANUFACTURERS, 
WE ARE OPEN to accept one or two major 
lines on Commission Basis, Hardware, Electrical 
or Automotive. We sell to Jobbers only. Our | 
D-B rating is B-1. James B. Carter Limited, Est. 
1920, Winnipeg, Canada. 


MANUFACTURER’S REPRESENTATIVE 
WITH EXCELLENT REPUTATION and con- 
tacts with Hardware Jobbers, Contract Hardware 
and Industrial Supply Concerns in lorida, 
Georgia and Alabama, desires an additional line. 














Only top quality merchandise considered. Will 
furnish satisfactory references and sales records. 
Address Box A-221, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. | 





LINES WANTED, EXPERIENCED SALES- 
MAN, WITH good following, calling on hard- 
ware, builders supply houses and other large 
users in Baltimore, ashington and vicinity is 
open for builders and hardware lines direct from 


manufacturers or importers. What have you? 
Address Box A-222, care of Harpware AGE, 100 
East 42nd Street, New York 17, LF 





ESTABLISHED MANUFACTURERS REP- 


RESENTATIVE, TEXAS, LOUISIANA, Okla- 
homa, Arkansas, wants major lines: Hardware, 
Heating, Appliances and Industrial. One divi- 


sion calls on all city, county, state, federal offi- 
cials and military installations. Martin-Smith Co., 
2200 Alamo National Bank Bldg., San Antonio, 





Texas. 
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PRODUCT LINES WANTED 


Nationally known Canadian distributor, 
covering hardware, syndicate and depart- 
mental stores trade, interested in obtain- 
ing hardware trade items for Canadian 
distribution. Fully conversant with Ca- 
nadian market. Equipped to handle man- 
ufacturing, advertising, promotion, mer- 
chandising, warehousing, billing, etc. 
Interested in any type of household ap- 
pliance and kitchen gadget with proven 
consumer acceptance and good potential 
volume. 


Address Box A-241, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











ek DISTRIBUTORS 
tablished—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill direct. 
Write for further information and references. 











REPRESENTATION 
FOR MANUFACTURERS 


In Pacific Northwest. Experienced Agent offers steady, 
capable selling service to Hardware, Building Ma- 
terial, Plumbing Supply and other wholesale trade for 
legitimate and substantial line. 
Address Box A-240, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURER'S REPRESENTATIVES 
COVERING 
CAROLINAS — GEORGIA 


TO 
HARDWARE MILL SUPPLY 
2 Salesmen 





Address Box A-230, care of HARDWARE sa 
100 East 42nd Street, New York 17, N. Y 











MANUFACTURER’S AGENT, SERVING 
BOTH JOBBERS AND DEALERS in Hard- 
ware, Garden and Building Supplies in New York 
and New Jersey, seeks one small line. Only good 
reputable manufacturers of quality lines consid- 


ered. References exchanged. Address Box A-237, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





HARD HITTING SALES ORGANIZATION 
DESIRES ADDITIONAL tool line in the fol- 
lowing areas; Eastern Pennsylvania, Southern 
Jersey, Maryland, Delaware and the District of 
Columbia. Best of references. For real results 
Address Box A-92, care of Harpwarz Ace, 100 
East 42nd Street, ‘New York ae A 














Accounts Wanted 





DIRECT MANUFACTURER'S REPRESEN. 
TATIVE, YEARS IN POWER tools, cutting 


tools, etc., seeks change. Present accounts in- 
| clude mail-order, Wholesale Hardware, Electric, 
| Automotive, Chains, promotions. Wide acquain- 
| tance Wisconsin, Minnesota, lowa, Illinois, Mis- 
souri, Indiana ‘and Michigan. Power tools or 
similar preferred. Available September Ist or 
sooner. Address Box A-226, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE, 
ESTABLISHING SELF in State of Minnesota, 
wants lines from basic manufacturers, assuring 
complete coverage of all Lumber yards and Hard- 
ware Dealers; with possibility of extending cov- 
erage into surrounding states. Address Box A-220, 
care of HarpwarE AGE, 100 East 42nd St., New 
York 17, N. Y 








MANUFACTURERS AGENTS, COVERING 
ILLINOIS, INDIANA, Iowa and Wisconsin, 
established 20 years, contacting Mill Supply and 
Wholesale Hardware, desires connections with 
manufacturers of Screws, Nuts, Bolts, Washers, 
small tools, Address Box A-227, care of Harb- 
— 100 East 42nd Street, New York 17, 
| a A 





MANUFACTURERS’ 
WIiT LARGE JOBBER 


REPRESENTATIVE, 


following in New 


York, New Jersey, Eastern Penna. & Conn., 
seeking additional hardware _ lines. Specially 
Mechanics’ tools and locks. Address Box A-187, 


care of Harpware Ace, 100 East 42nd Street, 


New York 17, N. 





ATTENTION MANUFACTURERS: _ FOR 
VOLUME AND Thorough Coverage Syndicates, 
Wholesalers & Department Stores—New York 
New na maf Allen Sales Co., 366 Broadway, 
New York 13, N. Y. 





SALESMAN, WITH ESTABLISHED FOL- 
LOWING AMONG Metropolitan New York area 
Hardware and Houseware Jobbers, Wholesalers 
and larger retail outlets, desires additional lines. 
Address Box A-228, care of Harpware Ace, 100 
East 42nd Street, New York Ww, we 2. 





MANUFACTURER’S REPRESENTATIVE, 
COVERING NEW YORK, New England 
Eastern Canada, now carrying one popular short 
tool line, can give full time coverage to a good 
hardware line. Good following among wholesal- 
ers and larger dealers. Address Box A-232, care 
of Harpware AcE, 100 East 42nd Street, New 
York 17, N. Y. 


—_— 





WANTED, A_ FIRST CLASS _ PROPOSI- 
TION to sell to Hardware Jobbers. Have follow- 
ing over several states, which are active. Am de- 
sirous of increasing my line and I am certain of 
securing a mutual permanent business. Address 
Box A-234, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y¥. 


—— 





MANUFACTURER’S AGENT. LOCATED 
BIRMINGHAM, ALABAMA, covering Alabama 
and northern Florida looking for quality lines to 
promote through architects and to sell through 
jobbers. Address Box A-235, care of HarpwArt 
Ace, 100 East 42nd Street, New York 17, N. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word........ . wa 


Positions Wanted 


(Special Rate) set solid, maximum, 
SPE bidoaedenducsussanetsseredbescens J 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Accounts Wanted 


Positions Wanted 


Business Opportunities 








CREATIVE SELLING 


Direct to Dealers in Eastern New York and 
Western Connecticut and Massachusetts. Three 
SELLING salesmen calling on PAYING dealers 
every three weeks. 


ATLANTIC STATES SALES CORP. 
Union Square, Poughkeepsie, New York 




















MANUFACTURER 


Substantial volume and brand name line wanted for 
promotion and distribution in Eastern Penna., 
South Jersey, Del., Md., D. C., Va. Experienced, 
aggressive, reputable distributor organization with 
outstanding record. Warehouse, shipping, billing 
facilities. Tops in trade. Will also consider invest- 
ment in line with good potential. 


Address Box A-243, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALES MANAGER 


15 Year successful record of top notch 
sales and merchandising experience— 
presently heading national sales for well 
known manufacturer of nationally adver- 
tised consumer products—qualified for 
development of complete sales and mer- 
chandising operation—voluntarily desires 
change to Chicago or Middlewestern area. 
$15,000 salary bracket. Age 37. Top level 
business and character references. For 
complete 1esume 


Address Box A-229, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Business Opportunities 








MANUFACTURERS’ REPRESENTATIVE 


Fifteen years established contact to Industrial and 
Mill Supply Jobbers in Maryland, Virginia, West 
Virginia and District of Columbia, would like line 
with volume or potential volume. We sell over 200 
accounts not including government and state pro- 
curement. 


Address Box A-239, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Positions Wanted 





SALES REPRESENTATIVE, 12 YEARS’ 
EXPERIENCE selling hardware jobbers and 
retailers in South and Southwest. Also jobbers of 
aper, groceries, variety goods and _ sundries. 
eadquarters Memphis, ennessee. Age 
Salary or draw. Address Box A-213, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





FAILING HEALTH FORCES SALE OF | 
hardware, appliance, gift business. Store 55 x 90 | 
with 40 x 55 storage space, with long lease. Build- | 
ing also houses Kroger’s, farm ottices. City of 
7,000, trading area 35,000. 90 miles east of Chi- 
cago. Present inventory $65,000. Address—Clem 
Volpert, Plymouth, Indiana. 





HARDWARE, PLUMBING, HEATING. 
BUSY OHIO TOWN. No competition; doing 
good business; franchise top lines; $14,000 inven- 
tory; building 25x75; also warehouse; opportunity 
for partners, Plumber or Electrician; sell com- 
plete with property; make offer; terms. Many 
others for sale, phone or write. THE APPLE 
COMPANY, Brokers, 1836 Euclid, Cleveland 15, 
Ohio. 








HARDWARE, PLUMBING, HEATING. 
SALES $30,000 month; Ohio County Seat; old 
established store; attractive brick building; mod- 
ern equipped; like new, 18,000 square feet; low 
rent; long lease; complete line. $150,000 inven- 
tory; nationally known merchandise. Large dis- 
play room. Complete personnel. Retiring. Priced 
for quick sale. The APPLE COMPANY, Brok- 
ers, 1836 Euclid, Cleveland, Ohio. 


CLOSEOUT 


4% x 4% loose Pin Ball Tip Steel Butts, 
with screws, made by Frantz 

GALVANIZED $ .75 pair 

BRASS PLATED $1.00 puwir 


Address Vernon Sales Company 
Box 273, Bronxville, N. Y. 











FOR SALE 
COOKING TONGS (Pot Holder) 


Unusual design—simple, effective and attractive. Dies, 
springs and 10,000 finished and boxed units. With 
dies 50,000 units per month can be produced with 
simple stamping and assembly operations. Potential 
market comparable to that of can opener. 


THE PAGE COMPANY 
929 Church Street Ann Arbor, Michigan 














CENTRAL GEORGIA; HARDWARE, 
PAINT, PLUMBING & Seed Stock. Rent build- 
ing twenty dollars month, long term. Town of 
under one thousand but served by mainline Cen- 
tral Ga. railroad and paved roads. Fine agri- 
cultural and livestock section. Most farms partly 
or entirely mechanized. R.E.A., Ga. Power and 
telephones. Young man can easily more than 
double my business which is slowed down account 
infirmities of age. Come see us. W. B. Warthen, 
Davisboro, Ga. 


STORE WANTED — HARDWARE AND 
HOUSEWARES or Firestone type. Volume of 
at least $150,000. annually and city population 
minimum 35,000. Must be strongly established, 
profitable, and stand investigation. Address Box 
A-244, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





— 


FOR SALE: WELL ESTABLISHED HARD- 
WARE and furniture business occupying buildin 
containing 21,000 square feet in two floors an 
basement. Location is western Pennsylvania 
town of 12,000 inhabitants. Lease can be arranged. 
Address Box A-233, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 

SS AW 

















100 E. 42 St. 








it pays to keep your eyes 


The Hardware Dealers’ Magazine 


Hardware dealers all over the country have discovered that 


advice that mean more money in your pocket. 
price control problems, new merchandising ideas, market 
news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
ware people are just a few of the regular features of HARDWARE AGE that have caused more dealers to 
invest in subscriptions to Harpware ACE than to any other hardware magazine. 


HARDWARE AGE 


on Harpware AGE for ideas and 
Help on 


New York 17, N. Y. 
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THEY'RE AMERICA’S 
LOWEST PRICED 
QUALITY TABLES! 











EXCLUSIVE “TOPPER" 
Seven new colorful top .. 9, 
designs! Quality-built, yet core 
sales. >) 
WRITE FOR FULL COLOR *«-. Na 


OTILITABLES 


















Coke Cir 

‘> Searatoed by > 
Good Housekeeping 
<F et 


BRIDGE TABLES & NOVELTIES, Inc. 
LOWELL, MASS. 


HY-LO 


QUART & PINT VACUUM BOTTLES 


WORKMEN'S LUNCH KITS 


HOPALONG CASSIDY SCHOOL LUNCH 
KITS & HALF-PINTS VACUUM BOTTLES 


WITH THE NEW ALADDIN SWEET 
SEAL Rubber Stopper 


BACKED BY 4-COLOR ADVERTISING 
IN_LEADING NATIONAL MAGAZINES 
_ 











ALADDIN INDUSTRIES, INC., 703 Murfreesboro Road, NASHVILLE, TENNESSEE © 1107 
Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale California 











( CHAIN FOR EVERY NEED 





The Cleveland Chain & Mf Co. 


Cleveland 5, Ohio 














MORE PROFIT for YOU selling the only filter disc 


line designed with your CUSTOMERS in mind 





Perfection . 
America's Finest line 
of Milk Filter Discs. 


Write for Free Samples, Prices and Sales-Promoting Aids 


SCHWARTZ MANUFACTURING CO., Two Rivers, Wis. 
America's Foremost Manufacturer of Filtering Aids for Dairymen 
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2 
DUBL-CHEM-FACED... 


Triple-Filter quality at 


low cost. 





3 
Elgrade... 


er milk-producers. 


Economy for the small. 





ee See 11, 138 
Ng Soke as baie meres 89 
Atkins & Co., B.C. ........ 139 | 
Atlas Asbestos Co. ........ 60 
PE TO. oc oceidine dscns 24 | 

B 
| Ben Hur Mfg. Co. ......... 133 | 


| Better Homes & Gardens. 19-22 | 


BG Es Fea ek Piclnwiae 61 
Cleveland Chain & Mfg. Co. 144 
Cleveland Mills Co. ....... 37 
Coburn Prod. Div. ......... 62 
Coleman Co., Inc. ...... 56, 117 

| Colorado Fuel & Iron Corp. 62 
Columbus-McKinnon Chain 
ett Ai ee - 106 





Index to Advertisers 









A | Diamond Expansion Bolt Co., 
Ace Products Co. ......... 145 souslenis kia hmaaamati ” 
| Domes of Silence .......... 146 
a 
| .. Inc., E. F. . 
Adirondack Chair Co. ..... 138 | ee ee Bee = 
Aladdin Industries, Inc. ..... 144 | 
American Air Filter Co., Inc. 62 | E 
American Cabinet Hardware Eagle Leck Co. ........... J 
Na isis ns tearing acer 45 
a ee 109 
American Chain & Cable Co. 6 
American Mfg. Co. ........ 64 
American Screw Co, ....... 49 F 
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Animal Trap Co. of Amer- 


Biddle Putty Co. .......... 47 
Black & Decker Mfg. Co.... 139 
NII GIR osc ccisccceas 101 
Bridge Tables & Novelties, 

Ra Hine Rees sceneries 144 
Bridgeport Fabrics, Inc. .... 42 
a er 29 
a re 105 
Buffalo Bolt Co. ........... 97 

Cc 
Calbar Paint & Varnish Co... 52 
Cedarberg Mfg. Co., Inc.... 134 
Century Plastic Products, Inc. 145 


Chattanoega Impl. & Mfg. 


Congress Drives Corp. ..... 46 
Continental Motors Corp.... 128 
Corning Glass Works 


D 
Desmond-Stephen Mfg. Co. 62 
Diamond Calk Horseshoe Co. 107 





Federated Metals Div... . .30, 123 
S 

Dow cicie.ore vmwasin 62 

General Filters, Inc......... 98 

General Mills, Inc. ........ % 

Gibraltar Corp. ........... 109 


Gillette Safety Razor Co.... 26 


ee ae 
Glaser Lead Co. .......... 137 
Goldblatt Tool Co. ....... 52 
ae re 135 


Goodyear Tire & Rubber Co., 


Inc. 
Graham & Ce., Inc., John... 4% 
Great Neck Saw Mfgrs., Inc. 137 


Greenlee Tool Co, ........ 62 

Griffin Mfg. Co. ........... 6! 

Grumbacher, Inc., M. ..... 137 
H 

Hager & Sons Hinge Mfg. 

Oe. a ee eee 18 
Hamilton Mfg. Corp. ...... 53 
Harrington & Richardson Arms 

_ ee aes 121 
Heller Brothers Company... 9 
Heller & Co., W. C. ......- 146 

K 
Keuffel & Esser Co. ........ 34 
Kohler Company .......... 135 
PR OE ids ewan minee’ 57-58 


Libbey-Owens-Ford Glass Co. 59 
Lockwood Hdwe. Mfg. Co... 9% 
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M | 
Macklanburg-Duncan Co.... 31 
Magneto Sales Co. ........ 139 
Marshalltown Trowel Co..... 137 | 
McGill Metal Products Co... 134 
Metaloid Co. ............. 146 | 
Midway Tool Co., Inc....... 139 | 
Miller, Inc., Robert E....... 146 
Minnesota Mining & Mfg.Co. 43 
Moore Push Pin Co. ....... 139 
Myers & Bro., Co., F. E...... 23 
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National Cash Register Co.. 119 


National Guard Products, 
ES Ee ae 44 


National Hdwe. Show ...... 63 
National Lock Co. 
National Mfg. Co. 
National Metal Prod. Co.... 54 
National Screw & Mfg. Co... 147 
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Patent Novelty Co. ........ 52 
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Perfection Stove Co. ....... 38 
Peters Cartridge Div. ...... 87 
Phoenix Table Mat Co. ..... iT 


Pittsburgh Nipple Works, Inc. 138 
Pittsburgh Plate Glass Co., 





DOING 6 v5 occa eivnen 32 
Plastic Woven Prod., Inc.... 91 
Platt & Co., Arthur I. ...... 139 
Prentiss Wabers Products Co. 51 
Pretty Products, Inc......... 25 

9 
Queen Stove Works, Inc..... 33 
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S & W Moulding Co. ...... 146 
St. Louis Cordage Mills..... 64 
Sall Mountain Co. ........ 127 
Samson Cordage Works..... 131 
ee eee 48 
Schwartz Mfg. Co. ........ 144 
Shapleigh Hardware Co..... 148 
Sharon Bolt & Screw Co..... 108 


Sheffield Bronze Paint Corp. 60 | 
Shelby Spring Hinge Co.... 134 
Sherman Mfg. Co., H. B..109, 145 








Simonds Saw & Steel Co. ... 35 
Southern Screw Co, ........ 46 | 
Speed Products Co., Inc.... 36 
Stanley Tools Co. ......... 140 | 
Strataflo Products, Inc. .... 136 
Stratton & Terstegge Co..... 121 | 
f T 
I< ocso-v vn Cvncedawe 115 
Tremco Mfg. Co. .......... 93 
U 


Universal Metal Products Co. 133 


Ww 
Wall Mfg. Co. ............ 108 


Warner Brooder & Appl. 
Corp. 


Waterloo Valve Spring Com- 
DONGIE IS os0's nate os00 


Western Reserve Mfg. Co... 145 
Western Tool & Stpg. Co.... 44 
Westinghouse Elec. Corp.... 55 
White Studios 
Whitney Seed Co., Inc...... 62 


Tried Tested x Proven 


vc PURGPAN = 


ALL TOILET SEAT 


Far and Away the BEST in 
ALL PLASTIC TOILET SEATS 


CENTURY PLASTIC PRODUCTS, Inc., Cleveland 2, Ohio 


PLASTIC 

















ACE HOMEMAKER GIFT SET 


Stainless Steel 
Ivory or Black 
Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler. $ 1 295 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 











New CAN-DO” Caulking Gun 


Cuts Caulking 
Time As Much 
As 30 Percent 





Used like a pair of pliers, this new gun makes all caulking 
jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
able in 3 sizes—6¥2", 10” and 15”. @ Complete line of 
interchangeable nozzles. @ Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn't interfere with arm 
movement. 

LIST PRICES . . . 62"" — $4.50; 10'° — $5.50; 15°° — $7.00. 


WESTERN RESERVE MFG. CO.s718 €. s3rdst., cievetand 5, 0. 

















Wilcox-Crittenden ......... 44 
Wooster Brush Co. ........ 2 
: 

Yale & Towne Mfg. Co... ..26-27 
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HERE'S YOUR ANSWER TO 

“TRADE NAME QUESTION BOX" 
“Tulip” not only identifies one of 

America’s most popular flowers but 

also a very colorful, practical and = 

efficient lawn sprinkler. Named after a 

the flower which it resembles, the 

Sherman “Tulip” is now a Registered 

Trade Mark of the H. B. Sherman 

Manufacturing Co. This sprinkler is exceptionally durable 
and efficient, and carries an attention-compelling and well- 
established Trade Name that helps build more profitable 
sales for you. 

H. B. SHERMAN MANUFACTURING CO. 
BATTLE CREEK, MICH. 
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It’s a proven fact! Heller fixture 
equipped stores attract more trade, 
Heller store fixtures possess more 
ui : 4 aaa selling features than any other 
iv \ line of fixtures on the marke 
today. You will be amazed at the 
greater sales producing possibilj. 
ties of Heller fixtures, and you ge 
more value per dollar invested, 


Send size of store today for free 
plan. Ask for new manual No. 514, 


5 | W.C.HELLERG CO. Montpelier, Ohio fl 


THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE! 








ee 


from the show! LINOLEUM — 
Back from Atlantic City where Metaloid SEAM AND EDGE BINDIN\ 


he hit of the show... 
and we've gota brief case fall of orders GET EXTRA SALES WITH S$ & W'S 
t a ° 
ae mugeeet you write for a ete hae sot SELF-SELLING DISPLA y! 
the “Complete Line” so that you can be set M be Sel wate enaieaiil 
for sales during the coming season with SF INDIVIDUAL rind pr hae pst leona 





a full stock of Metaloid step stools, dual 
STEP STOOLS dispensers and Nu-Top stove pads. 12-FT. CARTONS to make a purchase while in your 
store ... and you lose an extra 


= 12 feet of pliant, sil- sale! Put the $ & W linoleum seam 
very zinc in each small and edge binding displays near 
box . . . pre-shaped, your cash register and watch them 


fr ; prepunched with nail ' t.N ti i 
. STOVE PADS ¢ empty out. No cufting...no meas 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available handy box. You ring up the sale! 
DELUXE also in brass, steel and 


plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, 
ose DISPENSER AND JOBBER INFORMATION 


“METALOID 60. $&W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
5815 KINSMA D+<+- 7 , , 
5 iia er eee ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 











cewu DOMES OF SILENCE 2:2: 
SELL ON SIGHT when these attention-compelling con- 5!Z€S 


tainers, box or card are displayed on counters. Genuine DOMES 324%" %,» sf 
One set on « Card. OF SILENCE glide softly, silently, smoothly 
ie "*** over all flooring; saves floors and furniture For 
Ty? WY" Whe? years the favorite with houseowners and furniture 
Vv Ad ,," 


manufacturers, 








Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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